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May the very best of this joyous season be yours, and may 
the year ahead prove a happy and profitable one for you. 


SLAYMAKER LOCK COMPANY 


World’s Most Complete Line of Padlocks 


Nationally Advertised in the Saturday Evening Post 


LANCASTER, PA., U.S.A. 
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Look who’s behind 


onstrates the superiority of Fiberglas 
Screening on his NBC-Tv show, “Today” 


—right through the selling season. 


IN MAGAZINES. Full-page, full-color ads will 
reach 26,000,000 readers of Life maga- 


zine; appear in such powerful home 
owner magazines as Better Homes & 
Gardens, House Beautiful, House & 
Garden, and Living for Young Home- 
makers. A strong campaign directed at 
builders, architects and the “Do It 
fabulous Fiberglas Story to prospective 


Yourself’? market will also tell the 
customers. 





ON TV. Star salesman Dave Garroway dem- 
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KWIKSET SALES AND SERVICE COMPANY ¢ ANAHEIM, CALIFORNIA 
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KWIKSET “600” line locksets automatically adjust to doors of different 

thickness when screws are tightened. NO further positioning of rosettes is necessary. 
Your customers readily recognize the advantages of a cylindrical lock with this 
exclusive design feature. A lock that can be installed quickly and 


easily, is a lock that sells itself. 


The Only Lock with All these features: 


© Six pin tumbler security 

e Exclusive adjustable strike 

@ All steel and brass construction 

© Full ¥2" latch bolt throw 

¢ Feather-touch knob action 

© Automatic thickness adjustment 
e Elimination of cylinder reversing 


e Unconditional guarantee 


tocxsers’§ GOO “A finer lock for finer homes wi 
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No other coffeemaker can offer the 
quality manufacture, the beauty and 
automatic features of a Coffeematic at 
such a price. Three models to corner 
the market, priced from $24.50. 


IN QUALITY! 


No other coffeemaker can match the 
perfection standards developed by 
Universal in over a hundred years of 
manufacturing experience. You can 
see quality in Coffeematic! 


IN FEATURES! 


No other coffeemaker can match the 
speed and automatic perfection of 
Coffeematic. It has been scientifically 
improved over the years to produce 
the finest coffee in the fastest way. 
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and No Other iron like a 


UNIVERSAL SHowandoss 


$14.95 _.@seet® STEAM TRAVEL IRON 


The first and only self-contained steam travel 
iron on the market. Weighs only 28 ounces, 
uses tap water and folds for packing. It will 
be a top seller on your gift counter. 





= SEE YOUR DISTRIBUTOR 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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New Metal Containers 
Offer Even Better Values 


e Now the popular Acco-PAKs come in new 
metal containers, well finished and labeled. 
These pails can be re-used. As a matter of fact, 
you can sell them as pails when emptied. 

As you know, Acco Quality is the standard 
of value in chains. That’s why it pays to dis- 
play American Chain items at all times. 

Do you need another American Chain dis- 
play stand? These Salesmakers really create 
impulse buying. Tell your AMERICAN CHAIN 
distributor. 


American Chain Division 


AMERICAN CHAIN & CABLE 


York, Pa., Boston, Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


It’s yours, if you take it... 


After a slow start, retail sales generally are beginning to show sub- 
stantial improvement in most parts of the country. All the evidence at 
hand points strongly to very good holiday volume; possibly even better 
than a year ago. 





Several months ago the editors of HA sat down to analyze the outlook 
for hardware sales in December. After weighing all the evidence avail- 
able, it was the general opinion that there would be a very good holiday 
volume. You have read this opinion as it was expressed in the columns 
of “How’s the Hardware Business?” on page 14. We have also suggested 
on these pages that it would be well to prepare for an active holiday sales 
period. 


Now, as this is being written, we are on the threshold of the Christmas 
shopping season and all indications at hand strongly indicate very active 
holiday buying. 


The big question for you is: Are you prepared to take advantage of this 
profit opportunity? The emphasis being placed on housewares, toys and 
giftwares in- most stores makes December more important than ever. 


The big headache that most stores will have over the holidays is that 
of handling peak loads. If the average store could eliminate walkouts and 
increase the number of customers they can handle per hour during peak 
hours, they could realize an almost automatic increase in profits. 





It is possible that you can overcome this problem by encouraging as 
much self-service as possible. It is questionable that any hardware store 
with the normal variety of lines can operate profitably as a 100 percent 
ew self-service store. But practically every store can encourage some self- 
led. service. In recent issues of HARDWARE AGE have appeared a number of 
articles on self-service experiences. These articles will show you what 


ct 

: other stores have done. 
ard In the short time between now and Christmas there are several things 
lis- you can do to encourage self-service, without altering your present pro- 

cedures too much. 

lis- . ; 
sia For example, when you put the toys out, why not price each item and 
“a put a sign on the toy island telling customers to take their selections to 
\ 


the cash counter? 


Or take some of the especially fast moving items, such as Christmas 
tree lights and spare bulbs, and snow sprays and put these on an island | 
or island end by themselves. Price each item and put up a sign encourag- 
ing self-service. 


Little steps like these can make a big difference in increasing vour capac- | 
ity to handle customers. without increasing your selling costs. It’s worth | 
trying. 
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Just Among Ourselves —. — 


informal editorial comments 


What's wrong with an order? 


I am constantly being startled when I hear folks in the hardware trade 
suggest that it’s in bad taste to ask for an order. I’ve run into this espe- 
cially in connection with store or wholesaler-sponsored demonstrations and 
shows of various types. 


When a store or wholesale firm spends money to put on a demonstration, 
it is doing it for one purpose—to make sales. Everybody is aware of this. 
So why the reluctance to ask for an order? 


Certainly you should not hit people over the head, nor use circus tactics 
in attempting to make a sale. But you can ask for an order without offend- 
ing anyone. 


Admittedly there are some occasions when direct selling would be out 
of place. But these occasions are vary rare. 


This idea that seems to exist in some quarters that selling is an evil 
thing and something to be kept hidden in a closet, needs correcting. Those 
of us who are in a field where making a sale is the pulse beat of the busi- 
ness, should take the lead in recognizing selling as an honorable profession ; 
asking for an order is just as vital as a doctor’s asking your weight. 


We would all still be living in mud huts, if some salesman hadn’t sold 
our ancestors on the idea and the desire for something better. It has often 
been said that the great growth of this nation has been largely the result 
of our use and acceptance of salesmanship. 


Sales people in a hardware store perform an important economic func- 
tion when they make a sale. A sale not only helps keep the store in opera- 
tion, but it also represents a service to the customer. Both the buyer and 
the seller gain from a good sale. There should be pride in a good sales 
record. So let’s take selling out of the closet; let’s ask for the order. 


Why so many sizes? 


The past year has seen many worthwhile improvements in hardware QUICK 
packaging. Many new packaging ideas have been announced; most of these 
show a freshness in approach and an understanding of retailing problems . 
that are very encouraging. But there is much work yet to be done in hard- 
ware packaging. 


The coming Christmas holiday, with its peak loads and greater reliance 
on self-service, will put many of these new packages to a real test. Some 
packages will fall down on the job; they lack some of the vital elements 
that are needed in a good, working package. 


The problem of size of carded items is growing in seriousness as more 
and more manufacturers use this packaging technique. Thus far it seems 
that every manufacturer has selected for his items a size different from 
all other manufacturers. We can understand a certain desire for indi- 
viduality in packaging, but there are times when this becomes a luxury 
that can be ill afforded. 


The variety of sizes of cards existing today in carded merchandise poses 
unnecessary problems for dealers. Standardization of card sizes into per- 
haps three or four sizes would, for example, give a dealer advantages in py 
binning, in displaving and in stock room work, without affecting the effec- 
tiveness of the package. 
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|IwHY is LOCKWOOD ‘c’ SERIES 


Fomments 











QUICK, ACCURATE INSTALLATION DECRA-DOR PLATES 


No other lockset in the low-price field offers you so much .. . 


@ Quality and Performance — full-size, 5-pin tumbler, solid brass 
cylinder; solid brass latch bolt 


@ Guaranteed Precision Installation — Lockwood’s new SPEEDRIL 
is foolproof and speedy, makes light work out of hard labor, cuts 
installation costs 


@ New Beauty — Lockwood DECRA-DOR metal escutcheon plates 
in five designs provide an exciting, appealing decorative back- 
ground for every ‘C’ Series lockset throughout the house 


PLUS smart, well designed packages with graphic labeling and a selec- 
tion of colorful sample mounts. 


WHO can match this combination of selling features? 


_ at SE LOCKWOOD HARDWARE MANUFACTURING COMPANY | 


Fitchburg, Massachusetts 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Discounters Forcing Retailers 
To Re-Examine Fair Trade 


Is Fair Trade dead, dying, or only sick? 

An increasing number of hardware dealers and 
other businessmen are beginning to wonder in the 
wake of several recent developments. Among them 
are: 

General Electric Corp., one of the most active firms 
in policing its fair trade products, has decided to stop 
suggesting prices for its major appliances which are 
not fair-traded; 

A multi-city department store chain has joined the 
band of stores cutting fair trade prices on goods being 
sold by discounters; 

The American Retail Federation is about to take a 
stand on Fair Trade for the first time. 

Retailers across the country are indicating that 
they are tired of fighting manufacturers who don’t 
police fair trade contracts and are urging them to 
abandon them. 


OUTLOOK—While the possibility that the 
courts or Congress will tamper with Fair 
Trade is diminishing, there is an increasing 

® probability that many retailers may be forced 
to join those stores which are scrapping Fair 
Trade in favor of more energetic competitive 
selling. 


$27 Billion Forecast for New 
Homes; $1.2 Billion for Repair 


Government officials now predict that construction 
spending in 1955 will top this year’s record activity 
by 7 pet, with more than 1.3 million new homes being 
built. 

Commerce and Labor Department forecasters fore- 
see total spending for construction amounting to $39.5 
billion next year, $27.4 billion going for private con- 
struction. 

Outlays for additions and alterations to existing 
homes—much of which finds its way into hardware 
dealers’ tills—will amount to $1.2 billion, an increase 


of $80 million over 1954. This alone spells healthy 
sales next year. 

Significant trend is the increased use of “premium” 
materials and bigger, slightly more expensive homes. 
This, too, will pep up hardware buying for replace- 
ments and by persons competing with the newer home- 
owners to make their dwellings attractive and modern. 


OUTLOOK—Building boom will continue to 
be an important prop under all business, pro- 
> viding higher wages and more jobs, and thus 
boost spending. It is a special boon to hard- 
ware dealers, and will continue unabated for 
at least two years. 


1954 Holiday Sales Promise 
To Top '53 by 1 to 5 Pct 


Christmas business is booming in most areas and 
indications about the holiday season, nationally, is 
that last year’s activities will be topped by from 1 
to 5 pet, Government officials say. 

Many businessmen now say that only a siege of un- 
seasonable weather could slow the pace of Christmas 
shopping. However, the U. S. Weather Bureau in its 
latest 30-day forecast sees good shopping weather for 
most areas. 

The forecast calls for temperatures from average 
to slightly above normal in the eastern half of the 
country—crisp but not too cold. Temperatures in the 
Ohio Valley will be a little above normal, and the 
West, especially northern California, will have cooler 
than normal weather. 

Precipitation will be above normal in most of the 
country—rain in the warmer areas, snow in the coole) 
areas. The Atlantic Seaboard and the Southwest, 
however, will have less rain and snow than usual. 


OUTLOOK—With a promise of “wintry” 
weather in most areas, chances are now good 
* that most retailers will record a good sales 
year in 1954, and the economic recovery will 
carry into 1955, making this a bright Chris! 

mas all around. 


(Continued on page 100) 
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makes every Christmas 
merrier and every New Year 
more prosperous 





| rom all of us at Master Lock 
coe COUF best wishes for the 


Holiday Season — and a renewal v 


of our long-established pledge 
Make sales faster with 


to enthusiastically serve the WE. Padlocks 


best interests of the 





Independent I lardware | rade. Master Co . Milwa 45. Wis. 
Worlds Leadin WMaaulaciwrtrs 
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LATEST INFORMATION ON NEW PRODUCTS AND SERVICES | 


Glassware Set 
Hostess Set of eight 

straight-sided glasses comes in new 

Lisbon pattern of 22K gold and 


black decoration. Packaged — in 


Pd toe 
MES Nel 


» LABBEY Gy 





colorful gift carton, set retails for 
approximately $3.50. Libbey Glass 
Div., Owens-Illinois Glass Co. 


For more data circle No. 1 on postcard, p. 115 


Plastic Tile Cement 

Topco plastic tile cement is for 
the installation of plastic, metal, 
and vinyl-asbestos wall tiles. Wa- 
terproof and temperature resistant, 
the cement is cream-white in color 
and will not bleed through white or 
pastel-colored tile. Requires no 
thinning or mixing and covers 50- 
60 sq. ft. per gal. Packed in quart 
and gallon cans, 3'% and 5-gal. 
drums. Templar Oil Products Co. 


For more data circle No. 2 on posteard, p. 115 


Aluminum Hardware 


New line of aluminum cabinet 
hardware features aluminum capped 
hinges. Hinge consists of an inner 
frame of steel, finished in enamel; 
barrel covers are solid aluminum 
shells which are slipped over the 


12 


12-02., 











knuckle. Display board DB525 con- 
tains «a working model of the 
aluminum capped hinges and the 
magnetic cabinet catch with alu- 
minum case. Matching pulls, knobs 
and backplates are also furnished. 
Stanley Works. 


For more data circle No. 3 on postcard, p. 115 


Ladies’ Steel Tape 
Measuring tape for women, called 
Lady’s Man, features a steel ribbon 
instead of traditional linen. Each 
6-ft. rule is encased in a_ plastic 
sheath mounted on a 3x6 in. sell- 
ing card. Tape’s case is Tenite and 
comes in pastel yellow, powder blue 
and coral red. For use with the 
carded merchandise, a lightweight 





metal rack is available with a 
934x11 in. display board. Rack has 
three rungs which will hold ap- 
proximately 18 carded rules. Re- 
tail, 98¢ each. Master Rule Mfg. 
Co. 


For more data circle No. 4 on postcard, p. 115 


Paint Brush Design 

Yellow has been selected for 
primary brush handle identification 
in the consumer line; metallic blue, 
in the professional line. Gold and 
black are used as color tie-ins for 
both lines. New packaging design 
features a pinwheel-like letter “R” 





trademark, which has been applied 
to overwraps, boxes, labels, letter- 
heads, and _ point-of-purchase dis- 
plays. Rubberset Brush Co. 


For more data circle No. 5 on postcard, p. 115 


No-Mortise Door Hinge 
This new door hinge eliminates 
need for mortising of door and 
iamb. Can be used for hanging 
wood residential doors up to 1%% 
in. thick. Hinge is made of heavy 
gage steel and has ‘4 in. thick 
shoulders to make alignment auto 
matic. Hinge pin is made with a 
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FOR THE HARDWARE DEALER 





non-rising nib, which holds pin 
firmly in place long after door has 
been hung. Hinge is available in 
314 in. size in dull brass plated, 
nickel plated and bonderized prime 
coat plated. McKinney Mfg. Co. 


For more data circle No. 6 on postcard, p. 115 


Glove Rack 

Wire self-service rack is free 
with purchase of 3 doz. pairs of 
men’s or ladies’ gloves, as a special 
offer for Hardware Week. Deal No. 
PRS consists of men’s plastic ribbed 
gloves, retailing at 59¢ a pair. No. 
L3, consisting of ladies’ gloves, in- 
cludes American Beauty and Blue 
Jeans, starting at 49¢ a pair. Boss 
Mfg. Co. 


For more data circle No. 7 on postcard, p. 115 
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Power Edger 

New power edger does its cutting 
and trimming with flexible high- 
speed wires. There are no blades 
to break or replace. Powered by a 
four-cycle gasoline engine, with an 
automatic rewind starter, edger is 


maneuverable, reaching cracks and 
ny anil 





services. Cutting is done beneath 
shield for safety. Buch Mfg. Co. 


For more data circle No. 8 on posteard, p. 115 


Waterproof Sandpapers 

Two new very fine grit, water- 
proof sandpapers are the 500-A and 
600-A. Especially for wet sanding 
of lacquer finish coats, the new sili- 
con carbide grain papers are addi- 
tions to the Tufbak series. Both 
grits are available in sheets. Behr- 
Manning Corp. 


For more data circle No. 9 on postcard, p. 115 


Power Chain Saw 

Powered by a gasoline engine, 
this chain saw features a special 
diaphragm fuel pump to permit op- 
eration from any saw position, in- 
cluding upside down. Points are 
fully enclosed with a dust ring to 
protect against dirt and foreign 

(Continued on page 112) 


Want more information on these 
products? Then use free post 
card on page 115. 


in hardware merchandise... 


TO HELP YOU 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
SALES HELPS 


Cord Merchandiser 


Merchandiser for electrical cords 








is available in a complete package 
which contains six 250-ft.. spools: 
Four of rip cord, one of SJ medium 
duty stationary cord, and one of 
HPD heater cord. Welded steel 
rack can be hung on wall or placed 





on counter. It has a measuring 
ruler and cutting pliers attached. 
General Electric Co. 


For more data circle No. 10 on postcard, p. 115 


Garden Tool Display 

This new mobile stand displays 
more than 50 shovels, rakes, hoes, 
cultivators, shears, pruners and 
other tools in new Garden Club line. 
Unit occupies less than six sq ft of 
space, measuring 46x18x41 in. high. 
Called the M-64, stand displays 
tools with blades down as added 





(Continued on page 133) 
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Holiday Business 
Prospects Improved; 
Mild Fall Upturn 


The upturn in business that was 
expected for Fall has come, but the 
extent of it, so far, has been noth- 
ing to cheer about. Nevertheless, 
retailers are expected to have one 
of the best Decembers of record. 

Department store sales were bet- 
ter in October and in early Novem- 
ber than in the year before. 

There are many spots in the 
country where business conditions 
leave much to be desired, but the 
economic scoreboard at the end of 
the 3rd quarter indicates excellent 
business prospects for the coming 
year. 

The minus factors of lowered in- 
vestments in inventories and capi- 
tal expenditures and military ex- 
penditures have been offset by 
factors on the other side of the 
ledger. 

These plus elements _ include 
heavier expenditures for nondur- 
able goods and services; more dis- 
posable income and greater per- 
sonal savings. 

All of these factors were reported 
higher, on a seasonally adjusted 
basis, in the 3rd quarter than in 
the previous quarter, or the 3rd 
quarter of 1953, by the Bureau of 
Economics. 
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Record Home Building Awards 


Business Indicators Favorable 


Discontinue List Prices On G.E. Majors 


Steelmakers Happy 





Metal Industries Seen Leading Economy in ‘55, 
Replenishing Stocks, Filling Pent-up Demands 


“There are six major factors 
which together spell industrial ac- 
tivity next year close to the 1953 
level,” states Tom Campbell, Editor 
of Iron Age, metalworking industry 
magazine, after a careful analysis 
of the current economic situation. 

“The recession that wasn’t there 
is over,” writes Mr. Campbell in 
his analysis of business yoonpects 





Business Indicators 
Reflect Pick-up 


Industrial production showed a 
slight pick-up during October and 
early November, reports the Fed- 
eral Reserve Board. 

Output of television sets and 
other major household goods con- 
tinued at high levels, according to 
the report. Department store sales 
displayed a greater - than - seasonal 
increase. 

Steel and durable consumer 
goods set the pace in the pick-up 
for production. 

The industrial output index, af- 
ter allowing for seasonal factors, 
climbed 1 point to reach 125 pct 
of the 1947-49 average. This fig- 
ure is 5 points lower than for the 
same date last year. 


for 1955. “It was over several 
months ago but an extended vaca- 
tion in thousands of plant shut- 
downs this summer delayed the for- 
ward march.” 

While industries were trimming 
their inventories and cutting their 
expenditures, consumers changed 
their buying habits very little. 
“The consumer refused to see the 
past year as a recession or a de- 
pression,” states Mr. Campbell. 

Among the seasonal factors 
which he sees as contributing to 
improved business is tremendous 
activity in the automobile field and 
a strong buying reservoir among 
workers and salaried people. 

The business pickup is starting 
from a good solid foundation, says 
the Iron Age report. Metallic in- 
ventories were cut back too far, not 
only by steel company customers 
but by steel firms and warehouses. 

Defense buying, another one of 
the factors expected to give the 
economy a lift, started to improve 
in June. September was one of the 
biggest defense months since Janu- 
ary, 1953. 

Hand-to-mouth buying in the 
metalworking industry is over, says 

(Continued on page 146) 
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(© MORE THAN I IN 4 DEALERS 
| REALIZE FAST PROFITS WITH 


THE 


OVER 10,000 OF THESE P&C 






MERCHANDISERS 


NOW INCREASING TURNOVER 4 TO 6 TIMES 
AND MORE FOR TOOL MERCHANTS 


J . . . 
it displays - Every tool is easily ac- 
cessible on the revolving stand. Your customer 
can see it, take it in his hand—-see the superior 


quality... feel the perfect balance...of P&C Tools. 


it sells— Your customer responds auto- 
matically to the impulse to buy. The price of 
each item is plainly visible. Shadow silhouettes 


and stock numbers make replacement quick, easy. 


167 different tools — 


259 items—wrenches, socket wrenches, pliers, 
screwdrivers, chisels and punches, metal snips, 
screw extractors—to bring you profits to the tune 


of 4 to 6 or more turnovers a year! Takes up only 





32” of space...the highest sales-per-foot area in 


your store! 





Write to P&C TODAY for complete information 
on the RDS-150 Self-Selling Merchandiser. 


P&C HAND FORGED 
TOOL COMPANY 


Box 5926-A, Portland 22, Oregon 
® 
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| Here's the book hat 
the Buildersiarc 


Wing mplete builders J ‘oe 
ne ft ny nt nstruction job var ielee 


/ 
A 8) 
VVitt tne racesetter plar YOU offer qa strean KI 







Mule 4-melalemalelael’, 


In the lowest-priced class, yet loaded with ex 


quality features! Solid brass, bronze or alumin 
exterior parts. Rust-resistant interior parts. Scre 


ats re a re less knobs and roses for extra beauty. SE 
ALIGNING feature for easy, fast installatio 

® # “DURA-SMOOTH” action for extra customer s 
th e h Ig h Ig hts isfaction. Fully reversible; fits any door 138” to 1% 


cw 
N al 


Medium-priced, yet designed for the finest hom 















stores .. . any light commercial installation! Exel 
sive “VELVET-GLIDE” action from ball bearing late 
retractor. Solid brass, bronze, or aluminum exterid 
parts, rust-resistant interior parts. Screwless know 





and roses. Easy, fool-proof installation. 


Call your Corbin Distributor TODAY! 





ok-hat solved oe 
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na easy to stock, inventor 
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esetter Catal 1g felale 


7 pookilet Se anle@las Builder: Hard 


nexpenienced erks learn quickly what 

ler : r ( rbin Distrit tor today. Sée the Pace 
Well nigiiele me Gslenhaniall mits very Tew ele re iss. Balsa 
rean KNOW Y want the Pacesetter Line in YOUI 


@ Unified simplified stock 
of standard fast-moving 
Builders’ Finish Hardware 


Think how much more business sense it makes to display 
a completely UNIFORM, reasonably-priced line of na- 
tionally recognized builders’ hardware! Pacesetter items 
are harmonious in design . . . hallmarked with the Corbin 
name your customers know and trust. Far better than just 
“some” locks . . . “some” window hardware 

...+ “some” door closers... yet they cost 

no more. 


The American Hardware Corporation 
New Britain, Conn. 





To determine whether the No. 4706-H can be used 
to replace another operator, measure the distance 
from center to center of the screw holes in the old 
operator and check the measurements on the draw- 
ings below or in the Getty catalog. Arm length of 
old operator must be 8’’ to 9'' (measured from 
center of pivot to center cf arm button). 


. 
Type 1 


The metal casement operator .. 4 











specially designed 








for profitable 





and | 
If operator to be replaced is Type 1 or 4, 
attach screws in the screw holes as indicated. 


replacement sales 





With this one operator you could replace 95% of all the 
metal casement operators now in service. There are, of 
course, millions. Many will need replacement this year. 
And that means an important profit opportunity 
for you. 











7 ‘ ’ TAP If the operator being replaced is Type 1 with an 8” arm, attach 
The Getty No. 4706-H Operator for metal casements screws as illustrated. Force dummy screws into extra holes. 


comes packaged with full, easy-to-follow instructions 
for the homeowner. It’s strong, well built. It’s attrac- 
tively priced. Think of the number of homes in your 
area with metal casements, and you'll see why this can 
be a profitable item to stock. 





Remember Getty is the leading line in the field. More 
casement windows have Getty Operators than all other 
makes combined. 








" y If the operator being replaced is Type 2, insert screws mint OF Cry, 
So see your hardware wholesaler about Getty No. as illustrated. Force dummy screws into extra holes. ah a by” 


" ° . Good Housekeeping 
4706-H, or write us direct now. « 


H. S. GETTY & CO., Inc. 


45 aovianiseo TH 

















Featured 


3348 NORTH 10TH STREET - PHILADELPHIA 40, PA. 
If the operator being replaced is Type 3, insert screws 


Canadian representative: A.N. Ormsby Co., 23 Scott St., Toronto as illustrated. Force dummy screws into extra holes. 
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Were Exclusive... 


WITH LUMBER 
AND HARDWARE DEALERS 










Specialty-dealer competition is eliminated when you order the famous ‘‘Duo-Twins”’, 
DUO-DOR and DUO-MATIC. They sell only through lumber and hardware dealers . . . 
and HOW they sell! We’re ready to boost YOUR sales with national advertising, liberal co-op 


ad allowances, and a complete line of selling aids. The ‘‘Duo-Twins” have all the 


quality features ... at low retail prices . . . yet you enjoy a full mark-up ! 








mint 8 | ry 4 

* Guaranteed by \ 
Good Housekeeping 

43 soycanste WES 


PACKAGED FOR 
EASY HANDLING 


Featured in LIFE, LOOK, SATURDAY EVENING POST, ? the weather-proot CO. 


COLLIERS’, GOOD HOUSEKEEPING. 





Dept. HA * 1407 E, 40th Street * Cleveland 3, Ohio 


DUO-MATIC windows are available in Canada through Hollmar Industries, Ltd., Brantford, Ont, 




















Big Profits for Dealers with Fast-moving, High Mark-up Kaiser Aluminum Shade Screening 











Unique features make Kaiser Aluminum 
Shade Screening Easy to Sell! 


Keeps rooms up to 15° cooler in 
hottest sun! Tiny louvers are set 
at an angle to block hot sun 
rays. Often eliminates need for 
air conditioning. Where air con- 
ditioning is planned, smaller 
units can be used. Where air 
conditioning exists, operating 
costs are cut! 

Cuts harsh light glare! Admits 
plenty of soft light. Air circu- 
lates freely. 

Protects against sun-fading! 
Keeps sun from fading draper- 
ies, other furnishings. 

Protects against insects! Screens 
out insects like any standard 
screening. 

Gives daytime privacy! Made 
from tough, high-grade alumi- 
num. Can’t cause ugly red rust 
stains on sills and siding. Never 
needs paint. Corrosion-resistant. 


Easy to install in any type frame. 











Homeowners all over the country 
are turning to amazing Kaiser Alu- 
minum Shade Screening to keep 
their rooms as much as 15° cooler! 
Result: sales of this revolutionary 
cooling device last summer contin- 
ued to climb — exceeding the previ- 
ous year’s record sales by 54%! 
And along with the big and stead- 
ily rising sales of Kaiser Alumium 
Shade Screening goes a whopping 
dealer mark-up — averaging 55%! 
Stock up now with adequate sup- 
plies to handle the demand of 


homes, offices, stores and factories 
in your area. Available in regular or 
tension frames from sash and screen 
manufacturers, and in convenient 
rolls from jobbers. 


For free sample, full information, 
and names of your nearest suppliers, 
contact the Kaiser Aluminum sales 
offices listed in your telephone di- 
rectory. Or write: Kaiser Aluminum 
& Chemical Sales, Inc., General 
Sales Office, Palmolive Bldg., Chi- 
cago 11, Illinois. Executive Office, 
Kaiser Bldg., Oakland 12, California. 


Kaiser Aluminum 


PATENTED 


SHADE SCREENING 





American Home and Better Homes & Gardens 
will carry more advertising for Kaiser Aluminum 
Shade Screening than ever before—at the peak 
of next summer's selling season. And sautll ant 
other proved selling helps—including samples, 
advertising mats, consumer literature, direct mail 
pieces, a dramatic demonstrator for your store, 
sales training booklets, plus a generous coopera- 
tive advertising allowance! All ked up by the 
help of Kaiser Aluminum’s national sales lesen. 


Ford Motor Company's Southgate, California 

rts depot (above) and other buildings benefit 
rom Kaiser Aluminum Shade Screening. Think 
of the potential industrial installations in your 
area! According to Ford’s Richmond, Virginia 
Depot Manager, Mr. M. G. Mehrens, “‘All instal- 
lations have proved satisfactory in two ways; one 
in improving the morale and efficiency of our 
people, and second, with savings in the operating 
expense of our air conditioning system.” 
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GRIFFIN HARDWARE 


in +f Yeu Visle Pak 


SELLS ON SIGHT 


_ 


The Self-Service Package 


SELECT YOUR 
GRIFFIN 
ITEMS 





They’ll Reach for { 


SELLS ON SIGHT—Griflin’s new visible pak offers popular Griffin 
Hardware in a complete sales unit. A transparent plastic blister 
contoured to the shape of each product protects against moisture 
and handling. Each “see-thru” package includes the correct number 
of screws. 

YOUR CHOICE of Griffin Hardware items. Select your items. Buy 
only what sells best—the visible pak speeds turnover. ° 

INCREASE PROFITS this quick way. This attractive self-service pak 
sells on sight. Ask for catalog page GV-1. Order from your dis- 


tributor today. 


wy 
MANUFACTURING COMPANY 





YA ee 
—— GRIFFIN PRODUCTS 





ERIE © PENNSYLVANIA 


REPRESENTATIVES 


- ATLANTA, Ga. DALLAS, Texos JACKSON, Miss. SAN FRANCISCO, Calif, 
serve THE WORLD! Walter S. Johnson & Sons E. H. Farrar L. G. Fuller, ke C. 1. Lewis 
917 St. Charles Avenue 2nd Unit Sante Fe Bidg. P.O. Box 2113 2450 17th Street 
BOSTON, Mass. DENVER, Colo KANSAS CITY, Mo SEATTLE, Wash. 
Austin & Eddy Inc, Roy L. Rogers Harvey D. Rush & Sons R. F. Bevers 
115 Broad Street 1620 Garfield Street 4638 Nichols Parkwoy 4524 East 60th Street 
CHICAGO, Ill DETROIT, Mich NEW YORK, N.Y ST. LOUIS, Mo. 
Wilbur H. Davis George A. Gregg The B. S. Alder Company W.C. Meiboum & Co. 
1639 Fargo Avenve 141 W. Eight Mile Road 45 Warren Street 6954 Oleatha Avenve 
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NOW! Sell New Westinghouse Sv 


Listed by Underwriters’ 
Laboratories, Inc 


HERE’S THE NEW WESTINGHOUSE LINE 


New Whisper New Ovtlet 
Quiet Switch 


Double sided positive 
Safe shockproof grip contacts—push- 
—easiest possible in- in wiring — no loose 
stallation — push-in plugs to cause radio 
wiring — single pole or TV interference. 

ond three-way. 





TO LAST 100 YEARS 


Here’s Betty’s big new deal —This is 


what you get in the Ivory Profit Pack! 


25 
25 
25 
10 
35 
25 


No. 521 Duplex Outlets 

No. 531 Triple Outlets 

No. 551 Single Pole Switches 
No. 561 Three Way Switches 
No. 543 Switch Plates 

No. 546 Duplex Plates 


Devices below, shown in Brown, also available as a package. 


New Wall Plates 


Tough, unbreakable — fit all 
outlets and switches. Molded 
of easy-to-paint, easy-to-clean 


plastic. 
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New One Piece Triple Outlet 


Complete with plate, can be 
mounted directly to box, push-in 
wiring, no exposed current-carry- 
ing ports. 





Now, featur 
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outlets is toy 
Give your Cc 
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profitable m 
suild more 
‘Westinghou 
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e Switches and Outlets For 


_ Higher Profits 
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k! 


1954 











Now, feature the first nationally known name in wiring 
devices .. . Westinghouse! This new line of switches and 
outlets is top quality—built to last 100 years! 

Give your customers the opportunity to buy easy-to-install, 
quality devices and sell up for the first time to this big new 
profitable market. 

suild more store traffic with the name everyone knows— 
‘Westinghouse. They'll see the difference —compare—and buy 
these switches and outlets built to last 100 years. 


Advertising Support— National ad campaign in Better 


ppee_ 


DISPLAY MATERIAL WITH 
EVERY PROFIT-PACK! 

14” x 17” two-color counter 

card and two window streamers 


New Cube Tap 


Unbreakable — high- 
impact plastic 
strong blades—can't 
come loose. 


New Plug with 
2 Lamp Outlet 


Rugged unbreak- 
able. Built to outlast 
any similar device 
on the market. 
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>> Westinghouse... The Quality Name 








Your Customers Know 


Homes & Gardens where over 3,500,000 prospects read 
about this new line. Announced by Betty Furness on 
Westinghouse Studio One to millions of viewers, this is the 
first quality wiring device line promoted on national TV. 


The Market's There — Inadequate wiring—worn out switches 
and outlets — need immediate replacement. This involves 
over 20 million homes. 


What About Convenience to Sell? —The name will “sell” 
the quality will “sell’—and the line is packaged to sell in 
bright, casy-to-see cartons and cards. 


New Westinghouse 


v Westinghous 
s 


If the Westinghouse line is not available from your regular wholesaler, write 


Westinghouse Electric Corporation 
P. O. Box 3054 
Barnum Station 
Bridgeport 2, Connecticut 


you CAN BE SURE...1F ITS 


Westinghouse 


J-99913A 











‘INSECT WIRE SCREENING 







CUSTOMERS LOVE IT. » « because Chase Bronze and 


Chase Alclad Aluminum Insect Wire Screening is quality-built to last, 
to keep its neat appearance through long usage. 


























INSECTS HATE IT. . » because it 


resists corrosion for years! Plus . . . each 
wire in Chase screening is double- 
crimped to keep openings square and true. 









DEALERS PUSH IT. » « You'll want 


to stock this screening with the nationally 

advertised Chase name. For your 

convenience, it cuts easily. ..and octagonal 

package stores without waste space, 
can’t roll off shelves. 


C} h d \ . P BRASS & COPPER The Nation’s Headquarters for Brass & Copper 


Albany t Cleveland Indianapolis New Orleans St. Lows 
WATERBURY 20, CONNECTICUT * SUBSIDIARY OF KENNECOTT COPPER CORPORATION Atlanta Dallas Kansas City, Mo. New York San Francisc: 
Baltimore Denver + los Angeles Philadelphia Seattle 
Boston Detroit Milwaukee Pittsburgh Waterbury 
Chicago Grand Rapidst Minneapolis Providence (tsales 
Cincinnati Houston Newark Rochester t office only ) 
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SLIDING DOOR HARDWARE 









30-9 End Insert 





#9916 SET 
...In one convenient package 


A one-package set, the Coburn #5916 Door Set 
is easy to stock and handle... eliminates 
possibility of missing parts ... relieves you of 
troublesome boxing problems. The complete* 
package contains two hangers with bolts, three 
brackets, two end inserts, three lag screws. 


Coburn #5916 Door Set handles doors up to 300 
pounds and up to 134” thick. With standard 

track lengths in stock, you’re in a position to meet 
all demands for lighter sliding door hardware. 





For additional information write to 
Coburn Sales and Engineering, 56 Sterling 
pper Street, Clinton, Mass. 


COBURN PRODUCTS | 
x *Less Track ty aie aie aaa ast pesky ; Ch | 


only ) 2768 
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U.S. CORRUGATED RIBBED MATTING 





Hose « Belting « Expansion Joints « Rubber-to-metal Products « Oil Field Specialties « 


U.S. GEOMETRIC ROLL MATTING 


U.S. STAIR TREADS 


made by U.S. RUBBER 


U.S. Matting sells so well because there is no 


end to the list of its advantages. Selling “U.S 
means profit to you, profit to your customers. 


A NECESSITY FOR SAFETY AND SANITA- 
TION. Easy-to-clean surface, keeps dirt and 
moisture from being tracked through building. 


Comfortable, noiseless to walk on. 


FOR EVERY TYPE OF INDUSTRY. U.S. Mat- 
ting is available specifically designed for the 
job in hand. For example, matting for the meat 
packing industry is made of neoprene, to with- 
stand fats and greases. 


“U.S.” Research perfects it. 


“U.S.” Production builds it. 
U.S. Industry depends on it. 


FOR EVERY DECORATIVE SCHEME. These 
mats can be made in colors and patterns to 
harmonize with any surroundings. They can be 
made to liven an otherwise plain setting or to 
blend in with a colorful background. 


' VALUABLE AS ADVERTISING. In custom- 


made U.S. Royalite® Perforated Corrugated 
Mats, lettering, emblems or trade marks can 
be faithfully reproduced in rich colors. Your 
identification will be seen for the entire life of 
the mat. For full information about U.S. Mat- 
ting, write to address below. 


Plastic Pipe and Fittings « Grinding Wheels « Packings 





UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


* Tapes 


Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 
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m SEINE TWINES 
i SEINE CORDS 
ou can put your confidence Vets 

STAGING 

VENETIAN BLIND CORD 
SASH CORDS 
CLOTHES LINES 
MASON LINES 
BUTCHER’S TWINES 
FISHING LINES 
NYLON CASTING LINES 
STARTER ROPE 
JUMP ROPE 
MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 
KITE CORDS 
PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 
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CONVENIENT 


DISPLAY 
CARTON 


Marked every 5 feet 
IN SILVER, BLUE AND RED CARTON 














ART. 548 
j Diameter Length in Tensile Working 
of rope 20 Ib. coil Strength Load 
5/16 inch 700 ft. 1000 Ibs. 200 Ibs. 
3/s inch 500 ft. 1350 lbs. 270 a | 
1/2 inch 260 ft. 2650 lbs. 530 Ibs. 




















(Approximately 20 lbs. of rope in each coil.) 


This MIKE display carton of manila rope is fast 
making a sales impact wherever displayed. Rope 
is accurately marked by red band eVery 5 feet. 
Coil remains securely held in carton until all sold. 
Cartons are plainly marked as to size of rope and 


ORDERS OF $50.00 OR MORE, FREIGHT total length. Space required 15" x 8" hexagon 
PREPAID. Orders of less than $20.00 f.o.b. Mill, — . — stock of 3 sizes makes a com- 
Lawndale, N. C., Los Angeles, California, or Mari- aay 

etta, Minnesota. Orders of $20.00 to $50.00, 

freight allowed to $1.00 per cwt. Freight prepaid When you display the MIK Nien 


does not include extra charges incurred outside 


carrier's regular zone of delivery. . | 
it Sells! | 
Write For Size Cards And Price List. | 


| Y a ur representative in your state will call upon your request | 
Cleveland Mills Company cswxcaicNont canotina 


Tapes ESTABLISHED IN 1873 2102 Coloredo Blvd. Marietta 
eens Los Angeles 41, Calif. Minnesota 














1954 HARDWARE AGE, DECEMBER 9, 1954 











28 








Better farming_makes him 


a better customer for you! 


Top farmers produce twice as much per acre, 
twice as much per man, as average farmers— 
and buy twice as much to live twice as well. 

Our job is to help more farmers become 
top farmers. 

That makes more top customers for you. 
For what you sell—hardware products—is 
needed to achieve better farming. 

Better farming on more farms—more sales 
to more prosperous farmers . . . that’s what 
Better Farming means! 


A Curtis publication 


Starting in January- 
Country Gentleman is 





changing its name to 


Better Farming 
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MEANS MORE BUSINESS 


__BOLEN for you tu 9D 


WITH THIS COMPLETE LINE 
OF POWER MOWERS 


RUGGED ROTARY MOWERS 





@ Model 421A 20” Self-Propelled 
$ El F - PR OPEL | 7) @ Model 420B 20” Side-Trimmer 
@ Model 412B 21” Front-Trimmer \ 
a @ Model 361E 18” Front-Trimmer } 
POWER TO MOW © Model 363E 18” Side-Trimmer 
POWER TO GO © Model 360 18” Electric ail 





GREAT REEL TYPE MOWERS 


© 451B 21” 1.6 h.p. 
© 433C 18” Special 1.1 h.p. 
¢ 448B 18” DeLuxe 1.1 h.p. 


Bolens offers a complete line of both gasoline and electric powered 
models, with power units and cutting widths to suit every budget 
and need, from cottage to estate. All as smartly styled as a sports car. 
Powerful, easy to handle. All designed for volume sales. Whatever 
type your customers prefer, it’s in the Bolens line — along with 
more and better selling aids that multiply inventory turnover. 





GRIND-A-LEAF 
ATTACHMENT 
No leaf raking, burning 
or disposal problem, 
Wonderful, easily at- 
tached device pulverizes 
autumn leaves and dis- 
tributes them evenly 
over lawn as fine 

fertilizer. 


BOLENS 421A 20 INCH 
ROTARY 2% H.P. 



















ITH BOLENS 4-STAR LINE YOU'LL OFFER MORE... MAKE MORE 
BOLENS GARDEN TRACTORS BOLENS CHAIN SAWS BOLENS M-E ROTARY TILLERS 


a if - 5 ow 
Sm, - ye ~ 
~~ —— 
ee ,_* vt 


¢ ; 





eo 4 A , v. an 


7 ROTARY TILLERS lead the field 


{ 








i : squipped with non-winding tines guaran- 

9 GARDEN TRACTORS power packed 6 CHAIN SAWS at new low prices, new ms . wut ey Ag sa 
. < . : - guinst Dreakage artabdie 0 

with sales points. Complete range from performance —there’s a BOLENS chain ia r ) t il salle "Models 
Ss * no ” ” cA » 4 8 al SOE’ ' ; ‘ Ut 

one-wheel HANDI-HO to 8 hp. RIDE- saw for every wood cutting job. 14”, 16", from 2!o hp. Wide range of year 








MASTER. Two-wheel POWER-HO 20”, 26” and 30” sizes plus a 16” bow saw. 
(shown) features Versa-Matic drive with Profitable engine exchange plan. 
variable forward speeds and safety reverse 
... 11 attachments. 


around aiiacuments available. 






Mail Coupon Now for details on 
BOLENS POWER PROFIT PLAN 














See | America’s Finest Outdoor | BOLENS PRODUCTS DIVISION 
soniye «cag | FOOD MACHINERY AND CHEMICAL CORPORATION 

wee Fy ee | 283-C South Park Street, Port Washington, Wisconsin | 

Hotel Sherman, Chicago | Please send information on BOLENS money making Dealer Franchise Offer. | 

| Name ames - | 

EASTERN STATES GARDEN | Company ; | 

SUPPLY SHOW | addres: | 

71st Infantry Regiment Armory | City a Ce Ose TIRE PIG ES | 





w York 


Lecinctesinate-encepncupsinensexsqmnaniqusensanetsennnardatennansciicenennenaiannanbanntats i 
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To help you sell the 





Columbian (@o4zacké Rope 


These sturdy octagonal carions dispense 
your choice of Columbian Pure Manila or 
Radium Sisal in diameters from %” through 
34". No lashings to cut. . . simply draw rope 
through hole in top, leaving uncut portion 
perfectly coiled and protected from dust in 
carton. Easy to handle, store, display, and 












Red 
White 
Blue 





. . sell! 
Columbian Carton Coils 

Non-kink dispenser feeds factory-clean 
Columbian Pure Manila or Radium Sisal Four sizes 
through hole in top of sturdy carton. rs 50 ; 
Three sizes of rope are packaged in each ee tray 


three-coil shipping container—'/4", 48”, ei 
and 1/2” diameters. Approximately 20 Ibs 
per carton, or 60 lbs. of rope for full con- 
tainer. Light in weight, colorfully printed 
for attractive, easy-to-reach display on 


counter or shelf. MANILA ROPE 
Ce emeel 


Be 





ae ae 


Columbian Gack 


DISPLAY RACK 

















Combines neat, handy 
Colpack Cartons of all 
sizes in a single compact, 
eye-compelling display 
aimed at high impulse 
sales! In 20” x 29” of 
floor space, rack holds 
one Colpack 25, two 
50’s and one box of 
100 ft. connected coils. 
Comes completely as- ) 
sembled, ready to use. 











Columbian Rope Werchandiser 












Seven sizes of rope attractively displayed in 22” x 12” 4 7 If 
of floor space! The 52”-high Columbian Rope Merchan- , iy 
diser measures the required length of rope and cuts it, i i need = 
making for fast, easy, convenient selling. Your rope supply . 
is alk together in one location f A 
—forcefully reminding 4 ‘ ‘ ( 
your customer of his Columbian Displays Make Money... 
rope needs! N 

Ask Your Jobber to Prove It! . 
& 
7 
Columbian Rope Company 
Auburn “The Cordage City’’, N. Y. h 
F 





30 


HARDWARE AGE, DECEMBER 9, 1954 HARDV 








or 
gh 
De 
on 
in 


rd 


—— —— Sa =. & 


954 











New Adal orain 


Oscillating Sprinkler...another (WeLs0W) first! 








DIAL LEFT FOR 

















NEW DIAL 
SETTING 
instead of ordi- 
nary screw adjust- 
ment gives finger 
tip selection of the 


water pattern. 
DIAL CENTER FOR ' 





DIAL *FULL FOR 
Ae 























DIAL RIGHT FOR | 














LARGE TROUBLE-FREE 
WATER MOTOR is designed 
to operate on any water pressure. The 
large disk type impellers move so 
smoothly and easily that water pressure 
as low as 3lbs. will operate the sprinkler. 


g iti 
= 





* (Full”position covers 40’x 60‘area at normal water pressure) 
















_~ JET NOZZLES set in the oscil- 
XT lating bar insure a positive water stream 


even under abnormal water conditions 








A 





* 






If you have a water problem 
in yourcom munitywhy not try the 
“Dial A Rain” at our expense to 
prove its quality and durability 
to yourself. Fully guaranteed. 


NATIONALLY ADVERTISED 
in Saturday Evening Post, Better Homes 
& Gardens, Sunset, and Flower Grower 


THIS ATTRACTIVE DISPLAY 
packed with each "Dial A Rain” 


L.R.NELSON MFG.CO.,INC. 


PEORIA, ILLINOIS 
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America’s Most Complete Line of 


LAWN EQUIPMENT 


BIG YEAR ’ROUND SALES 
fo FOR BIG YEAR-END PROFITS 











‘‘A Power Mower; fez 
Y i.|| Ors 

el hie 

\>> "Y ff at 






XP-160 
20” Self-Propelled 
Trimmer 
Gas 


NJ 


Lawn Scout 53 
18” Gas 


















A Leaf Mulcher is Available 
for Every HOMKO Rotary Mower 
as an Accessory 






RM-20 20” Gas 
we” Ges LP-430 
24” Gas 
NS-90 : i. i y, eacieccteed 
5” Hand Ua , . - 
Trimmer \ B | / 
Electric RC-120 we > ——, 


18” Trimmer 20” Remote Control (——7 
Electric Electric 


LS-200 20” Accessory: Sweeper Hitch (Hitch only— to be ee 
= -_ > a with Lawn Sweeper Model LS-240 
ss) Lawn Sweeper en — 7 ma, 
LS-240 24” eo / ae 


Lawn Sweeper 
/ 


m } { —s , Z M4 ‘ 
J} Accessory: [fr road 0 





Seeder and Accessory: 

Spreader Cart 
_ / > Accessory: 
{ % f; Dual Wheels 
fo \ ; 

—_—" ‘ 
18” Snow Plow Accessory: RR-140 30” Riding Mower 

Roller 


Gas 


Get Complete Information on HOMKO LAWN EQUIPMENT from your Jobber Today or Write for Catalog 


Manuractured by WESTERN TOOL & STAMPING co. 


2725 SECOND AVENUE ¢ DEPT. 14 © DES MOINES 13, IOWA 
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V-BELTS 


The 37 most popular sizes 


U.S. Rainbow® H-37 Assortment carries the 
37 light-duty V-Belts that enable farmers, shop 
mechanics and householders to service most of 
their own appliances. As a dealer, you can 
quickly fill their demands from this assortment 
and obtain immediate replacement from your 
jobber or any of the 25 strategically-located 
“U.S.” District Sales Offices. To catch the cus- 
tomer’s eye, “U.S.” offers you a 


Counter stand that takes up only 
18 inches of space 

Watch it do a solid selling job for you. This stand 
not only keeps the belts in full view, but solves 
your storing problem. It holds up to 70 belts. 


Plus four valuable sales aids 


e Large, colorful poster to identify your store 
as an outlet for U.S. Rainbow V-Belts. 


e Handimeter that quickly measures length 
and width—very valuable where the brand 
on the belt to be replaced is not readable. 


e Catalog listing over 8,000 makes of light- 
duty machines along with belt-length 
tables and changeover charts. 


e Handy card which lets you keep a running 
record of your sales. 


Order from your jobber or write to address 
below. 


“U.S.” Research perfects it. 
U.S.” Production builds it. 
U.S. Industry depends on it. 





U.S.RAINBOW 


¥, 
il 











“BELTS 


WITH TITHE EQUA-TENSI( CORD SECTION 





eee | cy) f 
41330 —«Eeiaecs 
41410 





\ 














FROM ONE SOURCE 


U.S. Rubber offers you, from one source,-these fast- 


moving, profit-making items: 
e V-BELTS 
¢ TAPE (friction and plastic) 
e MATTING 
e GARDEN HOSE 








UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting « Expansion Joints « Rubber-to-metal Producte « Oil Field Specialties « Plastic Pipe and Fittings « Grinding Wheels *« Packings + Tapes 
Molded and Extruded Rubber and Plastic Products + Protective Linings and Coatings * Conductive Rubber * Adhesives + Rell Coverings * Mats and Matting 
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NEW CHEVRO 
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keep going longer, 
keep going for less! 


From the day you first put it on the job until the time 
comes to trade, your Chevrolet truck’s going to do 
more work for you while you spend less to keep it 
going. Here’s why you can count on it— 


INCREASED POWER SAVES YOU PLENTY 
Chevrolet's high compression ratio (in each of its 
three great engines) develops more power. That 
means you go longer before filling the tank! It means, 
too, you've got extra power handy whenever you 
need it—for greater acceleration, for an easier pull 
up steep grades, for steadier going through mud and 
sand on off-the-road jobs. So, you save not only on 
operating costs—you save time as well. 


GREATER RUGGEDNESS PAYS OFF IN LONGER LIFE 


Two-ton models, for example, are equipped with 
heavier axle shafts. All models have newly designed 
clutches and stronger frames. The best part of it is 
that, throughout their longer life, you spend less for 
their upkeep. For complete details about the model 
you need, see your Chevrolet dealer. He'll tell you 
whatever you want to know, then give you the best 
news of all: Chevrolet trucks are priced lower than 
all other lines! . . . Chevrolet Division of General 


Motors, Detroit 2, Michigan. 
| = 


— 


MOST TRUSTWORTHY TRUCKS 
ON ANY JOB! 


RDWARE CO. i 
LE HARDWapr 


SHREVEP Oa) t 


LET TRUCKS 


CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


THREE GREAT ENGINES—The new “‘Jobmaster 261” 


engine* for extra heavy hauling. The ‘“‘Thriftmaster 





235” or “Loadmaster 235” for light-, medium- and 
heavy-duty hauling. NEW TRUCK HYDRA-MATIC 
TRANSMISSION*—offered on 4-, %4- and 
models. Heavy-Duty SYNCHRO-MESH TRANSMISSION 
—for fast, smooth shifting. DIAPHRAGM SPRING 
CLUTCH — improved-action HYPOID 
REAR AXLE—for longer life on all models. TORQUE- 
ACTION BRAKES—on all wheels on light- and me- 
dium-duty models. TWIN-ACTION REAR WHEEL 
BRAKES—on heavy-duty models. DUAL-SHOE PARK- 


1-ton 


engagement. 


ING BRAKE—greater holding ability on heavy-duty 
models. NEW RIDE CONTROL SEAT* — eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND 
PLATFORM STAKE BODIES — give increased load space. 
COMFORTMASTER CAB—offers greater comfort, con- 
venience and safety. PANORAMIC WINDSHIELD —for 
increased driver vision. WIDE-BASE WHEELS —for in- 
creased tire mileage. BALL-GEAR STEERING —easier, 
safer handling. ADVANCE-DESIGN STYLING —rugged, 


handsome appearance. 


*Optional at extra cost. Ride Control Seat is available on 


all cabs of 1'/:- and 2-ton models, standard cabs only in 
other models. "'Jobmaster 261"’ engine available on 2-ton 
models, truck Hydra-Matic transmission on Y/2-, Yq- ane 


l-ton models, 
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UNITED STATES STEEL CORPORATION 


WAUKEGAN, ILLINOIS + SALES OFFICES COAST-TO-COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 























CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 


Wiper eager look for names they know and 
when you sell Cyclone “Red Tag” Hard 
ware Products you have not just one but two 
widely-recognized names. First, there’s the 
name “Cyclone”—it has stood for quality in 
fence and wire hardware products for more 
than 50 years. 

And behind Cyclone is the ““United States 
Steel”” name. The products of United States 
Steel are currently being brought to public 
attention through “The United States Steel 
Hour”—a program being widely acclaimed as 
one of television’s finest dramatic offerings 
National magazine advertising is at its peak 
now too. This extensive advertising works 
hard for you when you handle these Cyclone 
“Red Tag” Hardware Products: 

@ LAWN FENCE AND GATES 

@ TRELLIS AND FLOWER BED BORDER 


@ INSECT WIRE SCREENING 
(Galvanized, Bronze, Aluminum) 
@ WOVEN HARDWARE CLOTH 
(with welded selvage) 
@ “CATCH-ALL” BASKETS 
@ FLEXIBLE STEEL MATS 
Take advantage of the Cyclone and United 
States Steel names. If you’re not handling 
complete lines of all these products, check 
with your jobber today. 





FLEXIBLE STEEL MATS 


Oe ee 





U°S*S CYCLONE “2e¢ 7079 HARDWARE PRODUCTS 
PEE he Re ies eae 
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7 GOOD REASONS FOR 
SELLING ECLIPSE ANOUMERS 


But don’t take our word for it— 
Ask the man who sells Eclipse! 
The World’s Best Lawn Mower 


> 


» 


This is what he can tell you 
LARGEST LINE OF MOWERS 


8 hand and 11 power models. There’s an Eclipse 
for every size lawn...a wide price range...a 
mower to suit every prospect who enters your store. 


A WELL-KNOWN NAME 


Even competitors will admit that Eclipse is one of 
the best known names in lawn mowers. It’s an ad- 
vantage that makes selling easier. 


THE RECOGNIZED QUALITY LINE 


Eclipse uses only Briggs & Stratton engines... 
gives you such exclusive features as lever starters, 
automatic sharpeners and adjustable reel bearings. 


EXCELLENT DISCOUNTS 


Eclipse offers you discount terms that are matched 
by few companies in the industry, and bettered 
by none. It pays to sell Eclipse! 


REALISTIC DEALER SALES AIDS 


Eclipse promotional material sells you as the lawn 
care authority ...to get customers to come to 


your store for all their lawn and garden supplies. , 


CONVENIENT SERVICE DISTRIBUTORS 


Wherever you’re located there’s a nearby service 
station properly equipped to furnish parts, make 
repairs, or completely overhaul Eclipse mowers, 


REPAIRS ARE ALWAYS AVAILABLE 


Eclipse operates its own pattern shop, foundry, tool 
room and machine shop. Parts are always available 
for Eclipse mowers—regardless of age—even up 
to 50 years. 


Write for free details on 
the availability of a profitable 
Eclipse franchise. 





11 Power Models, 18” to 36” 8 Hand Models 16” to 18” 





| Big, powerful, colorful 
+ broadsides... plus ads and 
+ hand out pieces to establish 
your store as lawn care 


a 





\y™ 





THE ECLIPSE LAWN MOWER CO. 


Division of Buffalo-Eclipse Corporation 
Eclipse Power Lawn Mowers are manufactured in Canada by MAXWELL LIMITED, St. Marys, Ontario 


12417-B Railroad S#., Prophetstown, Illinois 
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Home life gets a new pattern , 


Father has a power saw! 
See him build a table! 

What does Father want to prove— 
That he’s skilled and able? 


Phooey! What has happened is, 
Pop could do no other 

Once he got the forceful hint 
Gently dropped by Mother. 


Mother saw it in McCall’s— 
Ringed it round like Saturn 
Where it said the work’s a cinch 

With a transfer pattern. 


HARDWARE AGE, DECEMBER 9, 1954 


Transfer patterns are the things 
Mom is used to using; 

Make both wood and needle work 
Greatly less confusing. 


Simply iron the pattern on, 
Don’t project or draw it. 
All you do from there on out’s 
Hold the wood and saw it. 


Thank McCall’s—a trusted name, 
Biggest in home-sewing; 

In the new home workshop field, 
Big—and swiftly growing! 


MeCalls 


~ PLEASE TURN THE PAGE > 
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TRAFFIC, 





&4 ree 























INITIAL SELECTION OF McCALL’S PATTERN DESIGNS 


Retail prices from 40¢ to 75¢ 


POWERFUL PROMOTION! 


@ 6 Full Pages in January McCALL’S — read in more than 
4,500,000 homes! 


@ Front Cover of January McCALL’S highlights the Do-It-Yourself 
trend! 


@ Full editorial feature in McCALL’S every month! This means 
continuous promotion. 





@ Ads in national consumer magazines, Popular Mechanics, 
Mechanix Illustrated, Popular Science and other “Do-It-Your- 
self” publications! 

@ Ads in American Lumberman, Hardware Age, Hardware Re- 
tailer, Building Supply News, other trade publications! 

@ POINT-OF-SALE DISPLAY MATERIAL. Complete “Do-It-Your- 


self’ Promotion Kit for point-of-sale display of McCall's 
Transfer Patterns. 


38 
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A MEW PATTERN FOR 





SALES AND PROFIT! 


McCall’s, the greatest name in patterns, now presents a revolutionary EASY AS A-B-C TO USE 
new transfer pattern for ‘‘Do-It- Yourself’’ enthusiasts that will increase 


traffic, sales and profit in your store! 


Be the first in your community to attract the vast and growing army of 
“Do-It-Yourself”? fans with exciting new transfer patterns that are 
ironed on the material directly. No more tracing, no scaling. Now 
McCall’s offers a perfect guide for cutting with power or hand tools. 


What’s more, in each pattern envelope, McCall’s includes a separate 
CUT ’N’ JOIN GUIDE, a goldmine of information, to hang over the 
workbench. These clearly illustrated, step-by-step instructions will 
simplify the project for beginners and experienced craftsmen. 


Now you can attract ‘‘Do-It-Yourself’’ fans with these revolutionary 


e 





new transfer patterns for exciting new woodworking projects. Once JUST IRON IT ON 
they try McCall’s ‘“‘Do-It-Yourself’’ Full-Scale and Transfer Patterns, — 


they’ll come clamoring back for more .. . 


more materials! 


That’s McCall’s new pattern for increasing your traffic, sales and profit. 


Make this pattern pay off BIG for you! 





ADD-A-POCKET DISPLAY 


ES 


(00 (1 VOURSELS 






REVOLVING COUNTER DISPLAY 


Fee ese SSS SSF SSF S8 FSF eee eee eee ee 
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SELF-SERVICE DISPLAY UNITS 


Choose either one of these two dis- 
tinctive, effective Self-Service Dis- 
play Units for McCall’s unique 
Transfer Patterns: Peg Board Style, 
Add-A-Pocket Display...or Revolv- 
ing Counter Stand, 23” in height. 
Contact your hardware wholesaler 


for details on this new line, or mail THEN CUT IT OUT! 


in the Coupon below. 





e 
230 Park Avenue 
 ¢ N New York 17, N. Y. 
Ee 3 / Att: Do-It-Yourself Sales Dept. 


NAME ov TITLE 

FIRM 

ADDRESS ‘ 
CITY ZONE STATE 

Check one: OC Manufacturer C0 Wholesaler C Retailer 


more patterns, more tools, 





MAIL THIS COUPON TODAY 


Please send me complete information about McCall’s Do-it-Yourself 
Patterns and Promotion Program. 


ese eeeeeseeseseeeeeeeesen= 
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NOW THERE ARE 


->e 55 WELDWOOD WIZARDS -—each a fast-selling, 


multi 






PRESTO-SET | 
GLUE 


“40 To use - sens 






















a 
NEW! 
Weldwood 
PRESTO-SET 
GLUE 


The first white liquid 
glue worthy of the 
Weldwood name. 
Ready to use—sets ir 
minutes—bonds like 
magic! Recommend it 
for desk, kitchen, hob- 
by bench, school work. 
Its fast-setting action 
cuts costs. In handy 
25¢ and 45¢ tubes, pint, 
quart and gallon jars; 
also squeezer bottles. 


— 

















NEW! 
Weldwood 
CONTACT 
CEMENT 


Revolutionary new-type 
adhesive glues without 
clamps—bonds instantly 
and permanently on 
contact. 3 big markets: 
(1) 1001 uses in home, 
shop, garage because it 
bonds most anything to 
anything; (2) For apply- 
ing Micarta, Formica 
and other laminates; 
(3) For applying ply- 
wood panels to walls— 
without nails! Bottles 
with brush, 25¢. Also in 














Weldwood 
Plastic Resin 
GLUE 


America’s largest sell- 
ing wood glue. Highly 
water-resistant! Makes 
a joint stronger than 
the wood itself. Easy 
and economical to use 
... activate the powder 
with ordinary water— 
mix only as much as 
needed. Rot proof, 
stain free. 15¢, 35¢, 65¢, 
95¢; also 5, 10, 25 Ibs. 


FIRZITE 


2 types, White or Clear. 
Recommend WHITE 
FIRZITE for “woodsy” 
blondor pickled finishes 
on any wood: hard or 
soft, solid or ply. Tint 
with colors-in-oil for 
pastel effects. For soft 
wood or fir plywood 
paint jobs, WHITE 
FIRZITE is a “must” 
undercoater to help 
prevent grain raise and 
checking. Recommend 
Clear Firzite to tame 
unsightly wild grain, 
for all soft wood or fir 
plywood stain jobs. In 
pints, quarts, gallons, 


SATINLAC 


Cash in on the trend 
to natural finishes on 
furniture, paneling, 
woodwork. Recom- 
mend SATINLAC to 
bring out and preserve 
the full wood beauty. 
Gives that expensive 
hand-rubbed look. No . 
trouble with bubbles— ; Si 
no darkening or yellow- 

ing—never looks “built 
up.” Dries out of dust 
in 20 minutes—ready 
for the next coat in 3 
to 4 hours. Pints, quarts, 
gallons, 5 gallons. 
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Se, acs oak ont 5 gallons. | Today’s p 
and 5 gallon sizes. than ever 
with “Ty: 

brush. 
MOST HEAVILY ADVERTISED LINE OF ITS KIND— Picton on * 
*hnique: 


facturers { 


BIG DEMAND FOR EVERY SIZE—FROM SMALLEST TO LARGEST formance. 


ISPLAYS store for r 
FREE! ALL THE SALES HELPS YOU NEED! jow-10-v0-11 ro.wens Talk up 


DISPLAY CONTAINERS customers 


R EMEMBER: Every Weldwood ad that runs is your ad! Cash in on 
your advertising by using mass displays of Weldwood products ... up front on 
counters and in windows. The Weldwood name sells them on sight! 


CHECK STOCKS NOW! ORDER FROM YOUR JOBBERS! ORDER ENOUGH! 


Write to Dept. 259 


UNITED STATES PLYWOOD CORPORATION ‘ivuvicny 
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3 drshes give toll paint pick-up! 


TRADE-MARK 





“HERE'S HOW MUCH WALL PAINT 
1 PICKED UP WITH JUST ONE DIP 
OF A NEW BRUSH WITH 
"TYNEX’ NYLON BRISTLES,” 


says Mr. Sheridan Ober, professional 
painter of 35 years’ experience. 

White enamel was applied to a 
flat-black plaster wall, using a 4” 
brush. 




















e trend 
hes on 
neling, 
tecom- 
AC to we 
reserve 
beauty. - 
pensive = 
ok. No 7 be ' : ii a C i 
es— — 
vice | Stress this feature of Du Pont |’ '/').5\ nylon 
7 i t RA MARK 
of dust . gy 
—ready 
ain bristles to boost your brush sales 
is. 
» Today’s paintbrushes with ‘‘Tynex” nylon bristles are better 
than ever before. Actual laboratory tests prove that brushes WELL-MADE BRUSHES WITH ““TYNEX”’ BRISTLES 
——n ——— bristles pick up as much paint as any other HAVE ALL THESE ADVANTAGES: /. Ful! paint pick-up 
rush. oe 
Point out to your customers how the tipping and flagging 2. Smooth, even flow 3. Right for all paints 4. Easy to clean 
techniques applied to ‘“T'ynex’”’ bristles by leading brush manu- 5. Last 3 to 5 times longer 
facturers give them unbeatable pick-up . . . top painting per- one eee 
ST formance. See how satisfied customers come back to your Sal ~ 
store for more brushes with ‘““Tynex’’ bristles. 4 (] 1 l (IN T Se 
Talk up all the advantages of ‘““Tynex’’. . . advantages your = iY 


customers will find make ‘“Tynex”’ bristles their best buy. 
“TYNEX” is the trade-mark for genuine Du Pont nylon bristles. BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY | 














aera eee 


See aan 


ADS FEATURING “TYNEX” ARE POPULAR 
REGULARLY REACHING OVER 16 MILLION MECHANICS 


MAGAZINE 


BRUSH PROSPECTS IN THESE 
LEADING MAGAZINES 
. 259 a andGarden 


STREET 
, N.Y. 
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Here's why 
Pittsburgh Brushes 


are right for you! 


Want to sell a line of brushes that doa rea//y smooth 
job... work easily .. . and have plenty of carrying 
capacity? Then you want to stock Pittsburgh Red 
Stripe brushes! A complete line of (1) pure hogs’ 
bristle brushes (2) 100% texturized synthetic bristle 
(Pittsburgh’s smproved Velvet-Tip synthetic) (3) 100% 
Tynex Nylon (4) scientifically blended mixtures of 
hogs’ bristle and synthetic. All are made in one of the 
world’s most modern plants by experienced, expert 
brushmakers—your guarantee of the kind of brushes 
that not only satisfy customers, but bring them back 
time after time! 

For the address of the Pittsburgh supplier nearest 
you, write: PITTSBURGH PLATE GLASS COMPANY, Brush 
Div., Dept. A12, 3221 Frederick Ave., Baltimore 29, 
Maryland. 


Maintenance, power-driven and paint brushes 
for every home and industrial use 


PITTSBURGH 


K2d Stripe 
BRUSHES 
G BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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A Sales-Winning Three From... 


@ 
New! MIGHTY HANDY WYTEFACE TAPE 
New Mighty Handy Wyteface Steel Tapes are 
extra rigid because they are extra wide... 3/4 
inch! On one edge are feet, inches, and 1/16 
inch markings. On other edge are continuous 
inches (1-120) and 1/16ths. 10 feet long. Pack- 
aged in plastic boxes of attractive design and 
shape. Offered to you in self-display cartons... 
a most unique and eye-catching tape display! 


SS 3 
By Ns 
AWE 


vYie£ s “3 
[r= 


[<o}E  wewrres « o (Kes 


New! WANDY WYTEFACE IN PLASTIC BOXES 


You can expect even faster sales from top-selling 
Handy Wyteface Tape Rules! Now aabened in 
attractive transparent plastic boxes, they will 
have even greater consumer appeal than ever 
before. 6’, 8’, and 10’ lengths. New self-display 
cartons show them off to best advantage. No 
increase in price! 
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! FAVORITE YTEFACE IN PLASTIC BOXES 
New: * 

K&E’s famous Favorite Wyteface Steel Tapes 
(25', 50’, 75’ & 100’) are now packaged in 
octagonal-shaped transparent plastic boxes. Fa- 
vorite Wyteface Tapes feature red foot markings 
repeated at every inch, with black graduations 
and numbers ona white background. New counter 
display cartons show the product off to best 
advantage. 


KEUFFEL & ESSER CO. 


Est. 1867 
New York « Hoboken, N. J. 


Chicago + St. Lovis + Detroit - San Francisco + Los Angeles + Montreal 
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“Dutch Boy’ Nalkyd 





- Se got everything paint 


buyers now want — every- 
thing. That’s why new, completely new, “Dutch 
Boy” WONSOVER is bound to be a big-volume 
profit-maker. 
last word in 


” 


It’s a Nalkyd flat wall paint 
modern finishes — made from special “Nalcolyn 
resins, exclusively “Dutch Boy.” 


It’s odorless, fast-drying, washable. 


It’s easy to use. “As foolproof as paint can be,” 
people say. And one coat of WONSOVER covers 
most surfaces with a rich, smooth finish. 


On top of this, all colors are pre-planned for 


With all colors pre-planned to harmonize, 
this modern, odorless flat wall paint 
is a big-volume profit-maker for sure! 


harmony. Every hue on the WONSOVER color 
card is a proved popular favorite. 


What’s more, every WONSOVER color goes with 
every other color in the line. Your customers get 
pre-planned harmony from wall to wall, room to 
room — something new and entirely different in 
a ready-mixed, ready-to-use wall paint. 


To sum up: new “Dutch Boy” Nalkyd 
WONSOVER has everything your customers want 
— everything you want — in a flat wall paint. Call 
or write our nearest office, and get full details on 
WONSOVER colors, WONSOVER prices, WONSOVER 
national advertising, WONSOVER merchandising 
helps. 
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WONSOVER 





Pennsylvania Dealer 
rings up 
400% Sales Increase 


“In just two early months of this year,” says Mr. 
Bill Spencer, Spencer Paint & Glass Company, 
New Castle, Pa., “we bought 1,030 gallons of new 
WONSOVER and matching satin gloss colors, and 
believe me we sell it all. Our sales are 400% above 
last year’s.” 








For a quick “once-over” of 


WONSOVER just mail this coupon! os I want a quick “once-over’” of this new, big-volume profit- 
, . 
 .« 


a — 


NATIONAL LEAD COMPANY: New York 6; 
Atlanta; Buffalo 3; Chicago 80; Cincinnati 3; 
Cleveland 13; Dallas 2; Philadelphia 25; Pitts- 
burgh 12; St. Louis 1; San Francisco 10; Boston 6 
(National Lead Co. of Mass.). *ieg. U.S. Pat. Of 
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NATIONAL LEAD COMPANY (Address nearest office) 
Gentlemen: 


maker of yours. Please rush me full information and tell me if 
there is a “Dutch Boy” dealer franchise available in my area. 


Name 





Store. 





Address fait , —— 





City Sl 





_ 
171) 

















Hé Bigger... He Better 
_Westinghous é 
| J. ROSS! 













_ EgTAl 





SEE YOUR 
DISTRIBUTOR 
SALESMAN 


now! 


HARDWA 
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, » Galt. / FIVE...yes FIVE, Early Buying Privileges 
: mean BIGGER PROFITS for YOU! 


Don’t make any commitments...on any fans... 








until you’ve seen this Early Buying Program! 


ee the 1955 Westinghouse Fans are going to GEU-SEU-SELL. ( 





NEW MODELS = A REALLY COMPLETE LINE = Ygth 
* NEW ACCESSORIES & MORE VERSATILE THAN EVER for the!” 
~ a a LIITITm 








ae SURE... 


. { shows 
— Hans Wes in 
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to mcet the new needs 


of modern living 


SERIES “440” 


AIIONAL LOCK 


Patent Applied 


skillfully engineered ... distinctively styled... 
types for all exterior and interior door requirements 


@ Functional . 

@ Key Locks, Turnbutton Locks, Pushbutton Locks, Knob Latches 
For use on entrance doors, interior doors, porch and patio doors 
Priced to appeal to the budget-minded who want top quality 
Accented by Brass, Bronze, Chrome finishes . . 


e 

* 

& 

@ Handsome lockset accessories lend pleasing charm to every home 
@ Accessories include ornamental escutcheons and decorative handles 
* 


Also available with 5 inch backset for use with enlarged escutcheons 





CABINET 
HARDWARE 


. today’s answer to modern home living 


. also Aluminum trim 


NOW BUTT HINGES in matching Aluminum Finish 


@ Aluminum-finished Butt Hinges to complement the 

beauty of NATIONAL LOCKsets with Aluminum trim 
@ Aluminum enamel is baked on at high temperatures 
rust resistant 


@ Gleaming satin finish is durable... 


@ Will retain its beautiful appearance indefinitely 


NATIONAL LOCK Oma | 


Rockford, Illinois © Merchant Sales Division 


| 
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FURNITURE 
CASTERS 


BUILDERS 
HARDWARE 


SCREWS 
AND BOLTS 
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Stere Arraagement 





Promotions Attract Traffic 
To Remodeled Showroom 





Five-year modernization 
project provides better 
traffic flow, plus increased 
profits for Michigan 


hardware dealer 





The mere thought of rearranging a store gives 
some merchants such discomfort that they continue 
doing business with antiquated layouts. Such mer- 
chants express distress at being unable to increase 
sales, make profit. 

E. E. Cookson, president of C. L. Hardware in 
Manistique, Mich., a town of 6500, operates a business 
serving 52-week residents as well as summer and 
winter visitors. He must operate the type of store 
to attract permanent residents and vacationists. 

Early in 1954 he completed the final stages of a 
modernization plan started five years ago. Before and 
since completion of the program, Mr. Cookson con- 
tinued to promote his store and its various depart- 
ments with good display and weekly advertising. 

C. L. Hardware occupies a building constructed 66 a 





A 


Half of the 1954 cooking school audience listening to a 
In the 


demonstrator in the second floor display room. 


vears ago for a hardware and lumber company, with 
part of it formerly used for lodge and meeting halls. 

The modernization cycle, started five years ago, 
began with installation of a 12x20-ft glass and metal 
extension adjoining the company’s gas station on the 
front of the three-story structure. On one end of the 
new entrance a glass block wall was constructed. The 
opposite side of the entrance is the location of a model 
kitchen. 

After the first stage of remodeling, the first floor 
included rooms, with open 
archways to permit traffic flow between each section. 
Three years ago work began on removal of the walls 
between the three rooms. Now the units have been 
made into one display room. Better placement of the 
wrap table, a more centralized office location and 
better fixtures—both wall and island have been in- 
stalled 

A rounded corner wall separating office from display 
areas is now utilized for displays under a canopy with 
concealed lighting. 

The present layout, fixtures were provided by the 
Michigan Retail Hardware Association. 

The company office is now raised above the wall 
on which fixtures are fastened, has plate glass windows 
through which all parts of the store may be viewed 
by Mr. Cookson and others in the office. The store’s 


three separate display 


have helped build sales. 


new wrap table is located midway between the main 
entrance and the raised office. 

New fixtures, fluorescent lighting, brown and grey 
flecked asphalt tile floor covering, light green walls 
and yellow and pink fixture backgrounds make the 
main floor a colorful display unit. 

C. L. Hardware’s second floor was remodeled last 
year for better display of appliances. A large display 
window was installed on the front of the building at 


50 





right background may be seen part of that floor's display 
window. E. E. Cookson stands in corner. 


the second floor level for showing refrigerators, other 
major appliances. 

The second floor is used for cooking schools and 
other demonstrations. A_ recent 
tracted more than 200 women. Refreshments and gifts 
were offered. Many of the guests purchased merchan- 


‘ooking school at- 


dise during their visit to the show. 

Appliance sales during a year include a carload of 
oil space heaters, many refrigerators, washers, driers 
and other big ticket items. While the firm does no 
cold canvas work, one of the store’s eight employees 
makes followup calls. 

Mr. Cookson says, “In a community of this size 
where we know almost every resident, we can do 
much of selling right in the store. People seem to 
prefer to buy major appliances that way.” 

Along with its model kitchen service, the firm has a 
linoleum department catering to those wanting in- 
stallation service and those interested in do-it-yourself 
projects. Many people buying a new refrigerator can 
also be sold a new floor covering. 

Floor tiles are shown on a wall in the appliance 
department, these being fastened with metal strip- 
ping. 

Fluorescent lighting, light blue walls and brown 
and grey flecked linoleum floor covering add to the 
pleasant and colorful appearance of the second floor. 

In the past 15 years, the company’s trade has 
changed from serving the lumbering industry to in- 
creased business with local residents, tourists and 
vacation spot owners. Sportsmen buy water systems, 
dinnerware, hand tools and oil space heaters. 

The firm advertises in a weekly shoppers’ guide 
having a circulation of 3500. Under a contract the 
firm uses the first page of each issue at $25 per 
insertion. 
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Rounded corner partition of lower edge of store's ele- A display of old and new style appliances used in 1951 
verollages vated office from which all corners of the first floor attracted much comment, resulted in numerous sales of 
a display room may be viewed. new appliances and equipment. 
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New curtain hardware display in a front-of-the-store sec- Floor tile display on wall of second-floor appliance de- 
tion of the remodeled store. partment leads to many inquiries, extra sale 


25 per 
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Hardware dealers 


and_ whole- 
salers have a whole new set of tax 
rules to work with this year as a 
result of the new Internal Revenue 
Code which came out of Congress. 
This was the first thorough tax re- 
vision of this century. 

As a businessman, the important 
thing for you to realize is that 
these new rules are loaded with con- 
cessions and incentives. These 
benefits are yours for the taking. 
But it’s up to you to take them. 

It is impossible here to point out 
more than just a few of the many 
changes that you should know 
about in the new 1000-page code. 
The following check list will be 
helpful as a starter. You'll prob- 
ably want to follow up by having 
a long talk with your tax adviser, 
bearing in mind these two impor- 
tant goals: how to get the best tax 
break out of the code for your busi- 
ness, how to use its provisions to 
belster your employee relations. 


Partners, Proprietors. The most 
important change in the new code 
affecting partners and sole pro- 
prietors is this: they can cut their 
business profit taxes by electing to 
have their firms taxed as corpora- 
tions. And they don’t have to in- 
corporate to do it. 

It used to be that a decision on 
whether or not to incorporate would 
often be arrived at on the basis of 
tax considerations. Now you can 
make that decision on strictly legal 
and business grounds. Then, quite 
separately, you can decide how you 
want to be taxed. 





How to Conserve 
Your Tax Money 


W hat the new tax law can mean 
to you is presented in two articles 
by a partner in the well-known 
New York firm of tax advisers. 

This information can mean much 
to you, for the benefits are spelled 
out in the tax code, but it is up to 
you to claim them. 

The first article presents some 
highlights of provisions that con- 
cern business generally. 

The second article, to be pub- 
lished in the next issue of HARD- 
WARE AGE, takes up some of 
the things that the new law en- 
ables you to do for your em- 
ployees. 











How the New Tax Law 


by Howard F. Elin 
J. K. Lasser & Co. 
New York 


To the small businessman this 
can carry great significance. He 
has protection against high per- 
sonal income tax rates. Electing 
to be taxed on a corporate basis, he 
can give himself a salary that puts 
him in a lower income tax bracket. 
And though the business pays a 
corporate tax on the remaining 
profits, the total of the two taxes 
may be less than what the owner 
would have to pay if all the income 
was reported on an individual re- 
turn. 

For example, as a sole proprietor 
you net from your business taxable 
income of $50,000. You now pay a 
tax of $20,300 on that if you file a 
joint return. 

If you elect to be taxed as a cor- 
poration, and you give yourself a 
salary of $25,000, you pay a tax as 
an individual of $7,230. On the re- 
maining $25,000 from the business 
your corporation pays a tax of $7,- 
500. That makes a total of $14,730, 
compared with $20,300 if you had 
reported al! the income on a joint 
return. 

However, your real, over-all tax 
saving isn’t quite this much. The 
earnings left in the business are at 
least subject to a future capital 
gains tax of about $1,392. But even 
figuring that, you still come out 
with a savings of about $4,100 by 
choosing the corporate basis. 

Not all partnerships or proprie- 
torships can take advantage of the 


switch to corporate’ reporting. 
There are certain strings attached. 
For instance, capital in the form of 
inventory or equipment must be a 
material income-producing factor 
in your business. Further, a pro- 
prietor or partner having a 10 pct 
or more interest in an electing 
business cannot be an owner of an- 
other proprietorship, or have more 
than a 10 pct interest in another 
partnership, either of which is tax- 
able as a corporation. 

Even for those who can make 
the change there are some definite 
drawbacks. The election once made 
is irrevocable unless there is a 
change of ownership of more than 
20 pet. Nor will the corporation 
switch permit any participation by 
the partner in a qualified pension or 
profit-sharing plan of the business. 

On balance, though, the new pro- 
visions amount to this: if they fit 
your case and your needs they can 
mean sizable tax savings. 


Surplus Accumulation. An im- 
portant achievement of the new law 
is the removal of a problem that 
faced many closely-held corpora- 
tions: the penalty tax on unreason- 
able accumulation of surplus. 

You can now move safely within 
a wide area to set aside profits for 
future expansion or emergencies 
and even plan dividend declarations 
to work to your tax advantage. 

Under the old law the burden of 
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Can Save You Money 


Small business men offered many conces- 
sions and incentives in new code. Benefits 
are there for the taking, and here is how 


you can get them 


proving what was a “reasonable” 
accumulation of surplus was placed 
strictly on the corporation. There 
was no specific exemption. Penal- 
ties were imposed on those who vio- 
lated the rules. 

Under the new code you can ac- 
cumulate up to $60,000, without 
penalty, to meet anticipated busi- 
ness needs. And even if you ac- 
cumulate more than $60,000 the 
burden of proving it to be unrea- 
sonable may now be on the gov- 
ernment. If you step over, the 
penalties are lighter. They used 
to be applied to the entire amount 
of the retained earnings. Now you 
pay only on the portion that an 
unreasonable accumulation. 


Inventories. It is now possible 
for retailers to combine the retail 
method with the last-in, first-out 
(Lifo) system for valuing stock in 
trade. 

Under the retail method, the re- 
tail selling prices of the goods on 
hand at the end of the year in each 
department or of each class of 
goods are reduced to approximate 
cost. This is done by eliminating 
the amounts added to the cost price 
to cover selling and other expenses 
of doing business and the margin 
of profit. 

The Lifo method assumes that 
the latest purchases are the first 
sold. That leaves the earlier pur- 
chases to be included in the clos- 
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ing inventory. Use of Lifo pro- 
duces a higher cost of sales and, 
therefore, lower income in periods 
of rising prices. The reverse is 
true when prices decline. 

Retailers who combine the retail 
method with Lifo can value their 
inventory on the basis of a special 
index computed by the Bureau of 
Labor Statistics. Or, they can use 
their own data provided the figures 
are reliable. 

You can now get real tax relief 
under the code if you adopt the 
Lifo inventory method and your 
taxes are increased because some 
of your inventory (bought at low 
prices) was liquidated at a profit 
between the time of the Korean 
outbreak and Dec. 31, 1954. 

To get the relief, however, you 
have to establish the involuntary 
nature of your liquidation and the 
fact that you have replaced such 
units before Jan. 1, 1956. If you 
meet these standards, you can then 
redetermine your income for the 
year of liquidation without having 
to show any income realized on the 
appreciation of the inventory liqui- 
dated. 

Remember that in valuing your 
inventory, you may not deduct a re- 
serve for price changes or esti- 
mated depreciation in value, or omit 
any stock on hand. Further, when 
you claim a reduction in the value 
of your inventory because of shop 
wear or outmoded goods, the bur- 


den is upon you to prove its true 
market value because of these de- 
fects. You may not take an arbi- 
trary or blanket markdown from 
cost. 

Suppose you withdraw inventory 
for personal use. Then the cost of 
these items should not be included 
in the cost of goods sold. But, if 
you pay at least cost for the items 
you withdraw then you do not have 
to disturb your cost of goods sold. 
The Treasury, however, says that 
you must keep a separate record of 
what you pull out for your own use. 

Note that once you elect an in- 
ventory method, it must be applied 
in all later years unless another 
method is authorized by the Com- 
missioner of Internal Revenue. Ap- 
plication to change must be filed 
within 90 days after the beginning 
of the year for which the change is 
to be effective. 


Depreciation. Depreciation rules 
are aimed to encourage new invest- 
ments, giving taxpayers a break by 
allowing faster and larger write- 
offs in peak tax rate years. 

There are now several methods 
for depreciating your property. 
You may choose from: the familiar 
straight-line method giving you 
equal deductions over the useful 
life of fixtures or equipment, a de- 
clining-balanee method or a sum- 
of-the-digits method both _ per- 
mitting you to recoup about one- 
half of the cost of your asset in 
about one-third of its useful life, 
or any other reasonable method of 
depreciation that suits your busi- 
ness. 

Here is how these methods work. 

Suppose in 1954 you buy a new 
storage warehouse building for 
$10,000 with a useful estimated life 
of 50 years. 

By the straight-line method you 
are entitled to a deduction of 2 pct 
each year of its life, or $200. 

3y the declining-balance method 
you may take 4 pct of the remain- 
ing balance each year. Over the 
first three years, for instance, you 
would deduct 4 pct of $10,000 or 
$400 the first year, 4 pct of $9,600 
or $384 the second year, and 4 pct 
of $9216 or $368.64 the third year. 

Comparing the straight - line 
method with the declining-balance 
method bear this in mind: under 
declining-balance you recover about 
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Do You Know... 


. . . That partners and sole proprietors can have their firms taxed as 
corporations without incorporating? 


. .. That you can accumulate up to $60,000, without penalty, to meet 
anticipated business needs? 


: . .. That retailers can combine various methods for figuring inventory? 

. . . That you can take a fast write-off on depreciation of new equip- ; 
: ment and buildings? 
: . . . That you can carry-back a loss against profits for two years, and : 
: can carry-forward against future profits? : 
: . . . That you can use your sales terms to channel income to your tax : 
: advantage? : 
Ab oom OCUCCRGRGGOCERORGHGRERACRREREReReEEEE OURS DULCOCRESSGROTRERROSAAGCRRREROCRSRORSORC RARER SORCREREEE | at EREGSRESERUGSHERSRCHCRCRCRRSRREC OCR ORRREREREREeET 


LiL 


A tax quiz 


peseeesccet 


LIL 


jSSUCSESTSSESEETeRETEEEEe 














40 pet of your cost during the first 
quarter of the asset’s life, about 
two-thirds of cost through the first 
half. If large deductions in the 
early years of the property’s life 
are important to you you can use 
this method. Contrariwise, if you 
do not have high income now to be 
offset with your enlarged deprecia- 
tion deductions but want to keep 
your deductions 
straight-line method may still be 
used. 

The sum-of-the-digits method 
does about as much for you as the 
declining-balance method with this 
difference: the sum-of-the-digits 
allows you to set your own salvage 
value. Under declining-balance, 
the value is automatically fixed. 

Suppose you buy a piece of 
equipment in 1954 for $175, with an 
estimated useful life of 5 years and 
an estimated salvage value of $25. 

Under sum-of-the-digits your de- 
ductions for the first year would 
equal 5/15 of $150 (cost less sal- 
vage value), 4/15 the second year, 
3/15 the third year and so on. The 
rate for any year consists of a 
fraction. The numerator of this 
is the number of the year taken in 
reverse order, in this case 5. The 
denominator is the sum of the num- 
bers representing the remaining 
years of life, 1 plus 2 plus 3 plus 4 
plus 5 in this case, 15. 


constant the 
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These depreciation rules which 
apply to new buildings and new 
equipment bought after 1953 may 
tip the scales in favor of buying 
new, instead of used equipment. 
The extra cost of the new might be 
offset by the higher depreciation 
deductions. 

A note of warning: use of the 
declining-balance or any other 
method giving a similar liberalized 
write-off is limited to assets with a 
life of three or more years. 


Loss Carryover. The new rules 
for carryback of net operating 
losses are a welcome change for 
businessmen who have had good 
profit years and who are now run- 
ning into losses. 

You can now carryback a loss 
against the profits of two prior 
years, not just one as the old code 
provided. You still have the five- 
year carry-forward against future 
profits. 

For example, you showed a $10,- 
000 profit in 1952 and a $5,000 
profit in 1953. In 1954 you have a 
$15,000 loss. Under the old code 
you carried back your loss only to 
the $5,000 profits earned for 1953. 
That would mean a refund on 1953 
taxes. But the remaining $10,000 
of the loss could be applied only 
against future profits. Under the 
new code you can go back two 








vears, and in this case that allows 
the use of the entire loss. A re- 
fund can be had on both 1952 and 
1953 taxes. 

Income Controlled By Sales. 
Your sales terms can be used to get 
income into this year or postpone 
it until next year. 

You must consider your expected 
income for the two years and the 
tax rates for each year before you 
decide on your policy. For ex- 
ample, if rates are expected to fall 
and your income will be about the 
same each year, you may want to 
push some of your income into next 
year. 

Consignment sales, layaways, and 
approval sales give income only 
when the sale is completed. If you 
want income in this year, change 
your sales terms or offer discounts 
for payment to close out these sales. 

If you take a down payment on a 
completed sale that will make the 
full proceeds income this year. An 
option payment suspends income on 
the deal until the option is exer- 
cised or the payment forfeited. 

A bare promise to pay, non- 
negotiable promissory note, or 
property with no fair market value, 
postpones income until cash or its 
equivalent is received. 

If you regularly sell your mer- 

(Continued on page 9° 
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visual-front store facing on a large parking lot provides 


protection for window shoppers. Large sign clearly identifies the unit. 


Do-It-Yourself Store 


Features Show-How Displays 


Arizona store stresses 

‘make your home your hobby” 
theme in advertising and 
in-store displays 
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Robert Eppstein and Cyril Smidl of Tucson, Ariz., 
are making a strong bid for spare-time mechanics’ 
trade in their Do-It-Yourself Stores, Inc., at 2342 N. 
Dodge Blvd. Open displays invite self service. 

“Make your home your hobby,” is the widely adver- 
tised slogan of the firm, its store being designed as a 
one-stop shopping unit for all doing their own home 
maintenance, repair and modernization work. All 
members of the staff can offer detailed instruction in 
do-it-yourself work. Feature displays and mockups 
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Tile and appli- 
cation materials 
with instructive 
exhibits are 
shown on perfor- 
ated panels 
and manufactur- 
ers’ display unit 
for easy inspec- 
tion 


are used at the store to show how a variety of home 
projects may be done. 

The store is located in a 75x125-ft building previ- 
ously used for a roller skating rink. Featured de- 
partments are builders’ hardware, plumbing, electri- 
cal, power tools, floor and wall tile, table tops, wrought 
iron, paints and glass, garden seeds, garden tools, 
upholstery materials and plywoods. 

All merchandise is price-marked, many items being 
pre-packaged for customer pick-up. 

The store’s check-out table is directly inside the 
front entrance. At a later date the proprietors plan 
to have their check-out unit operated more like that 
of a grocery super-market. Shopping carts will also 
be provided. 

Although the store does not set aside facilities for 
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Paint department 
with brush and 
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play in center 
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customers to do their own work on the premises, cus- 
tomers are permitted upon occasion to use a power 
saw or other power tool. 

Because the store is not on a main thoroughfare, a 
full-page ad appeared in the Sunday, June 6 Arizona 
Daily Star, a local newspaper, to help pull heavy traffic. 
Elsewhere in the same section of the paper was pub- 
lished a picture of the firm’s cut-away house, one of 
the store’s feature displays. A news-style story told 
of the new store, its operation and services. 

A total of 1925 adults registered at the store on the 
opening day, to participate in drawings for power 
mowers, no purchases being required for participation. 

Part of the grand opening announcement told of the 
cut-away house, occupying 900 sq ft of floor space. 

It read: ‘Yes, this cut-away house was built for you 
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Hand tool dis- 
plays are set up 
in @ manner sug- 
gesting an over- 
size homework- 
shop with every- 
thing within easy 
reach, 


to see how to do it yourself. It has two walls of burnt 
adobe, one wall of redwood siding, and one wall of 
glass and jalousies. The framing, studding, fireplace, 
and other construction details are left exposed to 
help you when you put in similar items on your home. 
It was built for you.” 

Displays show power tools, hooked up for demon- 
stration, singly and in combination with other tools. 
Floor tile demonstration units show correct methods 
of selecting and installing the tile. 

Each salesman at the Do-It-Yourself store must be 
prepared to explain the displays and do-it-yourself 
techniques. 

Mr. Eppstein says, “We believe our type of opera- 


‘tion will be successful in Tucson and any other city 


of equal or larger size (Tucson is nearing the 90,000 


HARDWARE AGE, DECEMBER 9, 19514 


Power tools and 
benches have 
ample space for 
examining mer- 
chandise from all 
angles. Wide 
aisles provide 
plenty of room 
for browsing. 





mark), providing it is a town which is continuing to 
grow, or has growing residential sections. 

“TI believe the chief hazard to successful operation 
would be having an insufficient variety of merchan- 
dise, with failure to keep up with new materials and 
tools. Location seems relatively unimportant as long 
as the store is easily accessible and some advertising 
is done.” 

Traffic and volume have been good since the opening 
day, despite the store’s inception in the middle of the 
hot summer season. 

The store is open from 10 a.m. to 9 p.m. weekdays 
and from 10 a.m. to 6 p.m. Sundays. Messrs. Eppstein 
and Smidl are well acquainted with local conditions 
and buying habits having operated Speedway Supply 
Co. in Tucson for a number of years. 








Attractive gift wrapping is a well known bene- 
fit of Christmas shopping at this Arizona store. 


5-Part 
Holiday Plan 
Produces Heavy 


Gift Volume 


December business is five times greater than any other month for 


Arizona store which makes a specialty of gift wrapping and layaway plan 


By thorough advance planning on a five-point pro- 
gram, the Christmas holiday rush problems have been 
virtually eliminated by Bostrom’s Hardware, Phoenix, 
which advertises itself as “Arizona’s Finest House- 
wares Store.” 

The five major parts to the holiday merchandising 
program of this large hardware store, which caters 
to a better than average income trade, are: Sales 
training; lay-aways; gift wrapping; decorations and 
advertising. 

Bostrom’s Hardware has a normal sales force of 18 
people but during the height of the holiday selling 
season the number increases to 30. 

The training of 12 additional sales people in such 
a short period of time is not the problem it might 
seem. At this store part-time employees are selected 
and trained a few at a time, and are gradually indoc- 
trinated in the store’s methods and policies. 

When the store was first opened, Mr. Bostrom had 
to advertise for extra help, but now his only problem 
is choosing the best from the group which comes in 
seeking work. Used of an incentive payment for above 
quota sales is helpful in obtaining sales people. 

The first of the extra Christmas sales help is hired 
shortly after Labor Day. A few more are added late 
in September and more in October. By mid-November 
the staff is nearly up to peak sales strength—and 
every sales person has had some training. 
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Last year, the training program:was very light for 
the reason that most of Mr. Bostrom’s extra sales 
help had worked for him previously and so he merely 
had to reorient them. Most of these part-time em- 
ployees are housewives who work only at this time 
or other busy times. 

Each clerk is on a minimum salary plus additional 
sales bonus basis. The minimum sales expected from 
each clerk is $2,500 per month. Salespeople can make 
$15 extra per month for selling over $3,000; $20 for 
$3,500 and $25 for $4,000. 

Sales training at Bostrom’s is an _ evolutionary 
process. The first day the new part-time employee 
goes to work he is told to merely roam about the store 
and get acquainted, learn the location of each de- 
partment, look under counters, on every shelf and in 
the storeroom, in order to familiarize himself. 

He is urged to ask many questions of two or three 
experienced salespeople, or Frank Omer, floor manager. 

The next day, the new clerk is assigned to a store 
area—usually three departments and a section of wall 
space. There he works with the regular salesclerk 
who is assigned there. 

New employees have a head start at Bostrom’s be- 
cause every item in the store has a printed price tay 
which makes it unnecessary to inquire of others. 

Bostrom’s area-coverage plan works like this: When 
a customer comes through the front door he is greeted 
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Christmas Merchandising 





Gay Christmas trees encircle the store, giving it a festive 
air. Holiday decorations cost $500 last year. 


by one of three girls whose assigned areas are at the 
front of the store. When the customer indicates a 
desire to see any article the girl directs the customer 
to the salesperson in the right department. 

However, should the regular salesperson be engaged 
at the time, the salesgirl who first greeted the cus- 
tomer is then free to serve him. 

To insure that company policies are being carried 
out and that all new employees fully understand what 
is expected of them, store meetings are held about 
twice a week. On these nights, the store is closed 
about five minutes early and the meetings are limited 
to about 15 minutes. 

The qualities Mr. Bostrom looks for in engaging 
someone for part-time work is neatness, a_ well- 
groomed look and a pleasant, easy manner. He looks 
for experience, too, but he feels that this is of secon- 
dary importance. 

He also believes that a sales person who is friendly 
with customers is more valuable than an experienced 
clerk who is indifferent. 

He never engages a person the first time he applies, 
but asks him to return in several days. His interviews 
consist mostly of conversation during which he tries 
to learn something about the personality of the appli- 
cant. He does not inquire into the person’s educa- 
tional background, but does expect good, grammatical 
speech. He does not investigate the applicant’s char- 
acter for all employees who handle money are bonded. 
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Frank Omer, store manager, takes charge of the training 
of 12 part-time employees. 


Because Bostrom’s serves a better than average in- 
come group, most of its customers who use its lay-a- 
way facilities do so because of convenience rather 
than as a means of financing Christmas purchases. 

A small down payment is required on each lay-away 
purchase but no specified amount is asked. “What- 
ever the customer desires to deposit,” is the rule. Like 
wise, there is no limit set on the time for picking up 
lay-away purchases. , 

“We seldom have more than five gifts left in our 
lay-away room at closing time, Christmas Eve,” states 
Mr. Bostrom. 

When a customer makes a lay-away purchase, a 
regular sales ticket is made out, with the word “Lay- 
away” written across it. A copy goes to the credit 
manager, who makes out a card with the name and 
amount of the deposit listed. These slips are kept in 
the office and the credit manager makes periodic in- 
ventories to make sure the merchandise carried on the 
cards is on hand in the store room. 

Gift wrapping, which is a major part of the Christ- 
mas program, is more than an additional customer 
service. It’s a matter of pride to every employee and 
particularly to Mr. Bostrom. No charge is made for 
any gift wraps. 

“We’re determined to have our packages the most 
beautifully wrapped in Phoenix,” he explains, “and 
we are willing to spend the time and money to do 


S ” . . = 
it. (Continued on page 76) 
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Specialty Selling 





Separate building for builders’ supplies faces on large private parking lot. 





a ae , 


Serves 500 Contractors in 
Builders Division 


How a suburban Minnesota firm serves contractors and 
architects through special division in its own quarters. 
Four of nine employees aré outside men calling on trade 


More than a year ago Lyndale Hardware in Rich- 
field, Minn., a suburb of Minneapolis, opened a sep- 
arate building 100x60 ft for its builders’ supplies 
division. Currently serving more than 500 contractors 
in the Twin Cities area, the separate unit is visited 
by builders, architects and their customers. 

Shortly after Lester Larson became owner of the 
business, the special unit was built as a bid for greater 
sales of builders’ hardware and related lines. Set back 
75 ft from Highway 65, southwest of Minneapolis, the 
showroom faces on a large private parking lot. This 
unit opens at 7 a.m. each business day to accommodate 
contractors. All of these conveniences have materially 
assisted the division in obtaining a good increase in 
volume and profits. 
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Managed by Harry Pearson, the builders’ hardware 
and supply department has a staff of nine people, four 
men being outside salesmen. The outside men concen- 
trate on visits to architects and builders and pros- 
pective home builders. 

Sales of all lines handled by the division have shown 
a sharp uptrend, since the unit has had its own new 
quarters. Medicine cabinet sales have been more than 
doubled since greater wall display space has been 
alloted to them. They are shown on wall tile back- 
grounds to give builders, and their customers a better 
idea as to how these units will appear on various 
types of backgrounds. 

Specially designed display units are used for show- 
ing builders’ hardware, cabinet hardware and kitchen 
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Wrought iron cabinet hardware display in front of storage 
display for these lines. 





Kitchen cabinets, kitchen cabinet hardware sales are pro- 
moted with this model setup. 


cabinets. In all instances there is ample room for 
prospects and customers to circulate among the dis- 
plays. 

Units for displaying locksets are adjustable stands 
of metal and wood, occupying 3x3 ft floor space and 
standing 5 ft high. Merchandise on these units is 
shown on four levels and on two sides. 

Mr. Pearson says, “Our new layout with a long 
showroom and many individual counters gives us 
ample room for serving from eight to 10 customers 
at a time. And we do not have to walk customers too 
far to show them a wide variety of merchandise.” 

The special division provides quick service to an 
area in which building construction is very active. 
Seasonal direct mail advertising ads in a local weekly 
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Harry Pearson, manager of the division, left, talks lock- 
sets with a contractor-customer. 
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Locksets are shown on both Sides of this special display 
unit with adjustable shelving. 


paper and telephone contacts help supplement the per- 
sonal calls of the outside men. Some local station 
radio advertising is used from time to time. 

In addition to its outside advertising the firm holds 
an open house party once a year for builders and archi- 
tects. New merchandise is shown, movies are ex- 
hibited and refreshments are served. 

Harry Pearson and his sales staff participate in 
real estate group and building contractors’ meetings 
in the Twin Cities area, keeping in close touch with 
news of buildings being planned. 

As supplier for kitchen equipment, builders’ hard- 
ware and a wide variety of other merchandise for 
model homes, the firm’s special division receives con- 
siderable publicity in Twin Cities area newspapers. 
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At first glance, passersby are inclined to believe that 
the two visual-front windows of Watters Hardware 
& Paint Co., at 632 Tuscaloosa Ave. in Birmingham, 
Ala., are those of an exclusive gift shop. 

Sidney Watters planned it that way. Glass shelving 
runs the full length of one window, and half the length 
of the other window. One of a kind or one of a size 
display is the rule on the glass shelves visible from 
the sidewalk. 

Giftwares stocks are*tailored to meet local demand. 
Initial purchases are in many instances on a one-of-a- 
kind basis. If the trial order shows Mr. Watters he 
has something that attracts queries and quick pur- 
chase, he reorders several units. 

Convinced that women customers prefer a_ gift 
department in which they can browse, see a wide 
variety and make purchases at prices comparable to 
those in larger downtown stores, he operates that kind 
of a giftwares section. 

Watters Hardware carries a variety of popular 
priced gifts, but is constantly looking for higher- 
priced merchandise which will move fairly rapidly. 
On items found in downtown department and gift 
stores, a slightly lower price is offered. Higher priced 
and more exclusive items are given mark-ups of as 
much as 100 pet in some instances. 

Electric houseware were recently moved to the gift 
department with lamp parts and glass shades for con- 
version of antique vases. These parts are advertised 
in the antique portion of the classified ad section of 
local dailies and draw customers from all parts of 
the city. Repairs and parts for lamp conversion work 
total more than $5,000 a year. 

Repairs and conversion jobs on vases, etc., are taken 
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on condition that they are to be done only as spare 
time becomes available for employees. The only tim: 
at which definite delivery dates are given on such jobs 
is during the football season when many out-of-tow: 
customers bring in work. 

Sidney Watters says, “My gift department is th 
best means I have for getting more women shopper 
into the store. It has helped increase volume an 
profits in our paint and housewares departments.” 
He has learned that women like to have plenty o 
room and plenty of time for browsing, and that man; 
of them who are collectors will pay frequent visits t: 
his store if he stocks collectors’ types of giftwares 
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Gift Shop Display Methods 


Attract More Women Customers 


Part of the 30 ft of window and wall 
display space used to promote gift- 


wares. 


Collectors and browsers like this sec 
tion of the firm's gift department; 
more important they make impulse 
purchases. 


Gift shop looks like a specialty 
shop. It competes with downtown 
stores by meeting their prices; 
sometimes beating them 


Variety and neatness are characteristic of these wall dis- 
plays with both wooden and adjustable glass shelving. 





FAIR TRADE 





How Can Independent Retailers 


Overcome Unfair Competition? 


A former Federal Trade Commissioner outlines a 
specific step-by-step procedure that can be followed 
by hardware dealers to combat unfair competition 


The Government has a right and 
a duty, under certain circum- 
stances, to supervise the conduct 
of business, but in the exercise of 
such supervision, it is my convic- 
tion that it should never act as an 
arbitrary dictator but rather as a 
friendly policeman. 

That is the way I thought as a 
government official and that’s the 
way I now think as a _ private 
lawyer. 

Some of you may have read an 
address I delivered in my capacity 
as a Federal Trade Commissioner 
before the Proprietary Association 
in June of 1953. The title was 
“The FTC—When Will It Assume 
The Role of The ‘Friendly’ Police- 
man?” 

There, I attempted to make the 
point that because our trade regu- 
lation laws are so general in word- 
ing, the businessmen of the nation 
are entitled to the advice, guidance 
and information which an adminis- 





This talk was delivered by Mr. Car- 
retta before the Nassau & Suffolk 
Co. (L. I., N. Y.) Retail Hard- 
ware Association, Oct. 27. 
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by Albert A. Carretta 
Former Member of 
Federal Trade Commission 


trative agency of the government 
is able to give. 

I stated that when President 
Wilson recommended the _ enact- 
ment of the Federal Trade Com- 
mission Act, he told Congress that 
he hoped the new commission 
would actually give such advice, 
guidance and information to busi- 
nessmen. 

So that you may not get the idea 
that I believe our Federal govern- 
ment should coddle businessmen, I 
want to repeat what I said in 1953 
that once businessmen spurn the 
advice, guidance and information 
which an administrative agency 
offers, th®n the government should 
immediately change its attitude 
from that of a friendly policeman 
to one of an unfriendly policeman. 

Too many Americans, both in 
the ranks of management and non- 
management, look upon this pres- 
ent period of intense, but some- 


times unscrupulous competition in 
business as being but a temporary 
condition. That sort of thinking 
can lead to disaster for companies 
and for individuals. 

If you are retailers who are will- 
ing to sit by and do nothing, I fear 
I am talking to the wrong audi- 
ence. I shall recommend action, 
because action is the only remedy 
for your present business ills. 

I am not one who believes that a 
businessman should run to his gov- 
ernment for assistance whenever 
the going gets rough. The less 
government intervention we have 
in business, the better. But please 
remember that I said a few mo- 
ments ago that in my opinion, the 
government has a right and a duty, 
under certain circumstances, to 
supervise the conduct of business. 

Forty years ago, the Congress 
enacted a law popularly known as 
the Federal Trade Commission 
Act. In that year our Congress 
also passed the Clayton Act. In 
1936, it attempted to make the lat- 
ter Act more specific by passing the 
Robinson-Patman Anti-Discrimina- 
tion statute. 
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All of these laws have to do with 
trade regulation and their purpose 
is to place all competitors on an 
equal footing in soliciting the 
business of their customers. 

The legislatures of 45 states have 
seen fit to enact laws which are 
popularly referred to as Fair Trade 
laws. 

These laws permit, but they do 
not compel, a manufacturer of a 


‘trade-marked product to guard the 


property value of his trade-mark 
by setting the minimum price at 
which his product may be resold. 

This is done by contract, and the 
laws generally provide that the 
minimum resale price provision of 
such contract is binding not only 
upon all distributors who sign such 
contracts but also upon all other 
distributors of the same product 
who have knowledge of the exist- 
ence of a fair trade contract be- 
tween the manufacturer and a dis- 
tributor. 

These state laws were made ef- 
fective in interstate commerce 
through the enactment by Congress 
of the Miller-Tydings Act in 1937 
and the McGuire Act in 1952. 

With all of these laws on our 
statute books, how then can the 
“double dealing” of some manufac- 
turers be enjoined? ; 

The answer is: through the en- 
forcement of existing laws. 

As you all undoubtedly know, 
Section 5(a) (1) of the Federal 
Trade Commission Act provides 
very generally that: 

“Unfair methods of competi- 
tion in commerce and unfair or 
deceptive acts or practices in 
commerce, are hereby declared 
unlawful.” 


What Are Unfair Acts? 


3ut what are unfair methods of 
competition? What are unfair acts 
or practices? What are deceptive 
acts or practices? 

These are very important ques- 
tions which the Federal Trade Com- 
mission has, for many years, been 
answering. The basic law itself is 
not definitive, and it probably was 
not made definitive because Con- 
gress could not possibly have 
enumerated all of the unfair meth- 
ods of competition and all of the 
unfair or deceptive acts or prac- 
tices capable of being engaged in 
by businessmen. 
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Mr. Carretta, who made this address before a recent meeting 
of the Nassau & Suffolk County (Long Island, N. Y.) Retail 
Hardware Association, was on the ¥ederai Trade Commis- 
sion from June, 1952, until this September. He also served 
in other branches of the Governament and has been a mem- 
ber of the faculty at five leading American universities. The 
most recent of these was at the Law School of the Catholic 
University in Washington, where he taught courses includ- 


ing “Unfair Trade Practices” 


Legislation.” 


From time to time, the F.T.C. 
is called upon to determine whether 
a new method of competition or a 
new act or practice is violative of 
the statute, because it is unfair. 

The problem confronting your 
industry is one which may very 
well be presented to the Commis- 
sion for consideration. 

In your industry, as I under- 
stand it, manufacturers sometimes 
enter into fair trade agreements 
with certain distributors and then 
subsequently seek enforcement of 
the minimum resale price provi- 
sions of such agreements. 

I have been advised that some- 
times the same manufacturers sell 
to discount houses which are in 
competition with such distributors, 
and then subsequently do nothing 
to compel compliance by the dis- 
count houses with the minimum re- 
sale price provisions of the fair 
trade agreements of which the dis- 
count houses have knowledge. If 


and “Federal Anti-Trust 


this is a fact, the important ques- 
tion is: 

“Is it an unfair act or practice 
in violation of the F.T.C. Act for 
a manufacturer to sell his mer- 
chandise to competing distributors 
and then subsequently to seek en- 
forcement of the minimum resale 
price provision of a fair trade 
agreement only against some of his 
distributors?” 

If a manufacturer 
chooses those against whom he will 
seek enforcement of the minimum 
resale price provision, is there any 
legislative authority for a Federal 
agency to intervene and enjoin such 
discriminatory practice? I believe 
there is. 

The F.T.C., for about 40 years 
now, has been attempting to ban 
unfair methods of competition in 
commerce, 

Since 1938 the F.T.C. has also 
sought to ban unfair or deceptive 

(Continued on page 70) 
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All units in the kitchen and on adjoining model laundry setup are ready for com- 
plete demonstrations. 


Smaller non-electric items on walls promote other sales. 


Builds Appliance Volume 


How can you sell more appli- 
ances in your store? 

Ss. & W. 
Ala., decided that it could do a 
better major appliance and electric 
housewares volume by having work- 
ing demonstration units. A com- 
pletely equipped kitchen 
with an adjoining home laundry 
was installed as part of a recent 
modernization project. 

Sales of all electrical appliances 
have increased as a result of the 
improved display facilities. 

H. B. Sherer and A. C. Wilson, 
owners of the store, have the only 
working kitchen in a retail store 
in the town. The unit is also used 
by a home 
agent, as well as by factory demon- 
strators and the home economist 
of the electric utility company. 
Numerous club and group demon- 


Hardware in Jasper, 


electric 


local demonstration 
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strations have helped greatly to in- 
crease the firm’s appliance volume. 

Stocks of food are kept in the 
refrigerator and freezer at all 
times for enabling working dem- 
onstrations of cooking and prepa- 
ration equipment in the depart- 
ment any time. 

A supply of soiled clothes is kept 
on hand at all times to permit dem- 
onstrations of washer and dryer 
units for individuals or groups. 

The store’s attractive appliance 
department is proving an advan- 
tage in getting prospects for the 
sale of used appliances taken in as 
trade-ins. 

Some visitors to the 
kitchen and model laundry layouts 
can only be sold new equipment if 
allowances are made on older units 
in their homes. Names and ad- 
dresses of such prospects are kept 


model 


Demonstration Selling 





on file for ready reference when 
customers for old units visit or con- 
tact the store. Other cards list the 
names and addresses of people seek- 
ing used equipment, and the sums 
they are willing to pay for them. 

Through personal contact and 
newspaper advertising, the store 
buys used appliances that are in 
such good condition that they re 
quire no repair work. 

Many used appliances are sold, 
without the need for bringing them 
into the store. H. B. Sherer says, 
“We often transfer used appli- 
ances at a profit of $50 to $100 
without warehouse or repair ser- 
vice.” 

Behind the model kitchen is 4 
display of bathroom fixtures, plus 
a table display of electric house- 
wares with outlets available for 
their demonstration. 
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Displays arranged by 
factory representatives 
show dealers how 
to increase their volume 


l 1h 


i] 





vi, 
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Invitation that attracted more 


than 400 to housewares shows. 


Some 


Qa line of 


customers inspect 


hou ewares 


410 Dealers Attend Housewares Show 
Held by Salt Lake Hardware 


The Salt Lake Hardware Co. has 
held its first 
show for its dealers. Here are the 
results, reported by this Salt Lake 
City, Utah, wholesaler: 

More than 400 attended. Oscar 
Hanson, Jr., director of sales, re- 
ports that “It was very successful 
and will be an annual affair with 


annual housewares 


” 


us. 
Two identical shows were held 
for the convenience of the dealers. 
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One at the Boise, Idaho, plant, in 
three days attracted 150 persons 
representing 77 dealers. The other 
at the Salt Lake City plant in six 
days attracted 260 persons repre- 
senting 128 dealers. 

Factory representatives of 22 
lines attended both They 
set up their displays and ,with the 
help of Salt Lake Hardware regular 
salesmen explained their lines to the 


shows. 


dealers. 


Buffet luncheons and_= dinners 
were served each day, there were at- 
tendance awards, and special priced 
merchandise was offered for sale 
during the show days only. 

Dealers and their employees, and 
their wives, were invited. An an- 
nouncement was mailed to dealers 
giving the dates, listing the feature 
attractions and pointing out that 
“This will be a rare opportunity for 


»)) 


(Continued on page '2 
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hee, sales demand 
; builds customer traffic... 


| CUMBERLAND 


has it! 








* 269—Fishing Creel 


fast selling products 
that build customer 
good will 


Room for lots of geor and fish. Pops 
open— snaps shut. Material Fisherman's 
Poplin, water repellent treated. Two 
large pockets for bait boxes. Color 
Outdoor Green. Individually packed in 
pliofilm bag. 


‘ed more 
es shows. 





% 170—Fishing Pants 






Tops in comfort for every fisherman. 
Moterial: Fisherman's Poplin, water re- 
pellent treated. Deep, strong pockets. 
Bottom tab fasteners. Color; Outdoor 
Green. Individually pocked in pliofilm 
bag. Wide range of sizes 










OW 


Don’t miss out on the extra profits 
this line can help you make 


Successful selling isn’t a matter of chance. It takes a combi- 
nation of time, effort and the right products. That's why it 
will pay you big dividends to stock, display and promote 
Cumberland hunting and fishing clothes. They are the right 


dinners products for all your sportsmen customers. 

were at- Your customers know Cumberland for tops in wearing comfort 
il priced in the field or on the stream — in any climate. They will buy it 
for sale if you have it. Carry Cumberland and build your customer 


traffic for this preferred brand. Order now from your nearest 
jobber or write for new 1955 literature and prices. 


* 159—Handy Andy 


ees, and 


An an- 


eae THE AMERICAN PAD & TEXTILE CO. 


feature 
yut that SPORTSWEAR DIVISION 


nity for GREENFIELD, OHIO 
9) 


The handiest piece of equipment a 
fisherman con own. Holds almost all 
gear including extra reel, rain jacket, 
plugs, fy and lure boxes, etc. Fits any 
one. Color Outdoor Green. Packed 
one to a pliofilm, re-usable bag 
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How Can Independent Retailers 
Overcome Unfair Competition? 


(Continued from page 65) 


acts or practice in commerce. The 
Clayton Act, as amended by the 
Robinson-Patman Act, also pro- 
hibits certain specified discrimina- 
tory practices in commerce. 

The theory of these laws has 
been that competitors should start 
their race at the same starting 
point. If this is correct, is it fair 
for a manufacturer to compel one 
distributor to abide by a minimum 
resale price provision in a fair 
trade agreement, and at the same 
time sell to a competitor of such 
distributor (let us call that com- 
petitor a discount house), and not 
require such competitor to respect 
the minimum resale price fixed by 
the manufacturer? 


F.T.C. Should Intervene 

I don’t think it’s fair, and I be- 
lieve that in the public interest, 
the F.T.C. should intervene in this 
matter. 

Some might ask: “If the F.T.C. 
should take such action, would it 
not in effect be seeking enforce- 
ment of fair trade agreements?” 
My answer is “No.” 

The F.T.C. would not be seeking 
enforcement of any fair trade 
agreement. It would only be seek- 
ing equal treatment of all distribu- 
tors of the same manufacturer. In 
my opinion, the F.T.C. has autho- 
rity to enjoin a manufacturer from 
discriminating in this manner. 

In compliance with an order of 
the F.T.C., the manufacturer would 
have the choice of doing one of two 
things. 

The manufacturer would subse- 
quently either have to enforce his 
minimum resale price provision as 
against all distributors, or the 
manufacturer would have to aban- 
don all fair trade agreements. The 
choice is up to him. 

The F.T.C. would not order him 
either to enforce or not to enforce 
the provisions of fair trade agree- 
ments. All that the Commission 
could order him to do is to treat 
all distributors alike. 

If this step is taken by the 
F.T.C., could it be accused of con- 
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cerning itself with fringe theories 
not intended to be encompassed 
within the basic laws passed by 
the Congress? I do not believe that 
the criticism would be justified. I 
would like to point to some of the 
provisions of the Clayton Act, as 
amended by the Robinson-Patman 
Act, to support my belief that Con- 
gress intended that competing dis- 
tributors should be treated equally 
by manufacturers. 

Section 2(d) thereof makes it 
unlawful for any person engaged 
in commerce to pay a customer for 
services or facilities unless such 
payment is available to all com- 
peting customers on proportionally 
equal terms. 

Section 2(e) makes it unlawful 
for any person to furnish one pur- 
chaser services or facilities not ac- 
corded to all on_ proportionally 
equal terms. 

It appears to me that these two 
subsections, especially, indicate the 
thinking of Congress as to what 
an unfair act or practice is. 


Congress Intended Equality 

Congress must have intended 
that customers be treated either 
equally or at least on proportion- 
ally equal terms. 

Where a seller offers a purchaser 
a contract iuecluding 10 restrictive 
provisions, and at the same time 
offers a competitor of such cus- 
tomer a contract with only nine re- 
strictive provisions, the latter may 
have a competitive advantage over 
the former which may _ substan- 
tially lessen competition or tend to 
create a monopoly. 

The tenth restrictive provision 
which I am thinking of in the ex- 
ample is the one having to do with 
maintenance of minimum resale 
prices. 

I do not want to be misunder- 
stood or to be quoted as stating that 
failure to enforce minimum resale 
prices against discount houses is 
a violation of the Clayton Act, as 
amended by the Robinson-Patman 
Act. If it is a violation at all, and 
I believe that it is, it is a violation 


of Section 5(a) (1) of the F.T.C, 
Act. 

Does a retailer have equal oppor- 
tunity to solicit the business of 
the public when he is bound by a 
minimum resale price provision of 
a fair trade agreement and he must 
compete with a discount house 
which is not required to maintain 
minimum resale prices although 
such discount house buys from the 
same manufacturer? Obviously, the 
answer is no. 

The basic philosophy of the 
F.T.C. Act and of the antitrust 
acts is to protect equality of oppor- 
tunity. 

That is what I believe manufac- 
turers of trade-marked products 
should offer to all of their distribu- 
tors whenever such manufacturers 
decide to avail themselves of the 
opportunity of fixing minimum re- 
sale prices. 

Again, I repeat, manufacturers 
do not have to enter into fair trade 
agreements at all, but once they do, 
they should be required to treat all 
their customers equally, where to 
do otherwise would have an effect 
upon competition. 

Another matter which I should 
like to discuss has to do with the 
rather widespread impression that 
it is a violation of the Sherman 
Antitrust law for two or more re- 
tailers or for two or more whole- 
salers to combine for the purpose 
of enforcing compliance with a 
legal fair trade agreement. 


Questions Interpretation 

I have been told recently that 
responsible officials of the Dept. of 
Justice have informed retailers 
that they may not combine for the 
purpose of seeking injunctions 
against further violations of fair 
trade agreements. I respectfully 
disagree with such interpretation. 

It is my opinion that two or more 
individuals, whether competitors on 
the same business level or not, may 
combine when they seek only en- 
forcement of a legal contract. 

Often small retailers are not 
financially able to undertake the 
expense involved in bringing one 
or more suits against competitors 
who violate fair trade agreements. 

If two or more retailers may not 
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SPORTSMEN — 


aré a 
' These dealers report ALL 
the Sports Afield 
subscribers in their towns 
= are customers of theirs! 
BEST FRIENDS! 


a 
_., @ wom % 
me ee Daas 





IT’S 100% IN MT. KISCO, N. Y.! IT’S 100% IN DOBBS FERRY, N. Y.! 
Roland E. Lyon of County Seat Plumbing Supply BenjaminH. Adler, owner of Dobbs Ferry Hardware 
Co. says: ‘‘Every one of your subscribers are my cus- Store says: ‘‘l know every one of your subscribers 
tomers. | have known most of them for years... the in Dobbs Ferry. They are all good customers of 
hardware store is an important part of their life’’. mine”’. 


Men who have a way with rods and guns 
usually have a knack with tools, as well. Plus 


a 





an urge to buy all the newest, most ages 
advanced equipment you carry. Your best 


mei SPORTS AFIELD 


THE AUTHORITY FOR FISHING AND HUNTING 






A Hearst Magazine 
959 Eighth Avenue, New York 19, N. Y. 
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Muskrat, 
Skunk 
and Mink... 


No. 1 VG VICTOR 
STOP LOSS 


The delayed action guard 
prevents escapes. The 
auxiliary guard moves high up on 
the animal’s body to eliminate 
“wring-off.”” Simple, sturdy con- 
struction; lightweight; easy to set 
Jaw spread, 4”. 


No. 1 JG 
ONEIDA JUMP 


—— STOP LOSS 


Light, compact—the Oneida Jump 
trap with famous Stop Loss guard. 
The favorite trap for those who 
prefer Jump style. Jaw spread, 454”. 





) 
> 
a 







For Fox... 


No.2 VICTOR 
COIL SPRING 
The most popular fox trap. Sturdy, 
quick in action. High quality con- 
struction; reliable spring made of spe- 
cial analysis steel. Jaw spread, 534"’. 


Order Victor Traps by name 
from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. © Pascagoula, Miss. 


Victo 








combine and share legal expenses, 


it may mean that their businesses 
will be ruined and the discount 
house or discount houses in the 
area will subsequently enjoy a 
monopoly in the area in the dis- 
tribution of the particular mer- 
chandise involved. 

I believe that the only possible 
justification the Justice Depart- 
ment could have for the condemna- 
tion of small businessmen who 
exert their unified efforts toward 
a better enforcement of the law, is 
that although such unified action 
may have the semblance of legal- 
ity, it is actually a cloak for price- 
fixing or for price maintenance. 

There is no doubt that when com- 
petitors in the same field get to- 
gether, their combination very 
often gives rise to an inference 
that they are using their joint ac- 
tivities illegally to fix or maintain 
prices. But, where it can be demon- 
strated that the combination is not 
used as a vehicle for the illegal 
fixing or maintenance of prices, it 
appears to me that such combina- 
tions should not be condemned, un- 
less, of course, they are in some 
other manner violative of existing 
statutes. 


Any Injured Party May Sue 


There is no question that respon- 
sibility for fair trade enforcement 
lies primarily with the manufac- 
turers. Nevertheless, the law pro- 
vides that any injured party may 
undertake enforcement; and it is 
a fact that a retailer frequently is 
in a better position to obtain fair 
trade enforcement than the manu- 
facturer himself. 

I say this because it is possible 
for a retailer to seek an injunction 
against price cutting on all fair 
traded items carried by the dis- 
count house, whereas a manufac- 
turer’s petition to the court neces- 
sarily would have to be restricted 
to his own fair traded products. 

If two or more injured retailers 
may combine in a suit to enforce 
one or more fair trade contracts, 
as indicated by a Rutherford Co., 
N.C., court during the latter part 
of 1953, it seems logical to conclude 
that a manufacturer may combine 
with one or more of his retailers 
and or wholesalers for the same 


With retailers filing the suits 
and with the manufacturers defray- 
ing the costs, a system of fair trade 
enforcement of maximum efficiency 
and maximum economy would seem 
to have been discovered. 


Discounters Are Hurting 


It appears to me that in your 
industry, retailers generally are be- 
ginning to feel the pinch of dis- 
count houses. I understand that 
small businesses have been closed 
and that bankruptcies have result- 
ed from the practices of discount 
houses. 

You businessmen have a choice 
of sitting by and doing nothing, 
with the hope that the wolf will 
keep away from your door. Or, 
since I suspect that most of you 
are aggressive businessmen inter- 
ested in self preservation—within 
the law—you will want to take 
some steps to keep the wolf as far 
away from your door as possible. 

If you feel that you should pro- 
tect your businesses by combining 
with your competitors only for the 
purpose of seeking compliance with 
fair trade agreements, and the 
Dept. of Justice advises you that 
such a combination may be deemed 
to be in violation of the Sherman 
Anti-Trust Act, then I would think 
that leaders of your industry should 
respectfully ask the Dept. of Jus- 
tice to cooperate with you in bring- 
ing about a friendly suit so that 
the courts of the land may ulti- 
mately determine whether the Dept. 
of Justice is correct or whether 
you are entitled to combine for the 
purpose stated. 


Belligerence Poor Policy 


I am not recommending that you 
should “fight Uncle Sam’’; one does 
not get very far if a belligerent 
attitude is taken. 

However, inasmuch as even rea- 
sonable and intelligent men may 
differ—witness the fact that the 
Justices of the Supreme Court 
often divide 5-to-4 on important 
issues—it would appear to me that 
the officials of the Dept. of Justice 
might welcome a delegation of busi- 
nessmen who want to cooperate 
with the Government in seeking a 
clarification of the law. 
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Why two... 
whenONE will do? 


A man doesn’t need to carry two 
umbrellas to keep him dry, any more 
than a dealer needs to carry more than 
one brand of batteries. “Eveready” 
batteries are pre-sold — the brand your 
customers know best, want most. 

And selling just one brand — “Eveready” 
— simplifies inventory ... saves you 
display space ... keeps turnover and 
and profits fast and easy! Why stock 
two... when one will do? 





c- = 
EVEREADY 







with “Nine Lives” 





“WINE Lives” 


(ue 
MUNCES Back ron extaa UM 











"Eveready" and "Nine Lives” with the Cat Symbol are registered trade-marks of Union Carbide and Carbon Corporation 


NATIONAL CARBON COMPANY ~ A Division of Union Carbide and Carbon Corporation + 30 East 42nd Street, New York 17,N.Y. 


Sales Offices: Atlanta, Chicago, Dallas, Kansas City, New York, Pittsburgh, San Francisco, ¢ IN CANADA: Union Carbide Canada Limited, Toronto 


HARDWARE AGE, DECEMBER 9, 1954 73 





Get yout 


FREE 





Seon Furniture Glide Promotion ever 
started with Bassick’s traffic-building free 
offer in the October 2nd Saturday Eve- 
ning Post. Pay-off comes in continuing 
glide sales and store traffic. 


Ready for the payoff 





Post “free glide’ 
~ promotion? 


Now’s when those free rubber-cush- 
ion furniture glides you've been giv- 
ing away really start working for you. 

Those first visits to redeem the Post 
coupons are only the beginning. It’s 
time to push the additional eighteen 
sets of Bassick glides the average fam- 
ily needs. The way rubber-cushioned 
Bassicks prevent scratched floors and 
torn rugs, they’re a natural for all 
moveable furniture your customers 
own. 

Turn this demand into continued 
glide sales and store traffic. Use 
Bassick’s window posters, newspaper 
mats and self-selling HD12 displays 
to mark your store as Bassick head- 
quarters. And check to make sure 
you’ve got enough Bassick glides on 
hand — you don’t want to wind up 
directing paying cus- 
tomers to the next 
hardware store. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belleville, 
Ont. 


Bassick 


A DIVISION OF 








MAKING MORE KINDS OF CASTERS MAKING CASTERS DO MORE 
75 YEARS OF CASTER LEADERSHIP 
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have just completed a term of office 
as Federal Trade Commissioner, | 
want to caution businessmen not 
to go to public officials with a chip 
on their shoulders. 

If you have logic and good rea- 
soning on your side, the govern- 
ment official will agree with you. If 
you don’t have logic and good rea- 
soning on your side, 
pressure or badgering will bring 
about the desired results. 


no degree of 


Optional Procedures 


Here are some of the things 
which I believe independent retail- 
ers Can do to overcome the un- 
scrupulous competition of today: 

1. Determine the gravity of the 
problem affecting your 
Your association can probably cir- 
culate a questionnaire to each and 
every retail member of your asso- 
ciation. The questionnaire should, 
among other things, seek to deter- 
mine the ratio between the total 
dollar volume of sales in fair trad- 
ed items as compared to the total 
dollar volume of sales in non-fair 
traded items. If possible, this in- 
formation should be obtained for a 
period of a few years. 

2. Your association should at- 
tempt to determine the number of 
retail hardware outlets serving the 
public during the past few years. 
In this way, it may be possible to 
determine whether hardware _ re- 
tailers are going out of business or 
whether more are entering the field. 
3. Your association should at- 
tempt to obtain as accurate infor- 
mation as possible as to the num- 
ber of discount houses handling 
fair traded hardware items; their 
growth or decline during the past 
few years; their annual volume of 


industry. 


sales; and the growth or decline of 


such 
years. 

4. Your members should inde- 
pendently request manufacturers 
from whom they buy either to en- 
force fair trade agreements against 
all distributors or to abandon fair 
trade agreements with all distribu- 
tors. 

5. If manufacturers should re- 
fuse to accept either alternative, 
vour association should submit to 
the F.T.C. as much data as pos- 
sible to give the Commission rea- 
son to believe that manufacturers 


sales during the past few 


are engaging in unfair trade prac- 
tices in violation of Section 5/a) 
(1) of the F.T.C. Act when such 
manufacturers enforce fair trade 
agreements as to some distributors 
but do not enforce similar agree- 
ments as to competitors of such 
distributors. If the F.T.C. 
cessful in enjoining a few 
facturers from engaging in such 
unfair trade practices, it may be 
that other manufacturers will see 
the light of day and voluntarily 
either trade 
ments as to all or abandon fair 
trade agreements entirely. 

6. If the F.T.C. should not see 
fit to bring an action against man- 
ufacturers as aforestated, then 
conferences should be arranged 
with the Dept. of Justice for the 
purpose of seeking as definitive an 
answer as possible to the question: 
““May two or more competing hard- 
ware retailers join forces in seek- 
ing compliance with fair trade 
agreements ?” 

If the Dept. 


is suc- 
manu- 


enforce fair agree- 


of Justice should 
vive an affirmative reply, then of 
course the hardware retailers 
should proceed in compliance there- 
with. 


Friendly Suit Suggested 


7. If the Department’s answer to 
the foregoing question should be 
in the negative, then 
gested that a friendly suit be ar- 
ranged with the cooperation of the 
Dept. of Justice so that the courts 
of the land may ultimately decide 
the question. 


it is sug- 
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As soon as the clothes are dry 
they automatically pop up!" 


© Hardware Age, 1954 
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The Makers of SPOT,CORD Present... mnt ROPE| 
Lavell 


Buen; 


CLOTHES Tin ES 
Red, white and blue display TITE-ROPE » LIN [ EC) 


cartons — each containing twelve 50-foot 
hanks — show off this favorite plastic-covered 
WIRE clothes line. It's extra strong, non-rusting 
and easy to clean. A long-lasting line that 
makes satisfied customers. 





















Eye-catching yellow and brown BEAVER * 


printed, single hank, cello-bags that keep 
the line sparkling clean. Two 50-foot hanks 
connected, a good size.7, solid braided cotton 
clothes line. 


PACKAGING 
THAT SELLS CLOTHES LINE 


Brighten up your shelves with these 
Samson sure sellers! 








Packed in orchid-and-yellow CROCUS ® 


cartons for easy display and customer appeal! 
Two 50-foot connected hanks per carton. 47 
Hanks can easily be cut apart for 50-foot A 
sales. Uniform size 6 braided cotton clothes + 

line. 


It's priced to meet your de- STARLINE » 


mand for a fine strong WIRE centre plastic- 
covered clothes line. It has three wires in the 
centre. It is brightly labelled and cello- 
wrapped, two 50-foot hanks connected. 





Coraranved by % 
SAMOON coRDAGE WORKS Soutien 


BOSTON 10, MASSACHUSETTS 





~) 


7) 
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“George defies anyone to steal our car. He is 
. . i , . ’ . ’ . ” ir 
chains it to a lamp post with Campbell Chain! ak 
5 





Campbell makes safe, dependable chain in a 
full range of sizes and grades to meet every re- 
quirement. Every link is inspected to assure 
long life. Order CAMPBELL CHAIN in the handy 
CAM-PAK — you'll save handling costs. Dis- 


play CAMPBELL CHAIN on the eye-catching 





Display Merchandiser— you'll sell more chain. 
Call your wholesaler, or write direct for data 


on the complete Campbell line. 


CAMPBELL CHAIN Company 







CAMPBELL 
CHAIN 


Main Office, York, Pa. *+ West Burlington, lowa 
Portland, Oregon * Sacramento, California 


Makers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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5-Part Holiday Plan 


(Continued from page 59) 





Many Christina _Mury Christina Mery Chrlatioas 





= 
NS Because you hw nice things 


. » » You, Too, Will Be Thrilled 
With a Gift From... 


Bostrom’ 
ostrom 5 


Arizona's Finest Homewares Store 


West McDowell at Seventh Ave. @ Dial AL 64691 

















Advertising in the holiday sales sea 
son is limited to institutional ads like 
this one which suggests Bostrom’s 
gift-wrap service. 


Four women and one man last 
year had the sole duty of gift 
wrapping and packing during the 
holiday season. The women, sta- 
tioned at a centrally located coun- 
ter, wrapped gifts and the man 
packed fragile merchandise for 
mailing. 

These gift wrappers are specially 
hired for this work and are en- 
gaged for just the Christmas sea- 
son. Salespeople do no gift wrap- 
ping. 

This gift wrapping service does 
much to advertise the store. Last 
year this service cost the store 
$1,500. But the fact that the store’s 
sales were five times greater than 
in any other month, seemed to jus- 
tify the cost. 

While December is a big adver- 
tising month for most hardware 
and housewares stores, it isn’t for 
Bostrom. While other stores are 
advertising gift suggestions and 
special prices, this store cuts down 
its newspaper advertising to one 
fairly large institutional ad which 
is run in each of the two local 
newspapers. 

There are two reasons for this 
advertising. 

“In the first place,” explains Mr. 
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ies ance ——s NO GAUZE JACKET TO RIP, STRIP OR PUNCTURE 
iiaaee There’s a steady volume in well point sales when you show your _ 
customers a visible difference in quality. The “Red Head” drive point 
for tubular and drive wells lasts longer and can’t clog because it’s made 
7 by an entirely different principle. 
ma tax It has a continuous V-shaped inlet slot and a direct waterway— 
f gift with no pipe base! There’s several times more opening for water and no 
ng the gauze screen to clog up or rip away. t ; 
n, sta- Welded from top to bottom into one solid unit, the “Red Head”’ is 
| coun- made of low-carbon steel, double galvanized. It can be driven as hard as 
P man necessary under all normal conditions. Since it’s used both as a flush point 
- tee and drive point, ‘here is no necessily for duplicate stocks. 
Available in 114” and 2” sizes. 
ecially ee 
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nd Fixtures 


WITH A MINIMUM 
OF SPACE 
AND INVESTMENT 








cope PERFORATED 
put Board 
rb FILTURES 


K-11 MERCHANDISER 
By TURNBUCKLES, INC. 


‘ 


It's designed to build impulse sales 
and its self-service features make it a 
store within a store. It's rigidly made, 
attractively lithographed in two colors 
and takes only 24 x 20° of floor space 
Perforated Board is conveniently stored 
in back of display face and open stock 
Fixtures are stored on shelves in back 
Complete unit contains balanced stock 
of nine most popular Fixtures, four con 
venient sizes of Board, four kits of as- 


sorted Fixtures and descriptive hand- 


out folders 


YOUR COST $76.68 
YOUR PROFIT $38.97 


Order from your jobber 

over 125 different 
perforated board fixtures 
available 





BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


TURNBUCKLES @ EYEBOLTS @ BRIGHT WIRE Goons 
PERFORATED BOARD AND FIXTURES 





“we have as much busi- 
ness as our 8000 sq ft of display 
space can accommodate during the 
December — rush. 


Bostrom, 


Secondly, the 
weekly ad stressing the value of 
the Bostrom label is part of a con- 
tinuing promotional campaign to 
establish our store as the home of 
quality, prestige gifts.” 

Store decorations compare fav- 
orably with those of big depart- 
ment and specialty stores. Last 
Bostrom purchased 16 
artificial white Christmas trees, 
each with different and distinctive 
decorations. These were placed 
around the store at the top ledge of 
the wall cases. The cost was just 
over $500. The store has an ar- 
rangement with a leading paper 


season Mr. 


company, for an exclusive wrap- 
ping paper not available to any 
other Phoenix store. This paper 
comes in three color combinations. 

It’s a little more expensive than 
the wrapping paper used by any 
other store in town, but Mr. Bos- 
trom thinks it worth the cost. 

For gifts costing less than $3, 
ribbonette, an inexpensive grade of 
ribbon, is used. Decorette is used 
on merchandise in the $3 to $10 
range and sasheen is used on gifts 
costing above $10. White lace rib- 
bon is used over the colored ribbon 
on something costing more than 
$25. The Bostrom gold label is 
placed prominently on each gift 
package. 





Issues Map for Ski Fans 
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~iarners nn 
He W< O- 
° eoney Lome as Cia caosse 

uw ow Bow! 5 
MILEAGE FROM WARNERS LOOP STORE TO.. 
NORSKI HILLS 9 MT. ATLANTA 90 FOND DU LAG 146 
MT NORMANDALE 8 HARDSCRABBLE 95 MT. TELEMARK 150 
BAY PORT 1S LOCKHAVEN 110 =RIB MOUNTAIN (85 
MOON VALLEY iS LITTLE FALLS 110 WALKER 200 
TROLLHAUGEN 60 WINONA 1S LUTSEN 230 
COLFAX 74 MONT DULAC 140 NORTHERNAIRE 257 
LA CROSSE 140 GRAND MARAIS 280 

















| ber of ski areas. 


A constant reminder that Warner Hardware's stores in Minneapolis are head 
guarters for ski enthusiasts’ equipment is its map showing skiing areas 


Minnesota and Wisconsin. 


Printed in black type on light green stock, the 


81/5 x 11-in. map gives mileage from the firm's Loop location store to a num 


tributed at all Warner stores. 


Highway numbers are also indicated. The maps are dis 
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It’s easy to sell 


p MCCULLOCH 


THE NEW WAY OF CUTTING GRASS! 













The McCulloch twin-action Safety Mower does its cutting with high- | | 
speed twin cutters and four tiny safety blades! Inside each twin cutter | DEALERSHIP OPPORTUNITIES : 
are wide support wheels on which the mower rides! This entirely l A line of three 20-inch McCulloch | 
different construction creates a cutting action which combines the | Safety Mowers is available | 
: nationally from McCulloch distrib- 
best features of reel and rotary type mowers. Customers instantly | utors who provide localized ware- | 
recognize its superior advantages and are easily convinced to buy! | housing and service. Retail prices | 
| start at $119.50. Liberal dating | 
Sales Features of the McCulloch Safety Mower : Sailian ad aaeemia ele | 
| for complete details. | 
SAFETY Tiny blades pivot harmlessly out of the way when they hit a | l 
solid object! a ae ee | 
SMOOTH CuT Grass is cut ahead of all supporting wheels. Lawn | | 
marks are eliminated! | at | 
TRIMS OVER EDGES Because support wheels are inside cutters, | _ MCCULLOCH | 
cutting blades can overhang 1/2 inches on either side for perfect | ©¥ MotorsCorporation | 
trimming. | LAWN MOWER DIVISION | 
WON'T SCALP Twin cutters are smaller and supported in the center. l LOS ANGELES 45, CALIF. 
They ride up and over irregularities in the lawn! l | 
PICKS UP OR MULCHES Vacuuming-action of twin cutters throws | 0 Send me complete price and discount infor- | 
clippings into regulation catcher. With catcher removed, clippings can | mation and 4-page illustrated folder l 
be mulched by pushing mower backwards. | I'd like an actual demonstration of the 
CUTS CLOSE AS ONE-HALF INCH Finger-tip dials adjust cut- l cna setey Gane 
= ting height from % to 2 inches. No tools required! | [ Vd like to see the 20-minute col r film 
GOOD LOOKING The smooth, modern design, rich yellow color, spar- | eS ee ee 
Yere! kling chrome, and solid quality look, are outstanding in any display. l iene 
5 | | 
the l I iincrsdicndententaienn l 
um McCULLOCH MOTORS CORP. | i ancacameniacmeia : 
-” Lawn Mower Division « Los Angeles 45, Calif. | ZONE____STATE - — | 
Se ee eee | 
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WHY DON’T 





STAR 


HE-PAK: 





MULTIPLY 
YOUR 
PROFITS? 


Ever since its introduction, 
the STAR “Flex-Pak” Blade Assort- 
ment has been helping dealers 
everywhere make easier, more 
profitable blade sales 

Easier? Yes, because the 
“Flex-Pak” lets you put your 
stock where people see it — 
and seeing means selling. 


Mere profitable? Yes, be- 

cause it enables you to carry 
a stock of STAR “Molyflex” 
Blades at reasonable cost, helps you 
trade up your customers to “Moly- 
flex” at four times the dollar profit 
for you, four times the cutting effi- 
ciency for them. 
Each STAR ‘'Flex-Pak’ contains 
a balanced stock of 80 Urbreak- 
able Special Flexible (green) 
J blades and 20 “Molyflex’’ High 
Speed (copper colored) blades — 
costs you nothing extra. 


Ask your distributor for the STAR 
“Flex-Pak"—and ask him, too, about 
other STAR merchandising mate- 
rial—the “Molyflex” No. 166 
Display Card, the No. 45 Spe- 
cial Flexible Assortment, the 
famous STAR No. 20 Hack- 


saw Frame. @ 1020 











Year After Year, 


Sold Only Through Recognized Distributors 


CLEMSON BROS., Inc. 
MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hack Saw 
Blades, Frames, Metal Cutting Band 
Sows and Clemson Hand and Power 
Lawn Machines 


® 
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YOU LET THIS 





STAR Blades Lead The Sales Parade 





Your Feature Gift Display 








Whether for Christmas, or for 
other gift-giving occasions, here's 
a display unit that is portable and 
easily changed to suit any type of 
gifts. The initial cost of building 
this functional unit will be worth- 
while, for it can be used the year- 
around, 

This display can be used in any 
part of the store, in any depart- 
ment. It will also serve as a win- 
dow display for the store with 
full-vision windows. 

Suild the frame out of 
board and insert three perforated 


pine 


panels as shown. The small detail 
drawing at the right of the illus- 
tration shows how the panels are 
mounted on 1x2-in. frames. 

Short lengths of brass curtain 
rod can be used to mount the pan- 
els in the frame. Insert the short 
lengths of rods in holes drilled in 
the frame and in the panels. This 
will also make it possible to move 
the panels to any desired angle. 

These 
machine-punched holes’ set on 
l-in. centers and the sample tool 
or other housewares gift items 
may be quickly wired to them. Or 
special display hardware can be 
purchased for 
types of merchandise. 


perforated panels have 


showing various 








> PINE BOARD } 











MOUNT -HAND TOOLS = GIFTS FOR 
HIM" ON THE -RERFORATED 


HARDBOARD PANELS 





———— 


MODERN DISPLAY IDEAS 
¢ Sieg 
% 








The shadow box which holds the 
sign and which sits on top of the 
display can easily be built by any 
store handyman. 

Your local electrician can wire 
up the required number of base 
outlets, or a fluorescent tube light 
may be used, so that the cut-out 
letter will be backlighted to high- 
light the sales message. 

The shadow box for the sign 
copy can also be built with two 
open sides so that the cut-out let- 
ters of wood or wallboard can he 
displayed on both sides to extend 
its visibility. 

The perforated panels can be 
painted in various colors to suit 
the occasion; red and green for 
Christmas, red for St. Valentine’s 
day, or other appropriate, pleas 
ing and contrasting colors. 
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CHAN jg, LOCK 


s the You know that Champion DeArment-Channellock 
f the 
any 


is the highest quality plier line on the market. 
But do you know that a consistent advertising and 


wire sales effort is aimed at the consumer through national 


base a tf magazines to help you sell more fine Champion 
ight By = DeArment products? Keep your stocks up, use our 


en display boards to feature the line—you'll sell more 
vatil Channellock pliers this year than ever before. And 


“— don’t forget the other items in this highest quality 


two 
let- if tricians’ hammers and cutters. Use display boards 


line . . . machinists’ hammers, wrecking bars, elec- 


1 he ... stock the full line . . . you'll have a good year 


> | : 
— in Channellock volume. 


DESIG! iAT B 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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SELL 


LUBRIPLATE 


the white 
lubricant of 






LUBRIPLATE 
SELLS 


because... 







IT LUBRICATES BETTER ! 





Letters pour in from all over the country 
telling us how Lubriplate has improved the 
working of fishing reels, guns, be locks, 
lawn mowers, power tools, hinges, fans, 
outboard motors and a omued 

other things. 


IT’S NATIONALLY ADVERTISED ! 


and one 





Millions of sportsmen and householders 
read about Lubriplate regularly in The 
Saturda 
Field & Stream, Popular Mechanics, Motor 
Boating, Home Craftsman and others. 


Evening Post, Sports Afield, 


IT’S PRICED TO SELL! 





3 oa Sizes—“*A” Tube 54 x 31% inches 


retails for 20¢; ““B’’ Tube 1 x 6 inches re- 
tails for 35¢; “C”’ Tube 2 x 8 inches retails 
for 95¢. 


It’S PACKAGED TO SELL! 





“A” & “B” tubes packaged one dozen to 
attractive, sales stimulating counter dis- 
play cartons. “C” tubes in colorful indi- 
vidual boxes with counter display card. 


Ask your jobber for 
LUBRIPLATE 
and sell it in your store 
Fiske Brothers Refining Co., 
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410 Dealers Attend Housewares Show 


(Continued from page 68) 





The staff that handled the shows, front row, left to right: Bill Shannon, Revere 
Ware; Emory Berrett, manufacturers representative; Harlan Meyer, Wooster 
Rubber; Ellen Pihl, Salt Lake Hardware; Oscar Hanson, Jr., Salt Lake Hara 
ware director of sales; Catherine Strickland and Wilbur Strickland, Big Boy 


Bob Allen, Westinghouse; Bill Gahlsdorf, Corning Glass. 


Rear row, left 


to right: Charles Stoddard, Carvill Hall; Lee Garlinghouse, National Prest 
Industries; W. P. Clayton, Nesco; Bob Huxtable, Cosco; A. N. Parker, Salt 


Lake Hardware housewares buyer; 


George Woodward, Griswold; Frosty 


Bennett, Mirro Aluminum; Morey White, manufacturers representative; John 
Duncan, Ekco Products; Howard Graves, Sunbeam; Les Bricker, Griffith 


Laboratories. 


you and your retail sales personnel 
to learn the selling points about the 
products you sell.” 

Both shows began on a Monday. 
On the Sundays preceding the 


| shows, there was an all-day con- 





| 
| 
| 
| 


ference for the 43 Salt Lake Hard- 
ware houswares salesmen. 

The show hours were 8 a. m. to 
9 p. m. On Saturday, the final day 
of the Salt Lake City show, doors 
closed at 5 p. m. 

Factory lines represented were: 
Aluminum Goods Mfg. Co., Big Boy 
Mfg. Co., Branchell Co., Charles D. 
Briddell, Inc., Chicago Electric Mfg. 
Co., Corning Glass Works, Ekco 
Products Co., Foley Mfg. Co., Grif- 
fith Laboratories, Griswold Mfg. 
Co., Hamilton Mfg. Co., Munising 
Wood Products Co., National Presto 
Industries, Inc., Nesco, Inc., Oneida, 
Ltd., Plastex Corp., Revere Copper 
& Brass, Rival Mfg. Co., Roto-Broil 
Corp. of America, Sunbeam Corp., 
Westinghouse Electric Corp., Woos- 
ter Rubber Co. 





Simply by taking an expandable gate 
such as is used for a child's play pen, 


| and trimming it with different tree 


lights, Gene Belcourt who owns the 
Queen Anne Hardware at 1515 
Queen Anne Ave. in Seattle, created 
an effective Christmas tree that is a 
selling display and a decorative one. 





Christmas Tree 
Light Display 
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ON QUALITY 


Fastened with Southern's clean cut spiraled, gimlet- 
pointed Quality Screws, your product holds up. 

From finest furniture to sleek speedboat, it has the 
permanent mark of good workmanship. Important, too, 
you have speeded production while adding quality. 


Phillips and slotted wood screws—flat, round 
and oval—in steel, brass, silicon bronze, aluminum and 
stainless steel in round and flat head styles. 


Write for wood screw catalogue and free samples. 
Box 1360-G. 






—* 


ap 
a 





WOOD SCREWS 
STOVE BOLTS 


STATESVILLE * NORTH CAROLINA 


FACTORY WAREHOUSES: New York, N. Y. . Chicago, Ill. ° Los Angeles, Cal. 
SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 
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THE BEST SCREW HAS A Southern. ACCENT... 
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GREENLEE 


Now with 
metal ca 






the new, improved 


Greenlee No. 407 


tang butt chisel 


extra durability, 
extra quality 
for extra sales 


An extra-fine new Greener Chisel 
with the added feature of a solid 
metal cap on the handle. Here's a chisel 
that can really take it and stand up 
under the toughest hammering. 
Combines the good looks and comfort 
of a Tenite plastic handle (safe 

from flash fire) with the ruggedness 
of metal. The Greentree No. 407 its 
lightweight, well balanced, and has a 
thin, bevel-edged blade of high- 
carbon steel. It is carefully heat-treated 
from cutting edge to plastic handle. 
Available in nine sizes from '4 
through 2”. Stocked by leading whole- 
salers . . . sce yours, or write 
Greenlee Tool Co. for complete details, 





SALES MAKING SET PACKAGING 


Sell more chisels by displaying Greencee No. 
407 in attractive sets as shown above. Left to 
right: Set of six chisels in attractive plastic roll; 
Set of three in metal-edge fiberboard box; Set of 
four in handsome hardwood case. Stock these 
sets now for extra sales. 


GREENLEE TOOL CO. 
1812 Herbert Avenue, Rockford, Illinois 





Store Hours Publicized 
Merchants in Waukesha, Wis., 
and Hazleton, Pa., publicize their 
store hours for their entire Christ- 
mas shopping season in cooper:- 
tive newspaper ads. 
Waukesha’s Chamber of Com- 


merce used a six column by 12-in. 


ad to announce the arrival of 












(mot teet) 





Hazleton, Pa., stores used this repr 


of shopping calendar. 


Santa Claus “with his 8 live rein- 
deer” on Dec. 3, 1953, at 6.30 p.m. 
A wide-stepping Santa with a 
heavily laden gift bag and a 





ARRIVAL of 
SANTA CLAU 


His 8 Live Reindeer 


WAUKESHA CHAMBER of COMMERCE 


Shopping calendar used in Waukesha 
stores of participating merchants. 


Christmas store hour calendar fo 
all of December dominated the 
ad. Olson’s Ace Hardware, Perk 
ins Hardware and Gorder’s Hard- 
ware participated in the promo 
tion. 

A cooperative ad showing the 


(Continued on page 88 
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BON-E-CON 


RIGHT 

for the job 
RIGHT 

for your purse! 
















No. ZDL-2: 20 Box wrenches 
BON-E-CON PYRAMIDS 
Here’s an eye-catching, self-selling display you can set up quickly 
anywhere—on counters, display tables, shelves, or in display cases. 
Broad base assures stability. Displays include the most popular, No. ZDL-3: 23 Combination wrenches 
fastest-selling sizes of open end, box, and combination wrenches. 
Prices, tool numbers, and sizes of all openings are prominently 
displayed—tools sell themselves, and many stocking problems 
are eliminated. 





You'll sell a lot more tools 
if you put these 


BON-E-CON MERCHANDISERS 


to work! 





BON-E-CON MERRY-GO-ROUNDS 

A tool department in only three square feet of counter space. Com- 
bines both display and self-service features. Tools include all the 
popular sizes in *,” and |,” socket drives as well as open end, box, 
and combination wrenches. Original cost is low, turnover fast, and 
profit high. 


You can get into the tool business right with Bon-E-Con Tools and Bon-E- 
Con merchandisers. Send the coupon in today to get the complete story. 





a ee ae ae ae 

| BONNEY FORGE & TOOL WORKS HA-633 | 

| ALLENTOWN, PENNSYLVANIA | 

| | want to know all about the Bon-E-Con Tools and Bon-E-Con 7 

| merchandisers. 

| 

7 Name | 

BON-E-CON | Firm a — | 
TOOLS | Address 7 
| City Zone State | 

ins casa: See Gene Gals SE GERD GUN GES GD US GD GD GD GD GD ED GD GY GS GD Go ee di 


BONNEY FORGE & TOOL WORKS ... ALLENTOWN ... PENNSYLVANIA 
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$2.50 suggested retail 
Wh" «x 1%" 


Solid brass, satin finish. Hardened 


shackle, cadmium plated. 5-pin tumblers. 
Key changes: all different. Packed one lock 


in a box, six locks in a carton. 








904 


steel 


Mf 





















$4.50 suggested retail 


SESAMEE PADLOCK — 


“the personal padlock 
without a key” 


Be sure to order a basic 
stock of fast moving, all- 
brass SESAMEE padiocks! 
Only ONE number per- 
sonally selected out of a 
possible 10,000 can open 
the lock. No complicated 
formula to learn — or for- 
get. Combination can 
easily be re-set. Rugged 
all-brass construction, rust- 
proof mechanism, and 
heavily cadmium plated 


case hardened shackle. Particularly suited for out-of-door use 


where complete safety and keyless 


convenience are desired. 


Packed one to a box, six in a counter display carton. 


436 437 


1%" x AM 
14” SHACKLE 


$4.65 suggested retail 
1 A “x1 1 a 
2',” SHACKLE 


438 
$4.75 suggested retail 
wy" x 1! Ad 
5’ SHACKLE 


AR 























P75B 
BICYCLE PADLOCK 
$1.35 suggested retail 
wy" x 154” 
Solid die cast steel case, aluminum 
lustre. Hardened steel shackle, 
cadmium plated. 6” shackle clear- 


ance. 5 disc tumbler security. 
Packed | dz. to box. 


For every price...for every use... 


to help 





906 
$2.80 suggested retail 
a x 1%," 
Solid brass, satin finish. Hard- 
ened steel shackle, cadmium 
plated. 5-pin tumblers. Key 
changes: all different. Packed 
one lock in a box, six in a carton 





$3.20 suggested retail 

2" x 154” 
Solid brass, satin finish. Hard- 
ened steel shackle, cadmium 
plated. 5-pin tumblers. Key 
changes: all different. Packed 
one lock in a box, six locks in a 
carton. 


_ Revised Prices 
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$1.35 suggested retail 

1%" x 154” 
Solid die cast steel case, alu- 
minum lustre. Hardened steel 
shackle, cadmium plated. 5 
disc tumbler security. 200 key 
changes. Packed V4 doz. to 
box. 


900 
$2.35 suggested retail 
1 He" 
Solid brass, satin finish. Hard- 
ened steel shackle, cadmium 
plated. 4-pin tumblers. Key 
changes: all different. Packed 








P65 

95¢ suggested retail 
V6" x Wy" 
Solid die cast steel case, alu- 
minum lustre. Hardened steel 
shackle, cadmium plated. 5 
disc tumbler security. 200 key 
changes. Packed '2 doz. to 
box. 


P55 
$1.10 suggested retail 
Vx 1 
Solid die cast steel case, alu- 
minum lustre. Hardened steel 
shackle, cadmium plated. 5 
disc tumbler security. 144 key 


PADLOCK 


you make the sale! 



















one lock in a box, six locks changes. Packed |4 dz. to 
in a carton. box. 
Ww 993A 
SEAL-LOCKS 


$4.80 suggested retail 

For the transportation industry 
| Cuts pilferage, minimizes delays in 
transit. Key cannot be inserted without 
breaking seal. Seal gives instant proof 
of tampering. Extruded brass case, with 
hardened shackle. 
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P95 
$1.75 suggested retail 
134" x DP," 


Solid die cast steel case, alu 
minum lustre. Hardened steel 


shackle, cadmium plated. 6-pin 
tumblers. 250 key changes. 
Packed |) doz. to box. 


P45 


55¢ suggested retail 
114" « 14” 
Die cast steel case. Steel 
shackle, nickel plated. 
Warded locking mechanism. 
4 key changes. Packed | dz. 
to box. 


P65R 

PERSONAL-SAFETY PADLOCK 

$1.45 suggested retail 

For electrical repairmen, 

boiler cleaners, etc. 

No chance for accident when a P65R 

Personal Safety padlock locks a 

dangerous switch or valve! Made 

especially for safety purposes. Solid 

die cast case, aluminum lustre. Hardened steel shackle, cadmium plated. 

Shackle opening: 234". Attached identification tag. 5 dise tumbler security. 

200 regular key changes. 700 possible key changes when so required. 
Can be keyed alike or master-keyed. 





NATIONALLY ADVERTISED 


Be sure of fast turnover 
with... 





CORBIN CABINET LOCK 
DIVISION 
THE AMERICAN HARDWARE CORPORATION 
New Britain, Conn., U.S.A. 








DEALERS WANTED 





RED HEAD 


LAWN TRIMMER 


Electric lawn trimmers are gaining popu- 
larity every day — it won't be long until 
hand grass trimming is a thing of the 
ast. You can get a BIG share of this 
aoa selling the new RED HEAD 
trimmer! Manufactured by one of the 
midwest’s leading metalworking firms, a 
firm with a reputation for producing only 
the best, the RED HEAD trimmer /ooks 
quality and /s quality. Look at these 
features: 


a/ Aluminum construction with beautiful, 
eye-catching anodized finish 

“/ Safe soft iron blade that resists chipping 

a/ Top quality 8000 rpm electric motor 

a/ Weighs only 3% pounds 

“/ Retails at only $19.95! 








Here’s a combination that’s a sure 
sales winner — 


* the right product at 
* the right price 
Write for full details today! 


The CINCINNATI 
VENTILATING Co. 


THIRD & MADISON, COVINGTON, KY. 




















Store Hours Publicized 


(Continued from page 81) 


Christmas Shopping Calendar in green. Changed hours—later 
from Nov. 23 through to Christ- than usual closing and opening 
mas Eve was used in Hazleton, are printed in red. 

Pa. Firms participating in the The retail unit of Jere Wood- 
newspaper program also- show ring Co. has participated in the 
special Christmas Shopping Cai- cooperative Christmas advertising 
endars in their windows. For program since its inception § tw 
those days on which usual shop- vears ago by the local newspaper 
ping hours are observed, the open- Woodring’s have also shown the 
ing and closing times are shown calendar in their store windows. 





Toy Give-Away Attracts Youngsters 





RICKBEIL’S 


Hardware-Furniture-Appliances 
WORTHINGTON, MINNESOTA 





TOYS! TOYS! & MORE TOYS! 


This is your invitation to visit our Basement 
Toyland. Present this letter when you come in 
and receive your Mystery Top Free. These are fun 
for young and old alike. You'll have to see it to 
believe it. It spins upright - then on its side and 
then completely upside down. It’s new!! It’s 
amazing} ! 


Singeyely yours, 






Rick find Toy Departme 


BOYS! GIRLS! LOOK! 


“Flip-Fop"MySTERY 1’ 3 
nner" BEB a 


This direct mail piece was sent to 4,000 people in the Worthington, Minr 
trading area by Rickbeil's hardware to build traffic for its toy department 
Because children had to be ac« ompanied by parents in order to receive one 







FuPS.y, 
om? 















of the free tops, good traffic was insured for the store's other gift departments. 
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In every community. ..on the farm, in the suburb or in the city 
... the dog population is increasing. It’s a ready market for 
Hodell Dog Chains... but you’ve got to display them so your 
customers will buy them. 

Hodell Halter and Dog Chains come completely assembled, with 
steel swivel snap, ring and toggle. Packed 6 or 12 to a carton, 
according to size. You can also order Hodell kennel and exerciser 
chains, dog couplers, chain choke collars. 

For complete information on the complete line of Hodell welded 
and weldless chains, ask your distributor or write for the 
Hodell Catalog. 


They may not want a dog chain when they come in, but they may be reminded that 
the neighbors are complaining about “Rover” roaming from home. Each display 
comes complete with 12 chains and 2-color metal display hanger. Assortments 
with attractive plastic handles in red, green and yellow also available. 





Put this attractive Hodell Dog Chain display where your customers can see it. 














HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 








SS 


ment. o, Oe al, > 
> one siecle Fasteners f /. Hodeli Chains Chester Hoists 
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Modernizes to Expand 


Attractive exterior of the 
firm's hardware and 
plumbing building adjoin 
ing a small modern shop 
ping center. 


Store Modernization 





Hardware Department Profits 


Wisconsin firm modernizes to permit better display of hardware lines. 
New layout helps expand plumbing and appliance volume as well 


Eric Schultz, at 6260 N. Port 
Washington Road in Milwaukee, 
had long operated a_ successful 
plumbing and appliance business, 
but with hardware lines in the mi- 
nority. 
displays in his building adjoining 
a new and modern, but small shop- 
ping center to feature hardware on 
the main floor, appliances and 
plumbing equipment in the base- 
ment. 

With hardware and housewares 
in the 20x25-ft showroom on the 
first floor sales for the entire busi- 


Recently he rearranged 


90 


ness have had a sizable increase. 
department was 
planned and fixtured by the Wis- 
consin Retail Hardware 
tion. 


The hardware 
Associa- 


Because he has the only hard- 
ware store this far north in 
Milwaukee’s suburban area, Mr. 
Schultz also stocks such items as 
detergents and some notions, in 
addition to tools and paints. 

He is aiming at the neighbor- 
hood trade, trying to get traffic into 
the habit of stopping in at the 
hardware store when shopping for 


yroceries and other items at the 
adjacent shopping center. 

Mr. Schultz says, “Our hardware 
department is making an impres- 
sion on many of these shopping dis 
trict customers. We are making 
contact with many new customers. 
We are shortly going to launch a 
direct mail campaign to a selected 
group of prospects, calling atten 
tion to our hardware and gift de 
partment, as well as plumbing and 
appliances.” 

The new plumbing and appliance 
room in the store’s basement i 
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Eric Schultz, left, explains operation 
of a garbage disposal unit in a cab 
inet sink in his model kitchen, to a 
prospect. 


20x50 ft. and enables Mr. Schultz 
to show many plumbing and bath- 
room items. He has a_ model 
kitchen with sink, cabinets, dish- 
washer and other major units in 
operation. 

“We find that most prospects are 
very willing to go downstairs to 
look at plumbing and appliance 
items,” declares Mr. Schultz. 

“Prospects like the privacy of 
such a special department when 
talking over their plumbing or 
appliance requirements and financ- 
ing.” 

Mr. Schultz, in addition to using 
newspaper advertising, plus a di- 
rect mail advertising campaign, also 
loans decks of playing cards to 
women’s clubs in the area. These 
carry Mr. Schultz’s name and stress 
the kitchen remodeling service. 

Part of the copy states, “Free 
estimates on complete kitchen re- 
modeling dishwashers, dispo- 
sals, formica and vinyl sink tops, 
including electrical work. We do 
the complete job.” 

With 16 to 32 women playing 
cards at one time at a party and 
with each woman holding and look- 
ing at cards held by herself and 
her friends, the name Schultz and 
What it stands for in sales and ser- 
vice, is impressed upon the minds 
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Five levels on this island show a wide variety of home cleaning and do-it 


yourself merchandise. 


of many women during the game. 
“After the party, the club secre- 


tary brings back the decks to me,” 
states Mr. Schultz. Sometimes one 


club will borrow five to 10 decks. 


It’s good advertising for us. We 


have traced quite a few jobs to this 
medium.” 

In a recent mailing to acquaint 
people in his trade area with his 
expanded hardware, plumbing and 
Schultz 


appliance service, Mr. 


mailed, by permit, 10,000 6x9-in. 
circulars, each containing eight 
pages. The cost was approximatel) 
$350, for printing and postage 
Many new customers, some for ex- 
tensive kitchen jobs, were secured 
through this mailing. Mr. Schultz 
intends to make more seasonal mail- 
ings of this type for he believes 
that it is an excellent way to reach 
some prospects who might not 


otherwise be contacted. 


91 








12 Proved Profit-Makers 
Dealer! 


for Ever 
STER 


Bae a 
KESTER 


METAL MENDEAR ® 


\ SOLDER 












stem 
SOLDER 


KESTER 
SOLDER 


KESTER 


RADIO 


SOLDER 


° @ KESTER ° 


RADIO SOLDER 
Rosin-Core for 
everything electrical 


© KESTER PLASTIC ° 
ROSIN-CORE SOLDER 
Radio-TV, etc. 

1 and 5 Ib. spools 


KESTER w 
ACID-CORE SOLDER 
General Work; 
1 ond 5 Ib. spools 


KESTER 
METAL MENDER 
Acid-Core; 
25c package 











rr 
Mentan 
So.wen 


KESTER 



















TER ° ° KESTE 










® KESTER 9 o sOKES r @ © KESTER ® 
“RESIN-FIVE” SOLDERING PASTE SOLDERING PASTE SOLDERING FLUX 
SOLDER Handy 2 oz. tin 1 Ib. economy size (Liquid) 













All-purpose; 
4 o2. bottles 


Kesten 
So.oen 


KESTER pie 
SOLDER 


nn 

o Kester = ¥/ 0 
ees “age “SOLDERING 
“ ‘ ar SIMPLIFIED" 

Just Add Woter Free: 16-page booklet 
for your customers. 

"Tells ‘em 
how to do it.’’ 


More active flux; 
1 and 5 Ib. spools 





































© xesteR ORME ester ° 
BAR SOLDER SOLID-WIRE SOLDER 

Convenient shape; True alloys; 

1 Ib. bars 1 and 5 Ib. spools 
















Your Customers know KESTER... 
Makes it Easier to Sell! ' 
Nationally advertised ... nationally known 
Q ... Kester Solder enjoys real customer acceptance. 
“7 Confidence in any product means greater sales; 
stock Kester and you'll really profit! 


Cash in on the Home Repair Market! 
More and more, the “man of the house” is turning to 
repair and hobbycraft work for economy and relaxation. 
He needs solder .. . and Kester’s “Soldering 
Simplified” booklet tells him how to use it. 
Get your free copies right away! 


KESTER 


KESTER SOLDER COMPANY 
4207 Wrightwood Avenue, Chicago 39 
Newark 5, New Jersey © Brantford, Canada 


Sell KESTER and you sell the BEST! 


SOLDER 
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The New Tax Law 
(Continued from page 54) 
chandise on the instalment basis, 
you can defer the gross profit to 
the year when you collect. 
Receipts of unrestricted advances 
and deposits give you income this 
year, even if the full cost 
vicing or delivery comes next year. 


of ser- 


Trade discounts on sales in this 
year reduce this year’s income, cash 
discounts cut your income when the 
customer takes the discount. But 
you can set up a reserve to get a 
current deduction. 

Changes. It is a 
under the new 
switch around 


Accounting 
deal 
choose or 


great easier 
code to 
your accounting methods. 

For one thing, you can use a 52- 
week or 53-week year instead of a 
calendar or fiscal year ending on 
the last day of a month. An ad- 
vantage is fewer adjustments on 
your tax return. You, for instance, 
can end your year at the end of a 
working week and so take inven- 
tory over the week end. 

If you are an instalment dealer 
reports on the accrual basis 
you can shift to the instalment 
basis without paying a double tax 
on the income already reported un- 
der the accrual method. 

You can now set up reserves for 
future estimated costs and deduct 
these set-asides from income. The 
code allows you to make provisions 
for repairs or replacements under a 


who 


guaranty, cash discounts, sales re- 
turns and allowance, freight allow- 
ance, quantity discounts, vacation 
pay, self insurance against injury 
and damage claims and other known 
or estimated future expenses. A 
word of caution: check carefully 
to see just what the law says you 
can and cannot do. Estimated re- 
serves will have to be reviewed each 
year. If they are too big, the ex- 
cess must be added back to income. 

If you receive prepaid income 
you do not have to include it all in 
your taxed income for the year in 
which receive it. You can 
spread it over the period in which 
you will earn it as long as that is 
not more than five ahead 
But you have to choose to spread 
this income; otherwise, it is taxed 
in the year you receive it which is 


This 


you 


years 


the way the old code reads. 


(Continued on page 98) 
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hy: 


a great new line of 


Forged TU FF -TEST Steel 


Wrenches by NONE BETTER 


ENGINEERS - LONG BOX - COMBINATION 


Heavy Duty and Light Duty Sets 
in Screw-Tight Metal Clips 
These new TUFF-TEST Forged Steel Wrench Sets are 
strong on profits for you! Drop forged steel, hardened 
and tempered for long wear—Superbly balanced—Precision 
broached—Zinc plated, rust and corrosion-resistant finish. 
All at sales-active prices! 



















































5 PC. ENGINEER’S SET 


ee a MADE BY THE MAKERS OF THE FAMOUS NONE BETTER ALLOY 
Polished or Unpolished Heads STEEL TOOLS—TOP STANDARD IN THE HARDWARE INDUSTRY 
Powerful Sales Aids for Hardware Dealers! 
Tool Display Stocking Boards 
Action Boards—Floor Display Racks 





6 PC. ENGINEER’S SET 

Heavy Duty—Openings 3/8" to 1” 

Light Duty—Openings 5/16” to 7/8” 
Polished or Unpolished Heads 






5 PC. COMBINATION SET 
Openings 7/16” to 3/4” 
Polished Heads 


6 PC. COMBINATION SET 
Openings 3/8" to 3/4” 
Polished Heads 


ei) 5 PC. 45° LONG BOX SET 


Light Duty—Openings 3/8” to 7/8” 
Unpolished Heads 






6 PC. 45° LONG BOX SET 
Heavy Duty—Openings 3/8” to 1” 
Unpolished Heads 





THE NEW BRITAIN MACHINE CO. * NEW BRITAIN, CONN. 
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STANLEY 
No. 241 Hinge 


against any made 
anywhere in the 
world. 













Made of smooth 
steel, toughened by 
cold rolling. 


Patented, self-seat- 
ing, non-rising, lu- 
bricated pin. Flat 
button tips. 


Precision manufac- 
turing makes every 
hinge identical — 
uniform. 






Clean, accurate 
machine-cut coun- 
tersinking. 


Exclusive hole in 
lower tip for easy 
pin removal. 





it’s worth more 
it’s the standard 


of the world! 


Smooth square corners, or RD241 with 
rounded corners for machine mortising. 
Also available in bonderized finish for 
painting. Ask your wholesaler, or write 
The Stanley Works, New Britain, Conn. 


F te fF 7 
REMEMBER 4 SIA THREE HINGES TO A DOOR 


[STANLEY] 
Hardware 


TOOLS * ELECTRIC TOOLS + STEEL STRAPPING + STEEL 
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Gift Preview Draws 150 


The Coast Hardware in Studio 
City, Calif., staged a private, spe- 
cial invitation Christmas Preview 
to center interest in its Christmas 
gifts last year and attracted 150 
guests from among its charge ac- 
count customers. 

The private showing of new 
Christmas stock was promoted with 
a special letter sent to 400 accounts 
and included a preview card which 
had to be presented for admission 
to the store. The return to this let- 
ter was about 38 pct. 

The letter emphasized that the 
preview was private, would be de- 


voted entirely to new Christmas 
gift merchandise, and was being 
arranged as a form of thanks to 
those who had given the store their 
patronage. 

Briefly discussed in the letter 
were the china and gift depart- 
ments, the housewares department 
and in a special bid to the men, the 
power tools and garden shop were 
referred to. Also mentioned were 
the fact that all purchases would be 
gift wrapped and there was a re- 
minder about the store’s Lay-away 
plan and its gift certificates. 





C@4AST 


hakdware 


Re 

| RRR IE = EN. 

RE Re RN mc ornate 
Dear Mr. @auuip: 


shopping crowds, 


ping enjoyment. 
shopping. 
the homemaker. 


with useful items. 
fully Christmas wrapped. 


Encls. 
FWK/t 





eo 12169 VENTURA BOULEVARD, STUDIO CITY, CALIFORNIA 


We would like to take this opportunity to 
thank you for your patronage and to extend an in- 
vitation to you to visit our store on Friday Evening, 
December 4th from seven until ten. 
private "preview" showing of our new Christmas stock. 
We feel sure you will be glad to browse or shop in our 
gift aisles at ease, without the pressure of the daily 


We hope you will be pleased with the many improve- 
ments we have made in the past year to insure your shop- 
Our China and Gift Departments offer 
a wide selection of items to aid you in your Christmas 
Our Housewares Department carries all] better 
makes of appliances and practically any item needed by 
For the men we offer a large selection 
of power tools and equipment and a Garden Shop filled 
As usual, all gifts will be beauti- 
Be sure tc ask about our 
Christmas Lay-away plan and our Gift Certificates. 


Kindly present the enclosed card at the door when 
you visit us on the above date. 
Very truly yours, 
COAST HARDWARE, INC. 


4 itu W. Kotntw 


Frank W. Koenen, President 


SUnset 2-062! 
STanley 74568 


December 1, 1953 


This will be a 











This letter was mailed to 400 customers with a small admittance card 
to Coast Hardware'’s private gift preview. 
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for new homes or old! 









Wua-GARD 
AUTOMATIC DOOR BOTTOM 















UP .uro. Forall doors—inside or out. 
matically to Completely solves old prob- 
pal “ee lem of clearing rug or floor 
opens every time door opens. 

Smartly designed with 

silvery-satin finish—will not 
DOWN rust or tarnish. Furnished 
ated sie: in standard lengths—28”, 
floor when 32 , 36",42” and 48”. Packed 


door closes = jn. individual cartons. 






















DOOR BOTTOMS 


Made of extra thick wool felt and 
heavy gauge stainless steel, brass or 
aluminum. Standard lengths—28”, 
30", 32”, 36", 42” and 48”—packed 
Y doz. same length to carton. Special 
lengths available. 









Available in stainless 
steel or bronze. Packed 
2 ways—six 18 ft 
rolls in free display 
carton, or in 100 ft 


and 200 ft. individual | 
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NWu-Glaze 


GLAZING COMPOUND 


Nia (Atk 


CALKING COMPOUND 
ss The world’s best calk- SP 


Always Stays “put’’! Packed in ous ques? aay ee ee ¢ nn (8) ee 
. . in andy toads, or 

cans—]A pint, pint, quart and Ny- pint, pint, quart and \ee Bea 

: 5 . gallon cans, also 5 gal- 

in drums 25 Ibs., 50 Ibs., 100 eget ge get at wees 

Ibs. and 880 Ibs. drums—gun or knife \sp 


grade 10- Wea” coe 


\ sa a | 
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——— 























ORDER DIRECT TODAY! 


I alle) lele mie1ti cde len am asia 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 








STOCK 'EM... Display Sells $1,200 Worth of Tree Ornaments 





, 
poe EM... — hiae way to sell colorful Christ- the island while boxed assortments 
U'LL SELL ’EM! _— tree ornaments—lights, balls, were shown on the bottom and top 
fittings, etc., is to take them out of shelves. 
the boxes, display them in mass, and The tree ornaments in the bins 
let them sell themselves, Charles made a colorful, eye-catching dis- 
Marlow, who operates the Clare- play. These were priced singiy and 
mont Hardware in Everett, Wash., by the pair as well as by the box. 
has discovered. This method re- Thus many small sales were made t 
sulted in a $1200 volume last customers who only wanted a few. 
Christmas. When customers made their selec- 
To achieve a mass display of tree tions, each ball was wrapped in tis- 
| ornaments, Mr. Marlow assigned sue and put into a paper sack. 
one large shopping island to their In turning his candle stock of 50¢ 
| display. The various sizes, types, to $1 items into best-sellers, Mr. 
| and colors of Christmas balls were Marlow built a special display on 
| separated into glass-binned com- the upper half of which he massed 
|} partments on the middle enelf of the different varieties. 














No. 
201-N.E. 


There never was a bet- 
ter time to sell Klein 
pliers—to the profes- 
sional workman...to 
do-it-yourself shoppers. 
They both want qual- 
ity tools that fit the job. 

All Klein pliers are 
made of finest tool steel 
—precision fitted— 
individually tested. 
Tops in quality “since 
1857.” Keep a repre- 
sentative stock always 
on hand. You'!l sell’em! 





One entire display island, with its center shelf a mass display of colorfu! 
balls, was the main factor in creating a $1,200 volume in ornaments. 


Write for your 

free copy of the 

No. 203 Klein Pocket 
Tool Guide 
Today! 





DISTRIBUTED 
THROUGH JOBBERS 


Foreign Distributor: 
International Standard 
Electric Corp., New York 
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| Candles, when dispersed on different gift displays throughout the store ha 
| been slow-movers, until they were shown in a mass display. 
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THE FERRY CAP & SET. SCREW co. 


2155 SCRANTON ROAD °e 








\ 
- 


“SHINYHEADS” 


America's Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws — 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel — bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size —not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


% 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
tod bolts by the cold upset process. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 


SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin q 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
pence ent —hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental! purposes. Steel in- 
sert — steel cover Finish: plain, 
ser lated, cadmium plated. Size: 


3/4",1 8/16’ across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel heza- 
gon nut fits snugly into shell. 








j 
/ 
j 
f 
a 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 












* 
SPECIALS 


furnished to 
BLUE PRINT 
PECIFICATIONS 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 























insect Screening 


MARKED & MEASURED 


to save you time 
»«.make you money 
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What’s more, New York Wire Cloth Company, one of the oldest and largest 
manufacturers of insect screening, provides you with three outstanding brands. 
All are made to exacting tolerances and guaranteed to meet U. S. Dept. of 
Commerce Commercial Standards 138-49...with these extra quality features: 
Multi-Strand Edge... holds tighter, tacks flatter. 

Even Mesh... there is no more accurately woven screening. 


Lays flat when unrolled... for easier handling in store and on job. 


Available in any widths... up to 48” (aluminum up to 72”) 100 ft. rolls. 
Securely cartoned, arrives and stores without damage. 


All this in three great brands, long known as the best. 
Ge. . heavily galvanized hard-drawn steel wire. 
ALDURA .- Alclad Aluminum alloy, never rusts 

or streaks, needs no painting. 
LIBERTY BRONZE . antique or bright finish, never rusts. 


also: 


URALL | 7 
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NEW YORK WIRE 
CLOTH COMPANY, INC. 
York, Pa. 
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The New Tax Law 


(Continued from page 92) 


change suggests an _ inexpensive 
way to finance your business. Of- 
fer discounts for advance pay- 
ments. If the discounts are less 
than the interest you would other- 
wise pay for the use of the money, 
you’re ahead. 

Hybrid accounting methods are 
all right, under the new code. For 
instance, you can use the accrual 
method te report pur- 
chases, a cash basis for deductions 
for rent, wages, interest, insurance. 
This gives official approval to small 
business firms to use whatever ac- 
counting methods best suited to 
their operations without having to 
adjust their books of account for 
tax purposes. 


sales and 


Other Changes. Here are a few 
other changes to check on. 

Organizational expenses of a 
corporation such as legal fees, stock 
taxes, etc., can now be written off 
over a period of five years or more. 
Formerly you could not take them 
until the corporation ceased doing 
business. 

Corporate charitable contribu- 
tions in excess of 5 pct limitation 
now benefit by a carryover to two 
succeeding years provided they are 
within the 5 pct limit for those 
years. 

Distributors and dealers now 
benefit by application of capital 
gains rates to payments they re- 
ceive upon cancellation of their 
franchise or distributorship. How- 
ever, they must have made substan- 
tial investments in the facilities of 
the distributorship. 

Stockholders of closely held cor- 
porations are now eligible to share 
in the tax advantages of restricted 
stock options. 

These are but a few of the new 
concessions available to business in 
the new tax code. You’ll be wise to 
consider the list as just a starting 
point and follow the specific advice 
given by your tax adviser. 


The second article in this series 
will be published in the next issue 
of HARDWARE AGE. /t will point up 
some of the things you can do at 
little or no cost to improve your 
employees’ morale. 
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Only CPZahonal new adding machine gives you: 






LIVE KEYBOARD 


SAVES UP TO 50% HAND MOTION! Now 
you can add and list without touching a 
motor bar —a great saving of effort for 
operators. No wonder they like it! 

Amounts are added and printed the 
instant they are set on the keyboard—be- 
cause every key is electrified! No more 
“back and forth” motion from keyboard to 
motor bar — because every key is also a 
motor bar. The only completely elec- 
trified Adding Machine! 

National’s “feather-touch” action 
makes it easier than ever to press com- 
binations of keys at one time—more time- 
and-effort-saving! All ciphers print auto- 
matically—still more effort and time saved! 
At the end of the day operators feel fresher 
—and they have accomplished more with 
less effort. 


Now you can forget 
the motor bar 


























plus all these other features— 


1. Automatic clear signal. 5. Large answer dials. 










Subtractions in red. 6. Easy-touch key action. 


I 

3 Automatic credit balance in 7 Full-visible keyboard, 
* red. * automatic ciphers. 

4. 


Automatic space-up of oa Rugged-duty construction, 
tape to tear-off line * compact size for 
when total prints. desk use. 





*TRADE MARK REG. U.S. PAT. OFF 


Saves up to 50% hand motion 


* 
For demonstration phone nearest National office Wational 


; F ADDING MACHINES + CASH REGISTERS 
or National dealer, ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, pvarron 9, on10 


949 OFFICES IN 94 COUNTRIES 
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i ends to you 
)zf Season's Greetings today 
<7 None can be warmer.... 


We make them that way! — 
PS, 1955 wilh be our, 50% Annies ” 4 Year i 
















_ with these 
ED) high-quality 
jp _ fast-selling 


BRUSHES 


Put this good-looking dis- 
play of quality household 
brushes in a good traffic 
spot and watch your brush 
sales climb. Profits, too 
—not just 3314%, but 


a full 374%4%—for you. 
famous name... famous brand 


KELLOGG BRUSH MFG. CO. 
Westfield, Mass. 


colorful merchandise ... 
appeclingly displayed 





Washington 


NEWS and Views 








(Continued from page 10) 


New Tax Form Markings 
Expose Income Bracket 


Despite complaints from business 
men, income tax forms to be mailed 
out by the Internal Revenue Ser- 
vice will bear a tell-tale colored 
stripe. 

The stripes will reveal at a glance 
to anyone who happens to see them 
poking out of a mailbox whether a 
taxpayer last year reported more 
or less than $10,000; more or less 
than $5,000, and whether he ow: 
a business. 

Justice Department attorneys 
have called the forms in the ‘“‘twi- 
light” zone of legality. It is illegal 
for exact income figures to be re 
vealed. 

For incomes of less than $5,000, 
the forms will bear terra-cotta 
stripes; for incomes of more than 
$10,000, they will bear yellow 
stripes, and businessmen will vet 
blue-striped ones. 


Long Thanksgiving Holiday 
Extends Sales Opportunity 

Four-day Thanksgiving week- 
ends are coming into use by more 
companies, and alert dealers are 
planning special sales events to 
take advantage of the extra shop 
ping day in the  pre-Christmas 
season. 

This year, at least 20 pct of in- 
dustrial concerns granted employees 
an extra day off, and 73 pet worked 
their people. The trend is appar- 
ently more pronounced in the East, 
especially in the Northeast. 


High Schools Expanding 
Job Training Program 

An increasing number of high 
schools are adding job training 
courses to their curriculum for stu- 
dents who don’t expect to go to col- 
lege, but who intend to look for 
jobs and want preliminary train- 
ing. 

Included in the courses are sell- 
ing; repairing of radio, auto, tele- 
vision and aircraft; retail buying, 
and advertising. 

(Resume reading on page 11) 
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pal PLUS fot the Housewares Buyer 





Exhibitors 





and more products than ever before 


22nd NATIONAL 


HOUSEWARES EXHIBIT 


January 13-20, 1955 


(EXHIBIT NOT OPEN SUNDAY, JAN. 16) 


PIER plus Drill Hall, Chicago 





EEPING a step ahead of the rapidly expand- and Manufacturers. In no other way, and at no 
ing housewares industry is the “big job” of other place, will you see so much new merchandise 
the NHMA. For the Chicago 1955 Exhibit and get so much business information in so 
we have acquired the Drill Hall plus Navy Pier short a time. 
to enable us to accommodate many additional . ' , 
aes : y The Drill Hall is located across the street from 
exhibitors and to give you — the Buyer — the ~~ 
Navy Pier. Buyers are urged to take advantage of 


biggest PLUS in the industry’s history. There will 
be more €xhibitors and more products than ever 
before. All the manufacturers’ top executives will 
we on hand to discuss problems of mutual interest. 


It will be a National Exhibit in scope as well as Thete is Nt Substitute 


in character — from the standpoint of both Buyers 


this plus in exhibitors and products by visiting all 
displays in both halls, It could mean a p/us for your 
business in the competitive year ahead. 


+ the National Housewares Exhibit 





NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 
1140 Merchandise Mart, Chicago 54, Illinois 
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Since 1810 


| FAIRHAVEN, MASS. e¢ 





SAVE TIME! 
SAVE MONEY! 
GAIN PROFITS! 


How can you give your customers 
top quality while you save your 
own time and effort... and make 
more money, too? Easy! Just 
order from one source ATLAS. 

Get tacks, nails, staples, glazier 
points, rivets, glides —- thousands 
of allied items to choose from — 
all with one order, one bill, one 
check to one wholesaler. Less 
paper work, uniform delivery, 
easier to inventory! 

ATLAS quality is known the 
world over. Ask your whole- 
saler to show you the complete 
ATLAS line — and explain how 
you can increase profits 5% or 
more by concentrating on one 
source of supply. 


Atlas Corr. 


Makers of the largest variety 
of tacks and nails in the world. 


























Convention Check List 





Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 














cago, and Jan. 31-Feb. 3 at the 71st 


Infantry 
York City. 


Regiment Armory, New 
Sponsored by the Gar- 


den Supply Merchandise, 1901 St. 


Paul St., Baltimore 18, Md. 


Heating and Ventilating Exposition 
(International), 


Jan. 24-28 at Con- 


HARDWARE AGE, DECEMBER 9, 


mplete details abou it the conventions listed by dates below see 
the alphabetical listings following this quick check list. 
1955 13-16 California Hdwe. Show 
13-16 Portland Gift-Housewares Show 
January 14-16 New York Hdwe. Show 
9-11 Garden Supply Show (Chi.) 15-17 Michigan Hdwe. Show 
10-12 Janney Dealer Show 15-17 Nebraska Hdwe. Show 
10-12 Penn. Atlantic Seaboard Hdwe 20-22 Tennessee Hardware Show 
Show 20-24 Pacific Northwest Gift-House- 
12-14 Southern Industrial Distributor wares Show 
Meeting 21-23 New England Hdwe. Sho 
13-20 Independent Housewores Shc 21-23 True Value-Auburn Dealers Show 
13-20 Nat. H ;-Appl. “Sho 21-25 New York Gift Show 
16-21 Lamp Show got ww York 22-24 Carolinas Hdwe. Show 
17-18 Wisco Hdwe. Show 22-24 Pac. Southwest Hdwe. Show 
17-19 Western Hdwe. Show 22-24 W. Virginia Hdwe. Show 
18-19 No. Dakota Hdwe. Show 27-28 Mississippi Trade Show 
23-25 Intermountain Hdwe 28-Mar. | American Sply. & Mchry 
23-26 Ace Annual Convent Mirs. Meeting 
24.28 Heating-Ventilating St 
pid Indiana Hdwe Show March 
25 Mich. Employees Sales ey eee 
25 27 Minnesota Hdwe. Show 3 c 
= rs &- 8 Florida-Georgio Hdwe, 
25-27 Mount. States Hdwe. Conv \ c 
_ . : 6- 8 Virainia Hdwe. Show 
30-Feb. | No. Coast Hdwe. Show 7-16 To “a 4 Witinis Sesel 
b. | American Hdwe. Sply. C oy Fair ew York 
“ es : er 8-10 Illinois Hdwe Show 
Pa art 8-10 Missouri Convention 
at-Fem. © Kentucty Hows. Shee 27-30 Gift Show in Philadelphia 
31-Feb. 2 Texas Hdwe. Show c ie c 
p ; 29-31 So. Dakota Hdwe. Show 
31-Feb. 3 Garden Supply Show (N.Y 
February April 
’ ae EE gate 
1.) Wenaacte Bilan: Sew 10-14 Southern Hardwa onventio 
3- & Western Gift-Houseware J 
6- 7 Louisiana Convention une 
6- 9 Coast-to-Coast Stores Show 17-18 Tex. Wholesalers-B ters Conv 
6-10 Nat. Sporting Goods S 
7- 8 Tri-State Hdwe. St July 
hi ddw how - , - ‘ 
9 Bi Olu oo ~7 11-14 National Retail Hardware Ass 
Sot me ide te 11-15 Nat. Housewares-Appl. Show 
8-11 lowa Hdwe. Show 
9 Conn. Hdwe. Convention 
+ 
13-14 Arkansas Hdwe. St Auges 
13-15 Cotter & Co. Show 7-12 National Fist ng Tackle Show 
National Events 
Garden Supply Trade Shows, Jan. vention Hall, Philadelphia, Pa. 
9-11, at the Hotel Sherman, Chi- Sponsored by the American Society 


of Heating and Ventilating Engi- 
neers and under management of 
International Exposition Co., 480 
Lexington Ave., New York, N. Y. 


Independent Housewares Exhibit, 
Jan. 13-20 at the Morrison Hotel, 
Chicago. Show manager, Jules 


1954 
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BOONTONWARE’S 
FULL CHRISTMAS PROFITS 


. +4 . . 
Full mark-up Are you going to get your full profit Price — appeal BOONTONWARE, a proved lively gift 
this year from the items you always sold for Christ- item, offers price appeal for all your customers . 
mas? BOONTONWARE carries full mark-up, gives you gifts from as little as $2.25 up to $34.50! 


full profit on Christmas sales. 
Promotion BoonToNWare puts a powerful Christmas 


Volume Boontonware has proved one of the largest Campaign behind your selling. This Christmas, 46 
volume producing items in hardware-housewares million people will see the Boontonware window 
stores. Boontonware Christmas sales generate equal shown here in big, full-color natidnal ads in McCall’s, 
dollar volume for 90 days after Christmas. 40% to Ladies’ Home Journal, Country Gentleman, Living 
60% of Boontonware volume is done in December. for Young Homemakers, and House & Garden.... 


Guaranteed Against Breakage 


This Boontonware window just as featured in 


national advertising is available to you... contnt Wate. 


and it doesn’t cost you a dime. 


Melmac dinnerware at its finest! 


Ask your distributor now for details ! 


All prices slightly higher Denver and Woot 


*Written one-year guarantee comes with every purchase. BOONTON MOLDING COMPANY, BOONTON, N, J. 
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CHAMPION ‘irr MAIL BOX 





Champion No. 9906 Mail Box is the first well-designed box large 
enough to receive all the mail delivered to homes, including “Life” 
and “Saturday Evening Post.” 


© Profitable @ Rustproof 
© Good Value @ Reasonably Priced 


The 
HIRWIVUAMIRVIVULAL Te Ae 


GENEVA, OHIO 
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we 


Are you selling 
PURITAN SASH CORD 
only for window cord ? 


— You 
CAN 
b SELL 

it ' 
Leer 4 OUT'OF 5 
aaa HANKS 
FOR 
OTHER 
USES! 





<—2% 
clothesline © trunk lashing * boating °* 
camping * guidelines * farm utility cord * 
trellis * tourist utility cord © do-it- 
yourself furniture * scouting * 








7) / e PURITAN 
, e SOUTHGATE 
e KENDALE 











PURITAN CORDAGE MILLS, Snc. 


LOUISVILLE, KENTUCKY 
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Karel, 8 South Dearborn St., Chi- 
cago 3. 


Industrial Supply Convention, April 
17-20, at Cleveland, Ohio. Spon- 
sored by the American Supply & 
Machinery Mfrs. Assn., W. B. 
Thomas, Hunter-Thomas  Associ- 
ates, Keith Bld-., Cleveland, busi- 
ness manager; the National Indus 
trial Distributors Assn., 1900 Arch 
St., Philadelphia, H. R. Rinehart, 
executive secretary; the Southern 
Industrial Distributors’ Assn., 712 
Volunteer Bldg., Atlanta, Ga., F. 
L. Pugh, secretary-treasurer. 


Lamp Show, Jan. 16-21 at the Hotel 
New Yorker, New York City. Un- 
der George F. Little Management, 
220 Fifth Ave., New York 1, New 
York. 


National Fishing Tackle Show, Aug 
7-12, at the Conrad Hilton Hotel, 
Chicago. 


National Housewares & Home Appli- 
ance Show, Jan. 13-20, at the Navy 
Pier, Chicago, and July 11-15, at 
Convention Hall in Atlantic City, 
N. J. Sponsored by the National 
Housewares Manufacturers Assn., 
1140 Merchandise Mart, Chicago 
54. A. W. Buddenberg, executive 
secretary. 


National Retail Hardware Association 
annual congress, July 11-14, at 
Hotel Statler, Buffalo, N. Y. Man- 
aging director, Russell R. Mueller, 
964 N. Pennsylvania St., Indianapo- 
lis, Ind. 


Retail Equipment Show — National 
Retail Industry Show—of store, of- 
fice and warehouse equipment, Jan. 
7-11 at Madison Square Garden, 
New York City. Sponsored by Store 
Modernization Institute, 20 E. 55 
St., New York City. 


Sporting Goods Show and Convention, 
Feb. 6-10 at the Morrison Hotel, 
Chicago. Sponsored by the National 
Sporting Goods Assn., 1 No. La- 
Salle St., Chicago 2, G. Marvin 
Shutt, secretary. 


Toy Fair, March 7-16 at the McAlpin 
and New Yorker Hotels and in per- 
manent manufacturers’ showrooms 
at 200 Fifth Ave., 1107 Broadway 
and other nearby locations. Spon- 
sored by Toy Manufacturers of 
U. S. A., Inc., 200 Fifth Ave., New 
York City. 


Regional Events 


Ace Annual Convention, Jan. 24-26, 
at Conrad Hilton Hotel, Chicago. 
Convention manager, Arthur Kraus- 
man. 


American Hardware Manufacturers 
Assn. in joint convention with the 
Southern Wholesale Hardware 
Assn., April 10-14, at the Palm 
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refrigerator ch alae 





you have a ready-made market for Valley Forge Creations! Think of it! 


15 million refrigerators now in use—1 million new ones every year 
and Valley Forge offers you 3 hot new space savers which make every 
single one of those refrigerators extra useful to the housewife! Don't 


miss this chance! 


... you have a real opportunity to sell 





NOT 1...NOT 2...BUT 3! 





VALLEY FORGE CREATIONS 
all beautifully packaged to move fast 


Item 207P—Unbreakable REFRIG- Item 301—FREEZARRANGER — Item 203?—Unbreakable RE- 


FRIGARRANGER Container Set 


2 heavy, bright-plated, rust-resistant 
—3 polyethylene containers with 


ARRANGER—6 polyethylene con- 





tainers, 6 transparent snap fitting 
lids in a bright, zine-coated, heavy 
metal rack. Entire set slides into 4 
inches of shelf space—saves the equiv - 


alent of one cubic foot of refrigerator 


space. Youcansell these like hot cakes! 


MADE TO MAKE REFRIGERATORS MORE USEFUL 
Backed By Solid Sales Promotion Program 
Write NOW for complete information, price lists, etc. 


VALLEY FORGE CREATIONS. INC. 


slide-easy trays, each with five com- 
partments for holding frozen food 
packages upright. Trays stack one on 
top of the other, hold ten packages 
in only 6 inches of shelf width. Lets 
housewife FILE packages neatly, 


conveniently. An easy seller! 


transparent snap fitting lids... A 
two-way seller: they fit’ the door 
shelves of modern refrigerators; they 
fit all Refrigarranger trays. Sell them 
for shelf-in-door use. Sell them as 
replacements to over a million 


REFRIGARRANGER owners. 


211 West Front Street. Media, Pennsylvania 
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Any type 
they need 


Marshall-Wells Associate Stores Con- 
gresses: for Duluth and St. Paul 
Branch, at Duluth, Minn., Feb. 7-9; 
for Billings Branch, Billings, Mont., 
Feb. 11-12; for Spokane Branch, at 
Spokane, Wash., Feb. 14-15; for 
Portland and Seattle Branches at 

American Hardware Supply Co. Mer- Portland, Ore., Feb. 21-23. Spon- 
chandise Fair and _ Stockholders’ sored by the Marshall-Wells Co., 
Meeting, Jan. 31-Feb. 1, at company Duluth 1, Minn. 
headquarters, 41 Terminal Way, 
South Side, Pittsburgh 19, Pa. 


Beach Biltmore, Palm Beach, Fla. 
Secretary, AHMA, is Arthur L. 
Faubel, 342 Madison Ave., New 
York, New York. Managing direc- 
tor, SWHA, is T. W. McAllister, 
814 Metcalf Bldg., Orlando, Fla. 


Our Own Hardware Co. Spring Con- 
vention and Trade Show, Feb. 16- 
18 at company headquarters, 618 
No. Third St., Minneapolis, Minn. 


| American Supply & Machinery Mfrs. 
Assn., Inc., regional meeting, Feb. 
28-March 1 at Philadelphia, Pa. 
Hunter-Thomas Associates, 2130¢ 
Keith Bldg., business manager for 
the Association. 


Pacific Northwest China, Glass, Gift, 
Jewelry, Stationery, Toy and House- 
wares Show, Feb. 20-24, at Audi- 
torium, Olympic and New Washing- 
ton Hotels, and Terminal Sales 
Bldg., Seattle, Wash. 


Builders Hardware Conference (Pac- 
ific Coast), April 24-27 at the 
Arizona-Biltmore Hotel, Phoenix, 
Ariz. Sponsored by the Southwest 
Chapter of the American Society 
of Architectural Hardware Consult- 
ants with the assistance of the 
Builders Hardware Club of South- 
ern California and Chapter 18 of 
the National Builders Hardware 
Association. 


Portland China, Glass, Gift, Jewelry, 
Stationery, Toy and Housewares 
Show, Feb. 13-16, at Auditorium 
and Plaza Hotel, Portland, Ore. 


Southern Industrial Distributors As- 
sociation, regional meeting, Jan. 
12-14 at the Edgewater Gulf Hotel, 
Biloxi, Miss. E. L. Pugh, 208 Peach- 
tree Arcade, Atlanta, Go., is secre- 
tary-treasurer of the Association. 


Coast-to-Coast Sfores’ annual conven- 
tion and exhibit, Feb. 6-9 at the 
Nicollet Hotel, Minneapolis, Minn. 
Sponsored by the Coast-to-Coast 
Stores Central Organization, Inc., 
29 Main St., S. E., Minneapolis 14. 


Southern Wholesale Hardware Assn. 
in joint convention with the Ameri- 
can Hardware Manufacturers Assn., 
April 10-14, at the Palm Beach 
Biltmore, Palm Beach, Fla. Man- 
aging director, SWHA, is T. W. 
McAllister, 814 Metcalf Bldg., Or- 
lando, Fla. Secretary, AHMA, is 
Arthur W. Faubel, 342 Madison 
Ave., New York, New York. 





| Cotter & Co. annual stockholders’ and 
dealer meeting and merchandise 
show, Feb. 13-15 at company head- 
quarters, 365 E. Illinois St., Chi- 
cago 11. 





| Gift Show, Jan. 31-Feb. 11 at LaSalle 
Hotel and Palmer House, Chicago. 
Sponsored by the Eastern Manu- Texas Wholesale Hardware Assn. an- 
facturers and importers Exhibit. nual joint meeting with the Texas 
tanning at ae Hardware Boosters Club, June 17- 
oe ai aa F 18 at Fort Worth. Secretary-trea- 


| Gift Show—New York, Feb. 21-25, surer, Howard Weddington, 1427 
at the Hotel Statler, George F. National City Bank Bldg., Dallas. 


Little Management, 220 Fifth Ave., : ? ; 
New York 1; Philadelphia, March Western China, Glass, Gift, Jewelry, 
27-30. Under George F. Little Man- Toy, Stationery and Housewares 


| 

agement, 220 Fifth Ave., New York Show, Feb. 3-6, at Auditorium, Pal- 
| yNY ace, St. Francis, and Drake Hotels, 
pvc Be 
| 


JENKINS 





Buyers want Gold Seal because they San Francisco. 


know it is every inch the top quality 
tape — roll after roll. 


Hardware Week (irha) April 16-23. 
Sponsored by the National Retail 
Hardware Assn., 964 N. Pennsyl- 
vania St., Indianapolis 4, Ind. 


Wisco Hardware Co. annual merchan- 
dising school and sales show, Jan. 
17-18 at company headquarters, 15 


Stock it—sell it—cash in on this steady | 
S. Brearly St., Madison, Wis. 


demand. 


| Hibbard, Spencer, Bartlett & Co.— 
Auburn and True Value Associate 
Dealers’ 2nd annual merchandise 
convention, Feb. 21-23, at company Alabama _ Retail Hardware _ Assn., 
offices, 2201 W. Howard St., Evans- March 1-3 at Birmingham. Exhibit 
ton, Ill. and convention headquarters at 
Tutwiler Hotel. Secretary, Morris 
Jones, 409 N. 28rd St., Birmingham. 








State Events 


rolls or 10-roll cartons. 
Every roll cellophane pro- 
tected, stays fresh. Jenkins es 
Bros. (Rubber Division), y 
100 Park Ave., N. Y. 17. 


All types packed in single [ 
Pa 





Janney Dealer Show and meeting, 





SOC 


Jenkins Bros. also make Diamond Seal 
Friction and Rubber tapes which meet 
ASTM Specifications. 
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Jan. 10-12, at the Calhoun Beach 
Hotel, Minneapolis, Minn. Spon- 
sored by Janney, Semple, Hill & 
Co., 22-26 Second St., So. Minne- 
apolis. 


Arkansas Retail Hardware Assn., Feb. 


13-14 at Little Rock, Ark. Exhibit 
at Robinson Auditorium. Convention 
headquarters, Marion Hotel. Secre- 
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Don’t just 
sit there! 





A few hard facts for hardware retail- 
ers by John Robertson, Sales Man- 


ager for Lawn-Boy power mowers 


1 am absolutely convinced, and the men 
] work with (and for) are even more 
sold, on the idea that we are seeing a 
great change in hardware selling. The 
dealers who recognize it are going to 
cash in. The dealers who just sit there 
are going to fall by the wayside. 
Marketing methods are changing. So 
are products. Quality is super-essen- 
tial but prices must be low. New 
companies have stepped in with new 
ideas. A new America is demanding 
new types of equipment and new 
ways of selling. 
The sensational sky-rocketing of Lawn- 
Boy into first place in the rotary power 
mower industry is proof of our conten- 
tion. 
7,000,000 Americans have moved to 
the suburbs since the war. They want 
new power mowers that are easy to 
handle, less expensive. 
24,000,000 Americans are now “Do-It- 
Yourself” ers, taking care of their own 
lawns. They don’t want the heavy, old- 
fashioned equipment that was good 
enough for 50¢-an-hour hired men. 
3,000,000 young people are getting their 
first pay check this year. They have 
grown up in an age of atomic power, 
solenoids, and guided missiles. They 
(Advertisement) 


want homes of their own that are eas 
to take care of, push-button equipment, 
inside and out. 
This huge, burgeoning market demands 
lightweight power mowers, and _ the 
proof of the pudding is in the sales: 
The Lawn-Boy type of mower out- 
sells the old-fashioned kind 2 to 1! 
And Lawn-Boy 
rotaries! 
The new ‘55 Lawn-Boy line offers you 
the greatest “profitunity” in power 
mower history. A profit is only made 
when a sale is made. No matter how 
attractive a discount may sound or a 
promotion look, remember to ask your- 
self one question, “Will it sell?” 
That’s why you can approach the new 
Lawn-Boy line with confidence. They 
have more power more features 
improved design . . . and theyre 
made by the builders of Johnson and 
Evinrude outboards. 
We know that power mowers aren't 
seasonal. They can be sold spring, sum- 
mer, and fall. 
We're backing every dealer with 12 
months of big advertising in BETTER 
HOMES AND GARDENS .. . and 
with a bushel of big advertisements in 
THE SATURDAY EVENING POST, 


outsells all other 
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TOWN 


AFIELD. 
and HOUSEHOLD. We're 


TIME, SPORTS 
JOURNAI 
spending 

advertising 


a day. 


$1,000 a day on national 


one thousand dollars 


Ihe Lawn-Boy operation is as clean 
as a whistle. We distribute through job- 
bers exclusively. The Lawn-Boy 
gets a highly attractive discount struc- 
ture. We back him with an aggressive 
coast-to-coast set-up, a workable co-op 
advertising program, and a selling man- 
ual that really develops sales and sales 
men! 


dealer 


In all sincerity, I lay this question on 
the line . . . Why continue another day 
with the wrong brands, with the dust- 
catchers that don’t move off your floor? 
If you’re interested in your future, 
there’s a telephone at your elbow and 
I'm right at the other end waiting to 
hear from you... BUT DON’T JUST 
SIT THERE! 


Joh i B. Robertson 


Sales Manager 


RPM Manufacturing Company, Lamar, Missouri 
A Subsidiary of Outboard, Marine & Mfg. Co. 
Makers of JOHNS N and EVINRUDE Outboard Motors 
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. .. did you know that UNION makes the only 
complete line of Tool Chests and Full-Drawn 
Tackle Boxes available from one source? And did 
you know that the UNION line offers all of the 
wanted features and a wide range of 
styles, sizes and prices to meet 
practically every customer 
requirement? 


JOBBERS ; Write for catalogs and 





prices covering the 
DEALERS “ie 


complete UNION line. 


& 
' 


UNION srees cuest cORPSgatane” 


LE ROY, NEW YORK 











Customers STOP-LOOK and BUY 
the Sensational New Guy “Dar; 


Seaman, . *1Q90 
STANDARD $995 


BULB TYPE 





It’s sweeping the na- 
tion! Customers stop...look 
... and just can’t resist the 
fabulous new BIG BEAM 
BEACON LAMP with its power- 
ful 1500-foot beam and ex- 
clusive two-position flashing 
red beacon. Join this tremendous PROFIT 
BANDWAGON. Stock...display...and sell 
the entire line of BIG BEAM portable elec- 
tric hand lamps and flashing electric 
flares for sportsmen, motorists, and home 
owners. You're bound to PrRorit! 

Ask your jobber or write direct — 


U-C LITE MFG. CO. 1036 W. Hubbard St., Chicago 22, Ill. 


IN CANADA: Bernard Marks & Co., Ltd., 459 Church Street, Toronto 5, Ont. 
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tary, J. Wayne Tisdale, 908 Rector 
Bldg., Little Rock. 


California Retail Hardware Assn, 
Feb. 13-16 at San Francisco. Ex- 
hibit and convention headquarters, 
Fairmont Hotel. Secretary, Krueger 
B. Jacobsen, 1355 Market St., San 
Francisco 3. 


Carolinas, Hardware Assn. of, Feb. 
22-24 at Charlotte, N. C. Exhibit at 
Radio Center. Convention headquar- 
ters, Charlotte Hotel. Secretary, 
D. W. Laws, 118% E. Fourth St., 
Charlotte 2. 


Connecticut Hardware Assn., Feb. 9 
at Hartford. No Exhibit. Conven- 
tion headquarters, Statler Hotel. 
Secretary, Ned Russell, Harris 
Hardware, Southport, Conn. 


Florida Retail Hardware Assn., joint 
convention with the Georgia Retail 
Hardware Assn., March 6-8 at At- 
lanta, Ga. Exhibit and convention 
headquarters, Biltmore Hotel. Ex- 
ecutive manager for both associa- 
tions, W. W. Howell, P. O. Box 183, 
Waycross, Ga. 


Illinois Retail Hardware Assn., March 
8-10 at Chicago. Exhibit and con- 
vention headquarters at Morrison 
Hotel. Secretary, W. F. Ewert, 1194 
Merchandise Mart, Chicago 54. 


Indiana Retail] Hardware Assn., Jan. 
25-27 at Indianapolis. Exhibit at 
Murat Temple. Convention head- 
quarters, Lincoln Hotel. Secretary, 
W. J. Sheely, 964 No. Pennsylvania 
St., Indianapolis 4. 


Intermountain Assn., Jan. 23-25 at 
Salt Lake City, Utah. Exhibit and 
convention headquarters at Hotel 
Utah. Secretary, Leon L. Weeks, 
308 Continental Bank Bldg., Boise, 
Idaho. 


Iowa Retail Hardware Assn., Feb. 
8-11 at Des Moines. Exhibit at Iowa 
Exhibit Bldg., State Fairgrounds. 
Convention headquarters, Savery 
Hotel. Secretary, Philip R. Jacob- 
son, Mason City, Iowa. 


Kentucky Retail Hardware Assn., Jan. 
31-Feb. 2 at Louisville. Exhibit and 
convention headquarters, Kentucky 
Hotel. Secretary, Edward Keiley, 
501 Republic Bldg., Louisville 2. 


Louisiana Retail Hardware Assn. con- 
vention, Feb. 6-7, at Alexandria. No 
Exhibit. Hotel headquarters, David 
O. Mansfield, P. O. Box 1696, Jack- 
son, Miss. 


Michigan Retail Hardware Assn., Feb. 
15-17 at Detroit. Exhibit at Masonic 
Temple. Convention headquarters, 
Statler Hotel. Secretary, Harold W. 
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Outdoor Cooking Equipment 
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—— Leadership Again in 1955 
, St.. San 
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headquar. ITH the release of the 1955 famous Androck Line of 
ourth St., ‘ , ° ° 
Outdoor Cooking Equipment, you'll see new items with 
+» Feb. ° ee = 
“conven stronger merchandising and greater advertising support. 
_ Here again is leadership you can share in, with greater 
‘a Retail profits. 
8 at At- 3 ° 
_ You are going to have a better opportunity than 
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Box 183, ever, to supply the demand for cook-outs, barbecues, and 
> March picnics. Outdoor living is America’s fastest growing 
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BIG YEAR 'ROUND AD PUSH IN 





EXCITING 
NEW 
PLANTABBS 
PACKAGE! 





Means More Profit! 


Get on the bandwagon. Stock 
Plantabbs! Show ’em! Now— 
with more regular LIFE ads to 
back you up all year ’round 
you'll sell more than ever before! 
Write for new display carton...or 
contact your wholesaler! Quick! 


FULTON’S 


PLANTABBS 


COMPLETE PLANT FOOD TABLETS 


Plantobbs Corp. Dept. AH-12 


Baltimore 1, Md. 





LANTERNS 


R. E. DIETZ COMPANY 
SYRACUSE 1, N. Y. 
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Schumacher, 1916 Michigan WNa- 
tional Tower, Lansing 8. 


Michigan Hardware Employees Sales 
Study Course, Jan. 25-27 at the 
University of Michigan, Ann Arbor. 
Sponsored by the Michigan Retail 
Hardware Assn., 1916 Michigan 
National Tower, Lansing. 

Minnesota Retail Hardware Assn., 
Jan, 25-27 at Minneapolis. Exhibit 
at the Auditorium. Convention head- 
quarters, Curtis Hotel. Secretary 
C, J. Christopher, 2110 Nicollet 
Ave., Minneapolis 4. 


Mississippi Retail Hardware Assn., 
convention and exhibit, Feb. 27-28, 
at the Hotel Heidelberg, Jackson. 
Secretary, David O. Mansfield, P. O. 
Box 1696, Jackson. 


Missouri Retail Hardware _ Assn., 
March 8-10 at St. Louis. Convention 
and exhibit at Jefferson Hotel. 
Secretary, Harry Scherer, 812 
Olive St., St. Louis. 


Mountain States Hardware & Imple- 
ment Assn., Jan. 25-27 at Denver. 
No exhibit. Convention headquar- 
ters, Cosmopolitan Hotel. Secre- 
tary, Francis W. Reich, 1233 Spruce 
St., Boulder, Colo. 


Nebraska Retail Hardware Assn., 
Feb. 15-17 at Omaha. Exhibit at 
Municipal Auditorium. Convention 
headquarters, Fontenelle Hotel. Sec- 
retary, C. A. McCoy, 325 Insurance 
Bldg., Lincoln. 


New England Hardware Dealers 
Assn., Feb. 21-23 at Boston, Mass. 
Exhibit and convention headquar- 
ters at Statler Hotel. Secretary, 
A. C. MacHardy, 185 Dartmouth 
St., Boston 16. 


New York State Retail Hardware 
Assn., Feb. 14-16 at Syracuse. Ex- 
hibit at Auditorium. Convention 
headquarters, Syracuse Hotel. Sec- 
retary, Nicholas H. Kiley, Hills 


Bldg., Syracuse 2. 


North Coast Retail Hardware Assn., 
Jan. 30-Feb. 1 at Seattle, Wash. 
Exhibit at Senator Auditorium. 
Convention headquarters, Olympic 
Hotel, Secretary, Martin W. Danko, 
Route 12, Box 109, Fife Sq., Ta- 
coma, Wash. 


North Dakota Retail Hardware Assn., 
Jan. 18-19 at Fargo. Exhibit at 
Crystal-Avalon Ballrooms. Conven- 
tion headquarters, Graver Hotel. 
Secretary, Miss E. J. M’Grann, 
54% Broadway, Fargo. 


Ohio Hardware Assn., Feb. 7-9 at 
Cleveland. Exhibit, Public Audi- 
torium. Convention headquarters, 
Statler Hotel. Secretary, John B. 


Conklin, 198 So. High St., Colum- 
bus 15. 


Oklahoma Hardware & Implement 
Assn., Feb. 8-10 at Oklahoma City 
Exhibit, Municipal Auditorium. 
Convention headquarters, Skirvin 
Hotel. Secretary, Aaron Gritzmaker, 
515 Midwest Bldg., Oklahoma City. 


Pacific Southwest Hardware Assn., 
Feb. 22-24 at Long Beach, Calif. 
Exhibit at Auditorium. Convention 
headquarters, Wilton Hotel. Secre- 
tary, Otto H. Grigg, 416 W. 8th St., 
Los Angeles 14. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn., Jan. 10-12 at Phil- 
adelphia. Exhibit at Convention 
Hall. Convention headquarters, 
Bellevue-Straiford Hotel. 
tary, Leslie W. Jenness, 1616 Wal- 
nut St., Philadelphia 3. 


Secre- 


South Dakota Retail Hardware Assn., 
March 29-31 at Sioux Falls. Ex- 
hibit, Coliseum. Convention head- 
quarters, Cataract Hotel. Secre- 
tary, O. R. Baily, 1300 So. Jeffer- 
son Ave., Sioux Falls. 


Tennessee Retail Hardware Assn., 
Feb. 20-22 at Chattanooga. Meet 
ings and exhibit at Lookout Moun 
tain Hotel. Secretary, Morris Jones, 
P. O. Box 784, Nashville. 


Texas Hardware & Implement Assn., 
Jan. 31-Feb. 2 at Dallas. Exhibit, 
Baker Hotel. Convention headquar- 
ters, Baker and Adolphus Hotels. 
Secretary, Ray M. Souder, 822-823 
Texas Bank Bldg., Dallas 2. 


Tri-State Hardware & Implement 
Assn., Feb. 7-8, at Amarillo, Tex 
Convention and exhibit at Herring 
Hotel, Amarillo. Secretary, M. D 
Shepherd, Canyon, Tex. 


Virginia Retail Hardware Assn., 
March 6-8 at Roanoke. Exhibit at 
American Legion Auditorium. Con- 
vention headquarters, Roanoke Ho 
tel. Secretary, G. T. Omohundre, 
Jr., Scottsville. 


West Virginia Hardware Assn., Feb 
14-16 at Clarksburg. Convention 
and exhibit at Stonewall Jackson 
Hotel. Secretary, James C. Field 
ing, 1628 McClung St., Charleston 
1, W. Va. 


Western Retail Implement & Hard- 
ware Assn., Jan. 17-19 at Kansas 
City, Mo. Exhibit at Auditoriun 
Convention headquarters, President 
Hotel. Secretary, W. J. Shaw, 3915 
Main St., Kansas City 2, Mo. 


Wisconsin Retail Hardware Assn., 
Feb. 1-3 at Milwaukee. Exhibit at 
Auditorium. Convention headquar 
ters, Schroeder Hotel. Secretary, 
H. A. Lewis, Stevens Point, Wis. 
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wivttie money-mak 


Garden Tractor 


CHOREMASTER line 


the 
QUALITY 
NAME 
iM 
OUTDOOR POWER EQUIPMENT 


@ THE TRULY COMPLETE LINE OF OUTDOOR POWER EQUIPMENT FOR YEAR 
"ROUND SELLING . . . garden tractors and attachments, tillers, rotary mowers, 
chain saws, power hole diggers. 








Rotary 
Mower 





@ The CHOREMASTER line of power lawn and garden equipment sells fast 
because it’s a COMPLETE LINE with outstanding SALES APPEAL. 


@ SUPPORTED BY POWERFUL CHOREMASTER PROMOTIONS @ NATIONAL AND 
LOCAL CONSUMER ADVERTISING. 


@ EASY PAYMENT PLAN @ SALES TRAINING AND DEMONSTRATION PROGRAMS. 


CHOREMasTER 


SOME VALUABLE PROTECTED 
TERRITORIES OPEN FOR WEBER ENGINEERED PRODUCTS, INC, 
Manufacturers of Choremaster 
DEALERS AND DISTRIBUTORS Garden Tractors, Tillers, 


Rotary Mowers 








Write for Complete Information 
and Literature 828 EVANS STREET, CINCINNATI 4, OHIO 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 115. 


(Continued from page 13) 





matter. Saw has on-off switch; new 
handle with better balance and with 
a safety sight guide; cutting ca- 
pacities from 14 to 42 in. Special 
bow cutting attachments, bow saw 
attachments and helper’s handle are 
available. Free three-color brochure 
sent on request. Clinton Machine 
Co. 


For more data circle No. 11 on postcard, p. 115 


Glass Cutting Board 
Vertically constructed glass cut- 
ting board, the GB2-A, cuts panes 
up to 36x36 in. 
erate, glass is inserted in frame, 
cutting handle is pulled, and glass 
is quickly and accurately cut. 
Board is constructed entirely of 
metal. It will not warp or shrink 
and is always rigidly square. Ver- 
tical and horizontal steel rules have 
raised letters that are easy to read. 
Board cuts strips and lites 5/16 to 
36 in. wide. Also available is model 
GB3-A which cuts glass up to 
48x48 in. sq. Red Devil Tools. 


For more data circle No. 12 on postcard, p. 115 


square. To op- 





112 


Appliance Timer 


Model A-221 Intermatic Time-All 
is a lightweight, 24 hour repeat 
cycle appliance timer. Automatic 
operation continues daily without 
resetting. Measures 5 in. wide, 4 
in. high, 2'4 in. deep. Has manual 
control, gray plaskon case with 
green dial, 6 ft. cord set. Mini- 
mum on or off time“is one hour; 





maximum, 23 hours. Used for con- 
trol of lamps, radios, and automatic 
refrigerator defrosting. Timer will 
carry 875 watts. International 
Register Co. 

For more data circle No. 13 on postcard, p. 115 


New Steak Set 

New steak set has mirror pol- 
ished, hardened and tempered, hol- 
low ground and serrated tip stain- 





less steel blades with Stagmaster 
handles. In jewel-type, snap brim 
leatherette velvet lined gift box. 
Lists for $7.95. Washington Forge, 
Ine. 


For more data circle No. 14 on postcard, p. 115 


Picnic Coolers 

Two new picnic coolers are the 
Towne & Country (illustrated) and 
the Chuck Wagon. Both are made 





of laminated white cedar staves, in 
cylindrical shape. Richmond Cedar 
Works Mfg. Corp. 


For more data circle No. 15 on postcard, p. 115 


Gardening Tools 

Complete line of 10 lightweight 
floral tools for the woman gardener 
is offered in the Lady Gardex as- 
sortment, which includes three each 
of spades, shovels, rakes, cultiva- 
tors, hoes, grass whips and weeders. 





ea 





A total of 30 tools, the assortment 
is net priced to the dealer at $42.16 
($46.95 far west). Price includes a 
portable self-service rack holding 
up to 20 tools. Gardez, Inc. 


For more data circle No. 16 on postcard, p. 115 


Pocketsize Corner Clamp 
Pocketsize corner clamp can be 
used where space is limited, while 
its 24% in. capacity equals that of 
larger models. Conveniently lo- 
cated openings in back and side- 
walls permit nailing, drilling and 
the use of patent fasteners. De 
signed to assure an accurate 90 deg 
corner, clamp is made of 3/32 in 
cold rolled steel and cadmium 
plated to resist warping and rust- 
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NOW'S THE TIME 


TO CASH-IN ON YOUR ‘Se 


HOLIDAY GIFT-DISPLAY 


4 


Three leading home magazines, McCall's, Woman's Home Com- 
panion and Household, are selling women across the country on 
the idea of “Rubbermaid for Christmas Gifts.” “The MORE you 
display Rubbermaid, the MORE times you tell those women 
that “here’s the place” to get those colorful Rubbermaid gifts 
they read about. 


Mee hee sufo. cvere werbisn sien,, 
with PRibhermatd Stivee Top Mer 





USE YOUR FREE GIFT-DISPLAY KIT NOW! 
Includes 100-ft. Roll of Holiday Ribbon 


.and a big list of illustrated ways to gift-display your Rubbermaid. 
Here are a few examples: 

. take a big sheet of cellophane, wrap it around the drainer-tray 
combination or several kitchen gadgets, tic-up the whole gift package 
with Rubbermaid’s colorful, 3-inch wide ribbon. 

Or, cut apart the designs and tape them over the windows on boxed 
items for a smart gift-appearance. SHOW your customers just how 
nice Rubbermaid gifts can look! 

If, For Any Reason, You Have Not Sent For 

Your Rubbermaid Gift-Display Kit 


WIRE THE WOOSTER RUBBER COMPANY, 


WOOSTER, OHIO... L[MMEDIATELY! 


Kibbermaid % Houseware 


The original ... complete . . . nationally-advertised line of rubber housewares. 
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WHAT’S NEW 











Retails for 
Gunver Mfg. Co. 


ing. approximately 
$1.25. 


For more data circle No. 17 on postcard, p. 115 
= 

Brewer Cup Markings 

Three glass now 


handy cup markings on them to 
show 4, 6 and 8 cup measurements. 


brewers have 


Cup designations are painted small 
cups which are permanently fired 
onto exterior of the glass. Markings 


appear on the Model DKG-S Rub- 





ber-bushing coffee brewer, Model 
DDK Instant Coffee & Beverage 
Decanter, and_ illustrated Model 


DKG “Special” coffee brewer. Cory 
Corp. 


For more data circle No. 18 on postcard, p. 115 


Portable Gas Salamander 
Model 500 Jet Gas Salamander is 
a portable indoor or outdoor L/P 
salamander for instant, 
Has dual purpose 
along 


gas-fired 
temporary heat. 
shield which deflects 
floor and assures even flow of air 


heat 
to flame tube. Inside baffle is de- 
signed for maximum efficiency in 
flow of heat. Has port hole for easy 


114 


lighting. Equipped with Under- 
writer Approved low pressure regu- 


iator and 7 ft. neoprene hose with 





fittings, no additional parts are re- 
quired for operation. Jackson Mfq. 
Co. 


For more data circle No. 19 on postcard, p. 115 


Table Fan 

New 12-in., three-speed, low-table 
fan is finished in falcon brown and 
trimmed in old gold and 
Plastic table-top 


beige, 
chromium plate. 
cap comes in glastex green, brown 
and white. Four electronically bal- 
anced blades and special fan-duty 
volume air 
operation. 


large 
quiet 


motor provide 


circulation and 





Fan delivers 3200 cu. ft. of air per 
minute on high speed. List price 
is $53.95. Emerson Electric Mfq. 
Co. 


For more data circle No. 20 on postcard, p. 115 


License Plate Fasteners 


License plate bolts and nuts made 
of stainless steel are rustproof and 
re-usable. Fasteners come in sets 
of four bolts and four nuts, pack- 
aged in a transparent plastic en- 
velope with red and white backing 





card showing price per set. Sets 
are displayed in counter merchan- 
diser which emphasizes feature. 
Ferry Bros. Co. 


For more data circle No. 21 on postcard, p. 115 


Brass Door Knockers 

Two new solid forged brass door 
knockers are the Studio, 214x4 in., 
for interior doors, and the Victorian 





for entrance doors, measuring 314x 
Knockers are packed one in 
Bald- 


7% in. 
a box, complete with screws. 
win Mfg. Corp. 


For more data circle No. 22 on postcard, p. 115 


Safety Tape Dispenser 
New counter dispenser, called the 
Profit Maker, holds a 150-ft. roll 
of 1-in. wide silver or red Scotch- 
lite reflective tape. Dis- 
penser is 8*4 in. long, 414 in. high, 


safety 





of. +4: es 


(Continued on page 118) 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 
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Here is Your Quick Check Card 


What it is... How it works 
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BALL 


scarnc DOOR BUTTS 


These strong butts are designed for heavy duty and make light work of 
handling daily door traffic without the least sign of strain or wear. The 
fine precision construction of every detail is in strong evidence. And the 
lustrous beauty of the wide variety of standard finishes distinguish these 


door butts as truly a quality product. 





Your trade will appreciate the generous assortment from which to make a 
selection of either the ball tip or button tip styles. These are made in both 
the round and square corner types. Available are the 342, 4, and 4% inch 
sizes; they can also be supplied in the template style. 








No. BB502 Button Tip Butt No. aaerey Button Tip Butt 
2arin all Bearin 
pihaaiige : , No. BBSOORC 


Ce ghee 


K< 2h e 
tee Sen si) < ae eee i pa 


Ball Tip Butt Ball Bearing 


if Kobe Sir gs: a en 





~ re 


MANUFACTURING COMPANY 


STERLING * (LEITH OS 
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finish wit 
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11, in. wide, and can be permanent- Electric Power Sander Corp. 
ly fastened to counter. Sells for H jut ial For more dat 
; ‘ ; ; eavy duty electric power 
$2. Minnesota Mining & Mfq. Co. - ; é 0 * 
9 : sander is long-lasting. Weighs 3% Paint R 
For more data circle No. 23 on pstcard, p. 115 : . . . 
lb and sands with grain. Called Adjust 


Weeder-Trimmer 

Lively Lad LL61 Weed-N-Trim 
combines weeding and trimming at 
the same time. It trims with two 


prevents 
when usi 
adjustme 
any pain 
justed fe 
ings. Sil 
able in 7 
is of all 1 


Safety Latch 





Not just a latch... but the self- the model 404, it lists for $19.95. 
locking ANCHOR SAFETY = c: ig a . 
[aneks | the seeute fas blades. Tool has hardwood handle omes in kit which includes 1 
tener for your customers’ and is 17'% in. long. Retails for sheets of assorted production 
farm, home, or ranch needs. $1. Lad Manufacturing Co., Inc. paper, two polishing cloths, and a 
Weatherproof ... quickly For more data circle Ne. 24 on posteard, p. 115 steel carrying case with snap lock 


installed, the ANCHOR . 
SAFETY LATCH sells itself Lubrication Kit 

. comes packed in colorful 
Display Box No, 20 for min- 





and handle. Motor is 110-120 v., 2 
oat . amps., 60 cycles, AC only. Wen r 
This new kit contains three lu Products, Inc. in brigh 


: ee ae eer See See ; N soln 

imum counter space... max- bricants that are de signed to han- For more data circle No. 26 on posteard, p. 115 with I 

imum sales appeal. Order this dle every lubrication need. Prod- Child's Rock — * 

popular favorite today. ucts are Lub-A-Spray, a dry lia s Rocker inch mo 
graphitoid lubricant for locks, Child’s rocker, Model 14-C, has 89¢. M. 
electric door chimes, hinges, appli- extra-long tubular steel rockers, For more ¢ 
ances, sporting equipment ; Panef extended in rear to guard against Tie Re 
Oil, an all-purpose oil for frac tipping. Seat and back are Tufflex 


View 
of free 
a steel | 


tional horsepower motors, home ap 
pliances, tools, sewing machines, 
toys, automobiles; Lub - A - Graph, 


a graphitic lubricant for flexible has eigt 







ag hgee 
shafts, garden tools, and other uses K-V 57 
where a_ weather-proof lubricant rotary | 
is required. Kit lists for $1. Panef bars, a 
Mfg. Co. 575 is 2 
DISPLAY For more data circle No. 25 on postcard, p. 115 tary un 
BOX NO. 20 
No. 5345 Safety Latch 
Size: 6 inches J > 
Packed: 2 dozen per box (with staples) 
| 
: ig padded and have washable Durar 
s & JUDD upholstery in an embossed nubb) 
NORT weave pattern. All-steel frame ha — 
MANUFACTURING COMPANY baked-on enamel finish, resistant =i 


New Britain, Connecticut to chipping and scratching. Edge 
Makers of ANCHOR BRAND 
Hardware Products 


New York * Boston * Philadelphia * Atlanta * Buffalo * Detroit able in black finish with charcoal! 
Chicago * St. Lovis * Dallas * Los Angeles * San Francisco | or red upholstery, and desert sand 


are rounded or turned under to 





protect skin and clothing. Avail 
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WHAT'S NEW 


finish with cocoa beige upholstery. 
Fair trade price is $10.95; Colorado 
and west, $11.75. Hamilton Mfg. 
Corp. 





rc 


For more data circle No. 27 on postcard, p. 115 


Paint Roller Protector 
Adjustable paint roller protector 
prevents splattering or dripping 
when using paint roller. Four-way 
adjustment makes the protector fit 
any paint roller and is easily ad- 
justed for painting walls or ceil- 
ings. Simple to attach, it is avail- 
able in 7 and 9 in. sizes. Protector 
is of all metal construction, painted 





in bright color that is not soluble 
with solvents used for cleaning, and 
comes in display carton. Seven 
inch model lists for 79¢; 9 in. for 
89¢. M & H Products Co. 


For more data circle No. 28 on postcard, p. 115 


Tie Rack 

View All Tie Selector consists 
of free-wheeling rotary units on 
a steel bracket. Each rotating unit 
has eight individual tie bars. Model 
K-V 572 is 8 x 4% in., has two 
rotary units with a total of 16 tie 
bars, retails at $2.50. Model K-V 
575 is 20%, x 4% in. with five ro- 
tary units, a total of 40 tie bars, 


[ip Get the King Midas Touch - 
AEN AAC ST |. 
7 wwiththe NEW 


— 
— 








fA Ty 


Hath 


“Key 
\ 





a rg S 7 > uf , 
| There's plenty of gold ONS ICA 'CAGo 
) for you with this new - ‘ uy +4 
| i} Cal-Dak exclusive! My 
) 


His Highness" and ‘'Her Majesty 


e EXCLUSIVE — King-Size Trays 
(2034”x 16”). Big enough to hold a 
HENRY VIII-Size meal! 
e EXCLUSIVE — Designs “fit fora 
king”! Rich decorator colors. 
| | Smart new patterns. 


Alcohol and stain resistant! 







<oie! ye)" ry) > 
Guaranteed by ” 
Good Housekeeping 


#0, 
‘Or wist 






Se 
: 





e EXCLUSIVE —Automatic locking 


rings provide extra safety. Folding ge 
4” tubular steel frame. Regal Black 3 
Satin baked-enamel finish! 











| Jt; 
SA 
[pe }] 
u “\h ] ff A gracious Aft for 
| (”) ( i“ bis ‘those who havéAverything’’! 
Tre bdch 4 
a) h , , \\ y 5 
Sumptuous supers by V | YY N Cleyet newspaper 
the TV sel \ bane ~——" ) mfigts available 
‘AW Ideal for 
‘Down in front’ for the St. Valentine's, 
little *'Princes’’! Mother's or Father's 


Day promotions! 


\ 


Order from your jobber. 


CAL-DAK Three factories toserve you better. 


Reading, Pa. La Porta, indiake Colton, California 
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retails at $5. Tie Selector is packed 
complete with mounting screws and 
instructions in black gift box. 
Knape & Vogt Mfg. Co. 


For more data circle No. 29 on postcard, p. 115 


Polisher-Scrubber Package 
New Prepak for Shetland Pol- 
isher-Scrubber serves as a receiv- 


Electrowax are inset and attached 
to interior tray. Prepak is colored 
blue on white. Signal Mfg. Co. 


For more data circle No. 30 on postcard, p. 115 


Hack Saw Blade 

This new Truflex shatterproof 
hand hack saw blade has a hard- 
ened tooth edge to eliminate strip- 


metals easily and safely. Comes 
with 18, 24, and 32 teeth per inch. 
Capewell Mfg. Co. 
For more data circle No. 31 on postcard, p. 115 
Electric Cellar Drainer 
Rapidayton automatic 
cellar drainer is aluminum from 
top to bottom. Overall height is 


electric 











ing, storing and selling package. e 
Five different buffers, the Shet- 
land polisher and a can of Shetland 











36 in. Perforated strainer can be 
lifted on upright tube for easy 
cleaning. Drainer is equipped with 
1/3 h.p. motor with thermal over- 
load protector. Switch has nylon 
cord and is equipped with one rub- 
ber weight and one plastic float. 
Gallons-per-hour discharge ranges 





ping, combined with a soft, tough 
back to make it non-shatterable. 
Blade is designed to cut tough 








First choice of a million home gardeners 


—and there's a market potential of millions more! 






Pick-up Cart 


More than a million nationally advertised Milcor 
Pick-up Carts have been sold. But that’s only the 
beginning, because 30,000,000 Americans make 
gardening their hobby. Milcor’s extra-value 
features give them plenty of reasons to buy. 
Make the most of this profit opportunity — stock 
Milcor Pick-up Carts. 

Get the whole story. Write for price list, 
descriptive bulletin, and dealer helps. ¢-108 


<< o 
<INLAND>STEEL PRODUCTS COMPANY 
~~ 4155 West Burnham St., Milwaukee 1, Wisconsin 


BALTIMORE 5, MD., 5300 Pulaski Highway — BUFFALO 11, N. Y., 
64 Rapin St. — CHICAGO 9, ILL., 4301 S. Western Bivd. — CIN 
CINNATI 25, OHIO, 3240 Spring Grove Ave. — CLEVELAND 14, OHIO 
1541 E. 38th St. — DETROIT 2. MICH., 690 Amsterdam Ave. — 
KANSAS CITY 41, MO., P. 0. Box 918 — LOS ANGELES 58. CALIF 

4807 E. 49th St. — NEW YORK 17, N. Y.. 230 Park Ave. — 
ST. LOUIS 10, MO., 4215 Clayton Ave 


120 HARDWARE AGE, DECEMBER 9, 1954 





4 


AS 
PR 


AUT 
made 
deca 
bring 
more 
Autc 
bristl 
alum 
able 

brass 


PLUS 
sortr 
FREE 
enve 
PLUS 


Backe 
tive | 
wind 
shipy 
upon 
each 
enclo 
news 


* SPEC 


‘ 


‘ 
‘ 


F 


KAR 
To t 
plast 
geste 
tive, 
brist 
Ligh 





HARD‘ 


Comes 


per inch, 
teard, p. 115 
ner 
electric 
um from 


height is 


- can be 
or easy 
ed with 
al over- 
s nylon 
ne rub- 
ic float. 
ranges 


Prs 


ore! 


ilcor 
nly the 
ake 


ly. 
stock 


c.108 


sconsin 


Y., 
CIN 
HIO 


IF 


1954 












FOUNTAIN 
BRUSHES . 


vee. 





ASSURE YOU 
PROFIT and VOLUME 


AUTOWASH—the outstanding quality 
made fountain brush through the last 
decade offers you a program designed to 
bring you more sales, more profit and guarantees 
more user satisfaction for every sale with these 
Autowash features: Genuine reinforced horsehair 
bristles, polished cast aluminum head, polished 
aluminum handles, built-in shut-off valve, replace- 
able brush, lifetime Vinyl gasket-bumper, solid 
brass hose connection. 


PLUS— New merchandising helps witha fine as- 
sortment of advertising and promotion pieces, i.e. 
FREE—store display stand (wood constructed), 
envelope stuffers, mat service and display cards. 
PLUS—A new special 1955 introductory offer! 


Backed up with Merchandising Helps. A colorful, attrac- 
tive display card is designed for use on counter or 
window displays. Packed with every dozen brush 
shipping carton. DispLay Rack (Free) to all dealers 
upon filling out the addressed reply card contained in 
each shipping carton. Descriptive leaflets for envelope 
enclosures for statements, etc. Ad mats for use in 
newspapers and handbills. 


* SPECIAL AUTOWASH INTRODUCTORY OFFER 


(Until March 30, 1955) ~ : pany Planned Merchan- 
dising Assortment No. 
2—840 AUTOWASH 2—840L AUTOWASH 
1—DISPLAY STAND 
Bulk packed in one shipping carton. 
REGULAR DEALER COST per assortment....... $9.96 
less special 10% discount. . . . $8.96 


PLUS—KARWASH—the new line aateiais to meet 
price competition with a good quality fountain brush — 
see details below. 


K ARWASH— Good quality competitive plastic brush. 
To help meet increasing competition, the Karwash 
plastic bristle fountain brush has been added. Sug- 
gested for promotional purposes, Karwash is attrac- 
tive, colorful. Features no-scratch Dureen plastic 
bristles, Vinyl bumper, automatic shut-off valve. 
Lightweight 36” aluminum handle and aluminum cap. 


AUTOWASH 


I, con ~ TYPrPe snauviw 


No. 837LA KARWASH No. 837 N.D. KARWASH 
(Packed in individual Dealer cost. . $1.75 each. DISPLAY RACK 
shipping containers) (Bulk packed 12 toa To every customer 
Dealer cost. . .$2.00 each. shipping container) a a . 
12 to a master carton. Ship- Shipping weight with special price 
ping weight 19 Ibs. per doz. 13 Ibs. per doz. 


introductory offer 


until March 30, 
FLOUR CITY PACIFIC COAST 1955. 


BRUSH CO. BRUSH CO. 


1501 4th Avenue. South 1507 Santa Fe Avenue 


Minneapolis 4, Minn Los Angeles 21, Calif 
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WHAT'S NEW 


@ For more information on these products and services 








use free post card on page 115. 


from 3500 at 5 ft. to 1500 at 20 ft. 
Retails at $49.95. Dayton Pump & 
Mfg. Co, 


For more data circle No. 32 on posteard, p. 115 





small sizes and assures easier set- 








P : : Ove 
: ting of jaws; easy-action nut; sure- 
Lock, Escutcheon Designs de apes: Be wor 
ri grip handle; positive hook action; oe 
ive new lock ¢ »scutche ; ; é 
Re n W ig and escutcheon pipe scale on hookjaw. Available cate 
des ‘ , ps Bets i ly, : - es < 
igns include tar, in 10% x in 8, 10, 14 and 18 in. sizes. Toledo sale 
6! j ‘ AY ; si7epa° ° mn ‘ ° ' a 
be gg and a - 4% in. sizes; Pipe Threading Machine Co. line 
rulip, in residential, and commer- For more data circle No. 34 on postcard, p. 115 pro 
cial size; Saturn escutcheon, 6 in. firm’s current models. Schlage i 
. ; E ’ _ R bp Ss | stal 
raised circle; Imperial escutcheon, Lock Co. ubber sealer <li 
5% x 5% in. for exterior doors, For more data circle Ne. 33 on pesteard, p. 115 Sealer 900 rubber sealing com- ; 


pound is now available in black, 
mahogany and white, in addition to 


and its companion piece, Regent 
escutcheon (illustrated) 334 x 3%, 


End Pipe Wrench 





in., for interior door locks. De- Added to line of heavy duty pipe the original natural amber color. 
signs are available in bronze, brass wrenches, new end wrench has an Sealer comes in plastic squeeze bot- 
and aluminum, with standard fin- offset handle to permit easy use on tle, in pints, quarts and gallons 
ishes, except Star design, which pipe or against flat surfaces. Fea- Also new in the Marprox line is 
is available in brass and bronze tures include a new-type single Grit 500, a rubber-base, non-slip 


only. All are interchangeable with spring that will not hang up on surfacing, available in slate gray, 











Now-Colorful Plastic Broom | ....- 
in Self-Selling Plastic Bag! | Piast: broom 


EMPRENE BRISTLES sweep cleaner, last 
longer, look neater! 


COLOR Bright, cheerful tones match your 


customer's kitchen. Red, yellow, blue, green. —-p-  Bemagd y--— 


PACKAGING Self-selling plastic bag on LS 
head. Set 'em out and watch 'em sweep 
right out of your store! 






woh ms 






count LU yr, 





Easier to sell when sulaws 
they see this Seal. “ ki 


P48 aoviansen OE as 
All your brushes from one dependable source 


EMPIRE BRUSHES, INC. 
Port Chester, N. Y. 


Empco Brushes of Canada, Ltd., Montreal 
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Envitation 


to see the 


Brilliant New Styling of 








Be Ready for EXTRA Profits | | 
with the “Sell-on-Sight” Line of | 
Dor-File Aluminum Space Savers 













sier set- 
ut; sure- Over 5 million homemakers have made their | 





















: action: work easier, their kitchens tidier with Dor-File’s 
\vailable handy space savers. Dealers displaying the eye- ORCELAINWARE 
. Peles catching line are experiencing big, on-the-spot 
a sales, so be ready with the complete, fast-selling | 
pas : line. Housewives love the conveniences of these h t's setting 
ard, p. 115 et? “—— ° . ? a 
products nrade of satin finish aluminum, they're d ' 
stain and rust proof, easy to keep clean. | new sales records 

iz com- T THE 
Sasa REVOLVING | * | 
ition to « 
aie CUP HOLDER | Nationa h 
2ze bot- Holds 8 cups safely. Fas- & ow 
rallons. tens to cupboard shelf with Hou seware % 
line is single screw. - ar 13 to 20 
1on-slip gang oo Ips Ee rg | Chicago, Janu y 
ae SPICE RACK 
‘ ‘ Holds 8 spice cans, 

small bottles, boxes, eel 

condiments. Fastens to 

wall or cupboard, 

. . . . . . . . . | New 

| 
SACK HOLDER Be lmout 
Expands to hold dozens of paper 4 
ma sacks, recipes, napkins. An im- ‘ Deluxe White 
portant aid to tidiness. | oe we 
eel  PORCELAINWARE 
¢ Oe ee eee Including some items in the beautiful new Curvex style. 


CLEANSER RACK 


New 
Holds all kitchen cleansing SB 
needs on door beneath el Wt a 
sink. Has front bar for dish Ou 
cloths, hand towels. Black Beauty 


Deluxe PORCELAINWARE 
LID RACK 


Includes also some popular new Curvex items. 
Holds pot lids, pie tins, 
cookie sheets, and other Also first public showing of the new Belmont Con- 
kitchen flatware. tinental Extra-Heavy Cooking and Serving Por- 


celainware. Recent improvements in the popular 
Sanitare and Belgrey lines are also on exhibit at 


. ° . ° . . . . 7 . . 





OVEN SHOVEL the great Chicago Housewares Show. Don’t fail to 
Favorite in the kitchen for see the “something terrific” that’s happening to 
handling hot oven dishes, porcelainware. 


pies, casseroles, meats. 


“aia The Gelmou ra Company 


DOR-FILE MFG. CO. 100 Belmont Street + New Philadelphia, Ohio 


—! P. O. BOX 4685 * PORTLAND 2, OREGON Division of The Ridge Tool Company 


Display board with Dor- 
File assortment...and 
complete dealer 
sales aids. 
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WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 115. 





light grav and green. Marine Prod- 
ucts, Inc. 


P nore data circle No. 35 on postcard, p. 5 
For w lat rele N $ n postcard, p. 115 


Towel Hanger 


Towelink bathroom accessory 
consists of a chain of heavy solid 
plating. 
Smooth links will not snag hose, 


Available in 


brass with chromium 


lingerie or towels. 








four sizes: 18, 24, 30 and 36 in., 
either single or double drape. Dis- 


play is free of charge with pur- 
chase of the two mounted Towelink 
accessories. Miami Cabinet Div., 


Philip Carey Mfg. Co. 


For more data circle No, 36 on posteard, p. 115 


Pipe Fittings Packaging 
Plastic pipe fittings and clamps 
are now packaged in three different 
cartons. One carton is for plastic 
fittings, the other two for stainless 
plated saddle 
clamps. Hard plastic fittings shipped 
in cartons are insert couplings, in- 
sert adapters, insert tees and insert 
ells, in sizes % to 2 in. There are 


steel bands and 


124 


five or 10 fittings to each carton, 
depending on size. Clamps come 10 





to a box, for pipe sizes '5 to 2 in. 
Yardley Plastics Co. 


For more data circle No. 37 on posteard, p. 115 


Abrasive Cloth Discs 


Abrasive cloth discs for grind- 


ing, sanding or polishing are made 


from abrasive cloth and coated 
with a pressure-sensitive adhesive 
which attaches them securely to 


flexible rubber holders. Discs range 





in size from 1 to 10 in. in diameter 
Can be used on high speed port- 
able or stationary tools, and will 
not slide, wrinkle or tear. Pres-On 
Products, Ine. 


For more data circle No. 38 on postcard, p. 115 


Wood Planer Attachment 

This planer attachment 
runs directly off the chuck of any 
Can be used 


wot rd 


or model drill. 
light 


make 


for all linds of edge type 





planing jobs, such as freeing doors 
and windows that stick. Plane has 
a rotary cutter with depth adjust 
ment for cutting 1/16 to 3/16 in 
on each pass. Planes 2 in. width 
Lists for $14.95. Mall Tool Co. 


For more data circle No. 39 on postcard, p. 115 


Spinfishing Leader 
Led-Hed is a 3-ft 
Leader made of braided nylon, lead 
core and plastic. 
it is attached directly to the spin- 


length of 


For spinfishing, 





ning line; regular leader and lure 
or fly is attached to other end. Led- 
Hed enables the angler to cast flies, 
light lures and bait without using 
drop - leaders or line - tangling 
weights. Newton Line Co., Inc. 


For more data circle No. 40 on postcard, p. 115 


Cleaning Mop 
Oxco Speedy-Clean 
with Dupont cellulose sponge yarn, 


mop, made 
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Ger 


| FUEL | 
Model 2/ 
age size 











HARI 


oegerad ,. PROFITS WERE NEVER BETTER! 








Over a million GENERAL FUEL OIL FILTERS have been sold since General 
General’ introduced America’s first domestic fuel oil filter in 1939: A million individual 
profit possibilities at the time of the initial sale . . . An additional million sales 


FUEL OIL FILTER 
Model 2A-300 for big, 
dirty jobs. 


leads each year in the form of seasonal cartridge replacements! 


No wonder heating contractors are saying profits were never better. 


The Original Domestic Fuel Oil Filter 
g doors 
ane has 

adjust | Geancra€ 
/16 in FUEL OIL FILTER 


width | Model 2A-700 for aver- 
Co. age size jobs. 
| 


Every oil burner . . . every service call . . . every oil delivery provides a 
potential additional sale— when you stock and sell fast-moving Generals. 





They’re available in three popular models — so there’s always one to fit the 
job. If you’re not already profiting from the General line, ask your jobber 
about details. 


rd, p. 115 





CLEAN RIGHT SOOT REMOVER 


is a profit-maker, too! For any type heat- 9" » 


FUEL OIL FILTER ing plant. Burns without flash or intense 
Model 1A-25 for small heat. Made for General Filters, Inc. 


General Filters carry 


rth of this Underwriters’ 


n, lead 
. . | 
ishing, 








Laboratories Seal 






jobs. 













2 spin- 


— 


GENERAL FILTERS, INC. 


Replace Every General Cartridge 43800 GRAND RIVER AVENUE ° NOVI, MICHIGAN 


You Seli— At Least Once Each Year. Canadian General Filters, Ltd. * 39 Crockford Blvd. * (Scarboro) Toronto, Canada 


See us in Booth 6 at the A.S.H.V.E. Show, Philadelphia, January 24-28. 


NATIONAL...The Favute “Cie” 














ONE OF i 


| lure TODAY’S | 
aoe LARGEST | 
using MANUFACTURERS |/) 
gling OF QUALITY 
Ss | ENTRANCE } 
| LOCK SETS |; 


nade 

yarn, I 
i ; 

wy) yo 

¥ : ‘ ’ v a) 


' 





‘Al 









OUR 25TH YEAR! 


NATIONAL 
HARDWARE 
CORP. 


OZONE PARK 16 
NEW YORK 





(CYLINDER ENTRANCE) 





(APARTMENT ENTRANCE) 


FOR THE UTMOST IN BEAUTY AND PROTECTION 
\ Heavy Duty Dead-Bolt Lock with Forged Brass Front 
' and Working Parts @ Solid Brass 5-Pin Tumbler Cylinder 
Lock Reversible e Key Changes Unlimited 
Cylinder May Be Keyed Alike or Master Keyed 


! ALSO SELF-ALIGNING ) EZSET | THROUGH-BOLT LOCK SETS 


(CYLINDER-IN-KNOB ENTRANCE SETS ...BUTTON-IN-KNOB CHAMBER AND BATH SETS) 
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Cartridge Fertilizer 
> Water soluble cartridge type fer 
; tilizer comes in two formulas: 
15-5-5 for lawns, and 15-40-10 for 


@ For more information on these products and services 
use free post card on page 115. 











leaves no lint, will not tangle, and 
does not splash water. Mop is cel- 
lophane packaged and will list for 
$1.98 during 1955 Hardware Week. 
tegular price will be $2.98. Oz 
Fibre Brush Co. 


For more data circle No. 41 on postcard, p. 115 


Correction 


In the November 11 issue of 
HARDWARE AGE, page 212, the man- 
ufacturer’s name for the Oscillat- 
ing Sprinkler item was incorrectly 
given as Metal Products Co. It 
should be Melnor Metal Products 
Co. 

For more data circle No. 42 on postcard, p. 115 
Spray Enamel 
Do-It-Yourself spray enamel is a 


high gloss, quick drying, alkyd 
enamel packaged in spray container. 


.--fo sell it faster 





> shows typical hardwar 


M&D wall fixtu 


erchanc 


Above photc 2 

s the 
tion. Owner say a 
to the display of all types © gs 
have doubled the sale of his g! 


Write for illustrated catalog No. 100. 
M & D Displays are nationally repre 
sented by the largest wholesale hard 


ware houses. 


e store gift ware sec 


res are 
jise and that they 





flowers, vegetables, etc. Called 
Waterfeed, the cartridges can be 
applied with the Squarespray lawn 
sprinkler or Model 954 applicator. 
Proen Products Co. 





Comes in 12 non-toxic colors, in- 
cluding gold, aluminum and clear 
plastic. Container features an alu- 
minum foil label with a modern de- 
sign in red, white and black. Per- 
mite Paint Div., Aluminum Indus- 
tries, Inc. 


For more data circle No. 44 on postcard, p. 115 


Polyethylene Flashlight 
Flashlight No. Al44 has an un- 

breakable polyethylene case which 

will not corrode, dent or chip. 


For more data circle No. 43 on postcard, p. 115 K lashlight has extra long beam, 


DISPLAY IT BETTER 


eutth > DISPLAY FIXTURES and ACCESSORIES 


Sales rise and your profits with them when you display your 
merchandise the M&D way! Maximum flexibility in this equip- 
ment is tailor-made for the store with complete or partial self- 
service. M&D pre-built sectional equipment can be assembled 
quickly by store employees, thereby reducing installation costs. 
M&D ‘Fixtures require less maintenance and permit easier 
stocking of merchandise. And, because of their compactness, 
m they permit greater traffic through your store. 


TO STANDARDIZE 


GOOD REASONS ON M&D STORE FIXTURES 





® Low-cost installation — greater accommodate clip-on hangers. 
adaptable flexibility. ® Departmentalization with econ- 
®@ Easy -to-keep-clean — baked omy of space. 


enamel finish. ® Standardization of fixture width, 
© Perforated metal shelving for length and height. 
fast, flexible binning. ® Fast, economical store moderni- 


® Perforated metal backing to zation. 
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MODERN STORE EQUIPMENT THAT STOPS THE 






Y COMPANY 


TY, INDIANA + 718 SOUTH PALM AVENUE, ALHAMBRA, 





CUSTOMER—STARTS THE SALE 
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Four | 
BOKE 
marku 
PLUS 
Post, t 


WHA 


= 


POULTRY 
Full mire 





7” \ight 
sors, 3% 
three pie 
genuine 
appeal.”’ 


« 


STEAI 


Hollow-g 
steel. P 
cutting 

sight 





HARD’ 


ype fer- 
rmulas: 
0-10 for 


WHAT’S BOOSTING 


= 


tt 3 





DEPENDABLE QUALITY 
GENEROUS MARKUPS 
REASONABLE RETAIL PRICES 





3. 


Called 
can 
y lawn 
licator. 


be 
Four profit-packed reasons why you should stock up on 
BOKER Tree Brand Cutlery immediately: Quality, 
markup, and retail pricing that work to your advantage 
PLUS National Advertising in the Saturday Evening 








¢. STRONG NATIONAL ADVERTISING | 





ils Post, that brings them in asking for BOKER Tree Brand. 

t | 

aegis WHAT A COMBINATION FOR PROFITS! | 
which | 
chip. 
beam, | 







EASY 
PINKING SHEARS 


Removable hollow- 
ground precision 
steel blades, Duraluminum handles 
Lightweight, comfort-designed; sell 
the moment customers pick them up. 


POULTRY SHEARS 





Full mirror polished stainless steel; 
no-slip knurled handles. Cuts bones 
and meat with equal ease. Fast- 
moving gift item. 





IES 





your 

{uip- 

self- 

bled 

3-PIECE 

‘osts. 

: SCISSOR SET 

aster 7” light trimmers, 5” sewing scis- POCKET KNIVES 

1esSs, sors, 342” embroidery scissors, all Sell them once and you'll never 
three pieces nickelplated. Handsome Carry another brand! Fine steel and 
genuine leather case. Great ‘‘woman fine looks in patterns to suit every 
appeal.”’ taste. 

JRES The Saturday Evening 

jers. 

econ- 

vidth, Recognized 

lerni- STEAK SET Va lu e 





Hollow-ground blades of stainless 





steel. Pakkawood handles; serrated 
cutting edge. Women buy them on 
sight 


asv. 097 | 


ROKER 
TRee Qiperann 


CUTLERY oe 


"08 oves * 


Ask your jobber to show yow the aire 


BOKER TREE BRAND LINE 


Cotologs Avoileble on Request 





H. BOKER & CO., INC. 


ESTABLISHED 1837 


101 Duane Street New York 7, N.Y. 
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New Tool ltems 


“Wl 
Wee 
hm 

i 
Wie 


_ 


— 










Vr thule wad 
ka 


Junior 
Soidering Gun 


No other soldering tool combines the 
practical features, professional quality 
and attractive price of this new soldering gun. 


Compact, shorter, lightweight design. 


* Over 100 watts Only 

* Heats in 5 seconds s 4 we bi 
* Trigger switch control List 

* Dual spotlights Model 8100 


agers oer 5 






A NATURAL 
FOR CHRISTMAS 


TOOL 
MERCHANDISING 










New 











Everything a handy- 


fosens 

n needs tor ¢ 

43 Of repai jobs plus cyg Pee of 
v 

: Contains: Model 82504. ago 

Kester solder, Lips 


pun 

idering. smoothing é and cut- ONLY 
= ting: tip wrench, ge 51 95 
ise a 
: booklets. and metal ¢ ~~ 


A $17.00 aluce. aad 8250AK 


Wir, HRISTMAS ppp 


C 
FOR vetaus OF 8° 


Noy, 


ELECTRIC CORP. 
802 PACKER ST., 
wi Easton, Pa. 


127 








WHAT’S NEW 





@ For more information 
on these products and 
services use free post 
card on page 115. 





three-way switch, and is water- 
proof. Color is white, with red 
cap. Gits Molding Corp. 


For more data circle No. 45 on postcard, p. 115 


Lockset Rosettes 

Three new trim rosettes have 
been designed for use with ‘400” 
line locksets. Star shaped rosette 











is made of cast brass; round and 
wrought 
brass. The 5% in. trim rosettes can 
be used with 5 in. backset latch. 
Square rosette can also be used on 
2%, in. Kwikset Locks, 
Ine. 


For more data circle No. 46 on postcard, p. 115 


square models are of 


backsets. 


Sliding Door Hardware 


Added to line of sliding door 
hardware, a new facia strip, FM- 
300, is made of sturdy, extruded 
aluminum and has a silvery-satin 
finish which can be painted to 
match wood trim if desired. Facia 
strip is attached directly in front 
of overhead track. Front face of 











Top-0-Stove Boke All 











Garden or Household Too! Holders 








Sub irrigating 
Golv. Plont Boxes 





LITE-A-FIRE 
| Retails for $1.00 per quart 
Seed Storter & Af Violet Trays 





>, 
\ 
) 





All Stee! Watering Cans Self Attaching Window Shelf 





COOK 'N’ KETTLE, Junior 
| Retails for $19.50 
Stand, Retails for $3.95 











t a 








All Steel Floral Planters Hose Hangers * 2 Complete Lines 


BRAND NEW 


CATALOG 


NOW AVAILABLE 
Send for Your Copy 





Through your wholesale distributor or write direct 


109-135 MEEKER AVE 





Push Type & Wall Mount Hose Reals | 














Top-0-Stove Ovens 











\ 


NEWARK 5.N. J 





z COOK 'N’ TOOLS, Inc. 
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strip measures 2 in. deep and covei's 
all exposed parts of the hardwa) 

When placed in position near edye 
of the header, strip is flush with 
edge of casing and eliminates nee«| 
for wood trim. Available in stand- 





ard lengths for any opening, FM- 
complete with 
necessary 


300 comes holes 
drilled and 


Macklanburg-Duncan Co. 


screws 


For more data circle No. 47 on postcard, p. 115 


Infrared Brooder Lamp 
For brooder service and other 
allied farm applications, this 250- 
watt reflector-type infrared lamp 
provides uniform distribution of 


. | THE WORLD’S FINEST CHARCOAL BROILER 


WILL “SMOKE OUT” PROFITS FOR YOU! 








COOK ‘N’ WAG'N | 
Retails For \ 


$99.50 


Cash in on the growing outdoor- 
cooking fad with America’s most 
popular charcoal broiler line. 
COOK '‘N’ KETTLES sell them- 
selves; one satisfied owner tells 
another, and soon you have a 
profitable volume in broilers and 
supplies. Backed by national 
advertising. Display cards, ad 
mats and other promotion ma- 
terials furnished free. Write for 
complete information. 












P.O. BOX 949 @ TULSA OKLA 
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Put your finger on larger profits with 


MARVEL 


LIGHT BULBS 


























20 


HOURS 


Test-checked in our own laboratories daily to maintain their 


we 


wi 





sant 


ih, 
—_ 


highest standard of performance for which Marvel Light Bulbs 
have been tamous for over 30 years. Tests conducted periodically 
by independent laboratories substantiate our unmatched record of 
2000 hours... 





which is twice the average life of an ordinary light bulb. iii \ 


“last twice | 
\ as long” f 














/ Display this powerful sales message next to ———. — 
Marvel Light Bulbs and watch the interest it creates ————— 
. becomes a new “impulse item” for you . . . more < 
i than doubles your light bulb sales volume 
- 
a" 7 =a .. . and here’s the part that interests you. 


Your profit picture increases by 25% on 


p brings in 
a new sales 


( with BES% 


every sale. Marvel Light Bulbs attract new 
customers . . . create new store traffic . . . 
give your customers more for the money 


. you make more money on each sale. 














Ns more F ROE 2 ¥ | MARVEL LAMP CO. l 

| 307 Newark St., Hoboken, N. J | 

Nae ] Send Price List and details on your | 

ie | Special Introductory Offer to: | 

———— Name 

Send coupon for PRICE LIST and SPECIAL INTRODUCTORY OFFER a ve 

Address 

MARVEL LAMP CO., 307 Newark St., Hoboken, N.J. | © 
America’s Oldest Independent Lamp Company ! City_____ —Zone——State 

New York Representative: JACK SEGAL Whitehall 3-8773 Er eee an an an a» an an an a> om a 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 115. 


radiant heat energy, decreasing the 
tendency of the brood to crowd to- 
gether. Designated 250R40/3, the 
lamp has an average rated life in 
excess of 5000 hours. Priced at 
$1.10. Westinghouse Electric Corp. 


For more data circle No. 48 on postcard, p. 115 


Metal Plant Stand 


Wrought metal plant 
stand is an all-purpose stand for 
planters, flower pots, knick-knacks, 
etc. Height is 25 in., length 26 in. 
Stand is of heavy gage steel con- 
struction with black wrought iron 


Carlco 








finish. Has two decorative lace 
openwork shelves, each 26x7 in., 
that are leakproof. Style number 
A200. Carlisle Mfg. Co., Inc. 


For more data circle No. 49 on postcard, p. 115 


Sliding Door Lock 


Added to the No. 1100 series 
line is this new No. 1151P sliding 
door lock. Any make of standard 
cylinder can be used in the lock; no 
special cams or adaptors are re- 
quired. Lock is fully and quickly 
reversible, and is adjustable for 
134 to 134 in. doors. Donner Mfg. 
Co. 


For more data circle No. 50 on postcard, p. 115 


Barbecue Kettle 


Portable DeLuxe Bar-B-Q kettle, 


Model BK-550, has a_ removable 
stainless steel smoke hood with 
built-in detachable — self-rotating 


130 





electric spit. Cover fits either hood 
or grill. Kettle features a detach- 
able hardware cutting board and 
detachable chrome _ plated legs. 
Heavy steel gage kettle and cover 
have rustproof black porcelain 
finish inside and out. 3owl con- 
tains removable charcoal and cook- 
ing grills, cooks for up to 15 peo- 
ple. Weber Bros. Metal Works, 
Ine. 


For more data circle No. 51 on postcard, p. 115 


Lawn Food 


Golden Lawn 
Food will not burn growing grass 
applied at recommended 


no watering is necessary. 


Vigoro Complete 
when 
rates ; 
It is also chemically formulated to 
give the product long lasting quali- 
ties. Odorless, Golden Vigoro is 
recommended especially for lawns 
non-burning and 
Plant Food 


because of its 
long lasting features. 
Div., Swift & Co. 


For more data circle No. 52 on postcard, p. 115 


Jig Saw Attachment 

New attachment converts any 
table saw into a jig saw. Called 
the Circle-Jig, it sets up in three 
minutes with no_ special tools. 
Adapts to any size circular saw. 
Takes work up to 2%4 in. in thick- 
ness and allows the operator to cut 
to the center of 16 in. to 24 in. 
stock depending on the size of the 





circle saw table. Fair trades fo: 
$11.95. Versa Tool Mfg. Co. 


For more data circle No. 53 on postcard, p. 115 


Product Information 





New free catalogs, envelope 
stuffers, giveaways, etc., for 
use in your store 


Garden Tool Catalog 

The new 1954-55 garden too! 
catalog pictures No. 7 garden tool 
display along with the complete 
line: electric hedge trimmer, hedge 
and grass shears, lawn rakes, grass 
hooks, lopping shears, hand prun- 
ers, pruning saw blades. Mailing 
to wholesalers will be in form of 
separate loose-leaf pages; mailing 
to retailers will include order 
forms and price lists. Henry Diss- 
ton & Sons, Inc. 


For more data circle No. 54 on postcard, p. 115 


Drill Attachments 

New 24-page catalog describes 
and illustrates all the electric drill 
attachments and accessories avail- 
Catalog features 
theme which 
stresses the wisdom of buying a 
single drill and adding individual 
attachments as the need arises and 
the budget permits. Almost all at 
tachments described operate on any 
make or model of portable electric 
drill. Mall Tool Co. 


For more data circle No. 55 on postcard, p. 115 


Molding Knife Chart 


Multi-color wall chart, 35x45 in., 
illustrates 53 molding cutter knives 
and shows how to make 100 mold 
ings. Chart includes 
drawings of knife settings for mak- 
ing shapes for table edges and legs, 
hand and chair rails, 
frames, window sills, doors, drop 


able to dealers. 
“add - as - you - go” 


schematic 


picture 
leaf table joints, drawer joints, 
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Amazed at the PRICE? 
(You should be!) 


As Advertised in 


and 
Home Craftsman 


Yet more 


amazing is the QUALITY of 


BEST-BORE 
POWER WOOD BITS 


eight piece set 

boring range 1/4" to 1” 

ruff ‘n tuff tempered blades 
blades and shanks replaceable 
bore end grain ih 


chrome lustre shank 
impulse packed display c 
package 


Leading jobbers find 
“Best - Bore” Bits hard to 
stock — they sell so fast. 


SNELL DIVISION, 
PARKER 
MANUFACTURING CO. 


WORCESTER 1, MASS. © U.S.A. 
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: ‘A Popular Mechanics 








“Mow Power To Them’ 


when your customers have to 
Cut, Ream or Thread Pipe 


Ow 
Rikaalib 
400A Power Drive 

wits new dPfD CHUCK 








Fast-Selling bargain in 
efficiency 


The amazing new chuck on this 400A is not just 
another hammer chuck. It operates on a new 
principle of gripping pipe and rod. Guaranteed 
to hold any kind of pipe securely both ways, 
forward or reverse. No slipping, even in driving 
geared tools. Extra easy to operate: close jaws 
on work with hand wheel, sock lightly — motor 
action makes it grip tighter; releases easily by 
turn of hand wheel. Thousands of these efficient, 
powerful, durable units in use everywhere. It 
pays you to sell this ‘“‘most-service - for - the- 
money” the new Ritatp 400A...write us today! 
(No. 400 with lathe type chuck also available. 
THE RIDGE TOOL COMPANY, ELYRIA, OHIO, U.S.A. 


——™ 


Z> 1D 
oo 


«-Saver Pipe Tools 








glue joints, cabinet drawers and 
sashers. Actual size silhouette 
photos of each knife are laid out 
along border of chart. Delta Power 
Tool Div., Rockwell Mfg. Co. 


For more data circle No. 56 on postcard, p. 115 


Bicycle Booklet 


“Huffy Bike Safety Rules” is a 
16-page booklet filled with draw- 
ings and simple safety rules in 
rhyme form. Booklets hang from 
handlebars of all 16, 20 and 24 in. 
Huffy Bykes and 16 and 20 in. 
Huffy Convertibles. Extra copies 
are available. Hoffman Mfg. Co. 


For more data circle No. 57 on posteard, p. 115 


Kitchen Planning Booklet 


New consumer booklet, Answer 
300k to Kitchen Planning and 
Decorating, is available through 
Youngstown dealers. The 12-page 
publication outlines basic planning 
facts and describes the four kit- 
chen types: straight - wall, L- 
shaped, U-shaped, and corridor. 
Several product pages are fea- 
tured as are reproductions of fab- 
rics, enamels, floor and wall cov- 
erings from the new lines offered 
by Congoleum-Nairn, Indian Head 
Mills, Kem-Glo, and United Wall- 
paper. Youngstown Kitchens. 


For more data circle No. 59 on postcard, p. 115 


Level Catalog 


sectional and other views, ordering 
data and miscellaneous informa 
tion. Color coded sections sepa 
rated by tab selectors facilitate uss 
of catalog. Grant Pulley & Hard 
ware Corp. 


For more data circle No. 61 on postcard, p. 115 


Baitcasting Booklet 

Free 16-page booklet on fresh 
water baitcasting is written and il- 
lustrated by Ed Dodd, creator of 
the Mark Trail newspaper comic 
strip. Booklet tells how to use bait- 
casting tackle, how to cast, how to 
fish, and how to be a good sports- 
man. It is published as a featured 
item in the new Mark Trail com- 
plete fresh water baitcasting outfit, 
Model 048. Ocean City Mfg. Co. 





New 
De 


(Con 


safety me 
offer of ¢ 
partment 
basic hor 
promotio 


Clamp Catalog Sixteen-page catalog describes 

New 32-page catalog on Jorgen- and ‘illustrates line of Exact and 
sen and Pony line of clamps, lists Economat aluminum, magnesium 
and describes more than 40 styles and wood levels. Included is offer 
of “C” clamps, bar clamps, hand- of a free display unit. Exact Level 
screws, & Tool Mfg. Co., Inc. 


For more data circle No. 60 on postcard, p. 115 


Sliding Hardware Catalog 


Catalog of sliding door hardware 
selection charts, installa- 


For more data circle No. 62 on postcard, p. 115 


Caulking Booklet 
Combination color catalog, price 
list and “how to caulk” brochure, 
this six page booklet contains illus- 
trations and information on effec- 
tive caulking practices. It is tab- 
bed for easy reference. Available 
on request. Seal Rite Caulking Co. 
For more data circle No. 63 on postcard, p. 115 


(Resume reading on page 13) 


press screws, and similar 
tools. Contains helpful informa- 
tion on the proper selection, care 
and use of clamps, as well as illus- 
trations and sketches of the prod- 
ucts. Adjustable Clamp Co. 

For more data circle No. 58 on postcard, p. 115 tion data, technical 


includes 
specifications, 














Moline Blocks are avail- * 


able in oval and dia- 


ORDER YOUR GARDEN TOOLS NOW 
AND RECEIVE A MARCH Ist DATING 


mond patterns; for ma- 


nila rope—for wire rope 





JOHNSON 


GaRrpe 

















_ 3 Contact 
Quality a 
| Your 
MOLINE STEEL TACKLE BLOCKS Tools | 
ie Jobber 
fill That 
your customers needs — make a profit h o 
Satisfy ¥ 
Your customers may require single, double or triple blocks— } Write 
for wire rope—for manila rope. No matter what—there’s a Your 
Moline Tackle or Snatch Block to fill their needs. Moline Blocks ; 
are made in a wide range of sizes Customers 4 | 
They are built to stand rough treat- } Prices 


ment, with hardened steel axles, 

forged steel hooks, high strength cast 

sheaves and heavy bar steel U-straps 
* 

Write to us for descriptive folder. It 


gives complete details on all sizes 
and types. 














GUARANTEED @-SINCE 1830 


JOHNSON 


MOLINE IRON WORKS, MOLINE, ILL. 
2 


DISTRIBUTED BY JOBBERS EVERYWHERE 


WILLIAM 


BRENNER AND KENT STREETS — NEWARK 3, N. J. Fe 
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ordering operative advertising plan, and an glass binning. Signholder is op- 
nforma £0) HELP yoU SELL illustrated price card which is at- tional. Reflector Hardware Corp. 
IS sepa tached to the display stand and For more data circle No. 65 on postcard, p. 115 


tate use New Displays and Other promotes the idea of self-service. Garden Hose Display 











¢ Hard Sinclinn Guten Nuk True Temper Corp. 
edler sales e ps For more data circle No. 64 on postcard, p. 115 All plastic garden hose and 
sed, p. 105 sprinklers for 1955 will feature a 
Island Merchandiser 
"" (Continued from page 13) New island merchandiser, the 
. | P Spacemaster Gadget-Tier, is adapt- 
and il- safety measure. It is part of firm’s oo i oe ide of sahliaial a 
5 7 Pe j 4c ‘ ats s 
ator of offer of a complete garden tool de- ; 
comic partment which also includes 64 es 
se bait- basic home gardener’s tools, a free be pegepeiemee ol 
how to promotion and display kit, a co- ; 
sports- 
-atured 
il com- 
outfit, 
Co, 
rd, p. 115 backing board designed to stimu- 
late impulse buying. Hose comes 
in white and black. Gering Prod- 
» price ucts, Ine. 
chure, For more data circle No. 66 on postcard, p. 115 
s illus- 
and utensils. Unit measures 51 in. 
effec- ; . ‘ : se i 
age high, 2 1/3 ft. wide and 5 ft. long. Pipe Cutter Wheels 
5 c - ° ° = . . 
ailable Plywood shelving can be adjusted Merchandising card for Pipe- 
"g Co up or down at one inch intervals. master cutter wheels displays three 
: i Shipped complete with frame, legs, wheels wrapped in a plastic cocoon 
» D. 2 . . 
13) brackets, crossbars, utensil hooks, on the card. Perforated to fit 
price ticket-holders, shelving and standard peg-board displays, card 
DEEP WELL 
First Choice 
eat THIS NEW BOOK 
ustomer 
Satisfaction WILL BRING YOU 





Designed for 
pumping depths 
of 20 feet to 730 


feet. Four sizes CONVERTIBLE CUSTOME RS IN A 
mocors, ranging Same bit unit, “BUYING MOOD” 


from 4 hp to SHALLOW WELL soak. aul tok 


4 








3 ae. Sanaa For suction lift of fittings to pump 
running anc 22 feet or less. shallow or > os a . 
a Motors rated te ye a Mar, Entitled “How to Choose Your Wa- 
o grr Y%, and 4 hp for tory packaged parts . : stem.” this new book 
per hour to 4950 capacities of 250, pe agp agp a ter Pumping System,” this ne b 
gallons per hour. 350, and 500 gph. sion simple. gives facts, figures, suggestions and 
uy oes pictures to prospective customers 
tf Ww L 
| XW 3 _ ... helps presell them for you. 
; \ aS A, Let the wind do your 
“ \ | pumping without _ 
Lg! . for power. Ideal for 
VERTICAL range or feeder lot. . ey, 
JET {| Wheels 6 ft to 20 fe mee 
For 2”, 3”, and in diameter. Capacities : ~) 
/ 4” wells or larg- a from 105 to 3300 gph. ‘ ro 
er, with motors 44-PAGES .e 1 
cansion ¢ A SUBMERSIBLE . 
anging from '4 aa H 
to 1 hp. Only Entire working unit is submersed in PACKED WIT 
one moving part well at water line . . . protected 
means low - cost from freezing, surface seepage, and INFORMATION 
maintenance. tampering. 


CO-OPERATIVE _-----------------,; ‘ 




















cr 
cLect ant WW : A D Vv E 4 7 i S i N G | Aermotor Company 
Munn ost : Sine ? 1 2500 W. Roosevelt Road 
ae = ~ Available to Aermotor Dealers =! Dept. 8012 
A large 3-color weatherproof out- Chicago 8, Illinois 
door sign, blotters, memo books, ra- ; : 
dio scripts, letterheads, movie slides, \ Mail New AERMOTOR BOOK 
etc., all bearing your name, address, ' 
and phone number. \ } Have AERMOTOR Salesman Call 
MAIL COUPON 
for Dealer Franchise Information ,; Name - 
and copy of NEW BOOK ' 
1 Street 
AERMOTOR co., DEPT. 8012, 2500 W. Roosevelt Road, Chicago 8, Ill. i 
Factory Wareh Branches: A illo @ Dallas ¢ Ookland « Kansas City ¢ Omoha : City sl — 





Des Moines ¢ Minneapolis © Cordele, Ga. 
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TO HELP YOU SELL 





top and base cabinet which retails 
for $149.95. Sink has molded brass 
spout faucet, basket strainer, two 
drawers, double wall door and 
drawers. Finished in DuPont Dulux 





protects cutting edge and provides 
a place in tool kits and chests for 








satin 





baked enamel 


enamel. Tracy Kitchens Div., Edge- 
water Steel Co. 


For more data circle No. 69 on postcard, p. 115 


Garden Tool Display 


Metal display holds one each of 
11 tools, including pruning shears, 
grass shears, hedge shears, a lopper 
and a picking or utility shear. Oc- 
cupying approximately a square 
foot of space, display can be used 
on counter or hung on peg board 


finish. 


Tray 


hard-to-find wheels. Frie 
Tool Works. 


For more data circle No. 67 on postcard, p. 115 


cutter 


comes in mocha tan and teal green, 
and is stain and alcohol resistant. 


Fair Trade price is $2.95. Cal-Dak 
Co. 


For more data circle No. 68 on postcard, p. 115 


Se ym 
5 OUR Smitty 
CARDEN SME Ags 





Lap and Bed Tray 


King ’n Queen lap and bed tray 
is a 20%4x16 in. decorated metal 
tray, large enough to hold a full 
meal. Folding frame is made of 1% 
in. welded steel tubing with black 


Sink and Cabinet 

As a special promotion available 
through December 15, here is an 
offer of a 54-in. stainless steel sink 











FOR YOUR CONVENIENCE 






WOOD SCRAPERS 


Packaged deals are very popular these days | 


and we are offering here a packaged deal that really 
SELLS. Every handyman, and woman, too, will find | 
use for a wood scraper. You can sell this group of | 
not one, but three Wood Scrapers at a price they are | 
willing to pay. 


The three scrapers retail for only $1.98. They are | 
packaged in a special box and if prominently dis- 
played will move fast. Three books of extra blades 
are included, but we suggest you purchase additional | 
stocks of these blades. You will have requests for | 
them. 


THE FLETCHER-TERRY COMPANY 


743 SOUTH STREET ° FORESTVILLE, CONN. | 
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A PACKAGED | 
GROUP OF HANDY | 





| MAKE THIS YOUR BEST YEAR! 


STOCK FAST-SELLING... 










Economical! 
Proven in Use! 
The Preferred 


Gallons 
Quarts, Pints 
Half-Pints 


Painters and home-owners prefer safe, 
sure Tandrotine for thinning paint, 
enamel, or varnish. Long leveling. 
High flash point. Promotes even flow. 
Slow drying. Has a pleasant odor. 


Tandrotine is also superior for many 
other uses such as cleaning brushes 


and removing grease 
and wax. & 
TURPENTINE & ROSIN FACTORS, INC. 
SAVANNAH, GA. @ EL PASO, TEX. 
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Stock up now and enjoy 
more sales, extra profits. 


Order from your jobber. 
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TO HELP YOU SELL 


hooks. Tool price list is pasted on 
display for easy reference. Sales 
aids included free are a window 
streamer, envelope stuffers, retail 
sales manual on “How to Sell More 
Garden Tools,” and a sheet show- 
ing ad mats available. Complete 
merchandising package costs dealer 
$18.76, the cost of tools alone; tools 
retail for $28.13. Seymour Smith 
& Son, Inc. 


For more data circle No. 70 on postcard, p. 115 





Hook Display 


New display for Hookboard hooks 
is now packed in each master hook 
assortment carton. Display is also 
available to dealers free of charge. 


Measuring 12x12 in., display has 
easel back for counter use, brass 
eyelet for hanging on wall. Colors 
are red, black and white. John H. 
Graham & Co. 


For more data circle No. 71 on postcard, p. 115 


Drill Merchandiser 
Self-Seller Drill Display has a 
clear cover that protects the High 
Speed Steel Jobbers Length Drills 
which are held in supporting holes 
that serve as a drill gage. Size and 





HARDWARE AGE, DECEMBER 9, 1954 


price are legibly marked for every 
size. Cabinet has storage rack for 
extra stocks which has 29 compart- 
ments to hold a standard package 
of each size drill displayed. Hinged 
cover on display opens from front, 
making storage rack easily acces- 
sible and removable. Henry L. 
Hanson Co. 


For more data circle No. 72 on postcard, p. 115 


Metal Sign Rack 

Metal rack for displaying light- 
reflectant signs is free with pur- 
chase of an assortment of 5 doz. 
Hy-Ko-Lite signs. For window, 
counter or floor display, rack oc- 





cupies less than 1 sq. ft. of space. 
Hy-Ko Products Co. 


For more data circle No. 73 on postcard, p. 115 


(Resume reading on page 14) 


OUTSELLING all other 


makes combined 6 to 1 





We specialize in 


manufacturing 
plumbing chemicals 





12 TUBES IN A DISPLAY BOX 


A regular pipe joint com- 
pound... NOT a paint, 
putty, white lead or crayon 


oun SUNSHINE CHEMICAL co., inc. 600-606 W. LAKE ST., CHICAGO 6, ILL 
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. livision manager. Mr. Lynes i 
New Gold Medal Store Group Formed In Marshall-Wells Mekes = division manager. Mr. Lyn« Pittsbu 

Two Appointments then joined the National 

Minnea olis 4 S&M Co Whol sal rs ; es Hardware Association and Form S 
Pp y sd e. e s L. a. Lange mee later was associated with the L. H. 
Organization of a volun- merchandising program for ee eee ~ Central Soya Incorporated of seph WV 
tary group of independent our retail dealers. We feel r . Min " pressed sl Fort Wayne, Indiana. Mr. burgh h 
retail hardware stores to be that the Gold Medal store uth, Minn., announced re- Lynes resumed his activities have me 
known as the “Gold Medal program will give retailers with Marshall-Wells as sales be kno 


Nationwide Stores,” has been 


Philip 


announced by Sieff, 





PHILIP SIEFF 


of S & M Co., 
of Minneapolis, 


president 
wholesalers 
Minn. 

The stores in the group 
will be independently owned 
and operated. Approxi- 
mately 30 stores, largely in 
the Minneapolis and St. Paul 





JOHN SIEFF 


area, have already joined the 
group. All stores will be 
identified by a _ distinctive 
four-color Gold Medal insig- 
nia on the door. 

In making the announce- 
mount, Sieff said, “We have 
long felt the need for a co- 
ordinated advertising and 


136 


the means of increasing traf- 
fic and sales volume to meet 
competition.” 

S & M will provide Gold 
Medal stores with an overall 


program of promotion and 
advertising and centralized 
buying. Member stores will 


also participate in an incen- 
tive plan, based on the vol- 
ume of their purchases from 
S & M. 

Our Gold Medal stores 
advertising pian, Sieff said, 
will include newspapers, tel- 
evision, radio and direct mail 
campaigns. There will also 
be a series of ads in daily 
newspapers, a newspaper ad- 
vertising mat service, two 
television programs, radio 
announcements and seasonal 
promotions. There will also 
be store pennants, window 
streamers and counter cards, 
as well as price tickets. The 
services of a_ professional 
advertising agency, Bozell & 
Jacobs, Inc., will be used in’ 
the preparation of advertis- 
ing material. 

John Sieff, S & M sales 
manager, will be in charge of 
the Gold Medal organization. 

S & M will also operate a 
store of its own in Minne- 
apolis to serve as a training, 
or model store. It is planned 
to test various merchandis- 
ing ideas in this store before 
applying them to. other 
Profits from this 
model store are to be put into 
advertising for the 
Gold Medal group. 

S & M has been active in 
wholesaling for 33 


stores. 


entire 


some oo 


years, covering Minnesota, 
North and South Dakota, 
Montana, ‘owa and Wis- 
consin, 





H. A. LYNES 


cently the promotion of H. A. 


Lynes to the position of 
branch manager of the Du- 


luth branch, and H. W. 
Greenough to the position of 
branch sales manager. 

Mr. Lynes_ started with 
Marshall-Wells in the Bill- 
ings, Mont., branch as sales 
manager, and from there 
moved to the Portland, Ore., 
branch. He was then trans- 
ferred to Duluth as stores 


DEALER BRIEFS: 





manager before his new ap 
pointment. 

Mr. Greenough started his 
services with Marshall-Wells 
Company in Duluth. After 
duty in the armed forces he 
joined the Billings branch as 





H. W. GREENOUGH 
stores division manager. Mr. 
Greenough was then trans- 
ferred back to Duluth as 
stores division manager, his 
most recent position. 


Romaine Hardware Holds Consumer Show 


To Promote Do-It-Yourself Tool Sales 


Hackensack, N. J.—A con- 
sumer show to promote in- 
terest in do-it-yourself tools 
and paint was held here re- 
cently by Romaine Hardware 
Co. 


This was an evening show 
with talks on the features of 
tools and how to use them, 
followed by refreshments. 


Presentations were made 
by Jack Robbins, Porter- 
Cable; David Laudenslager, 
Sapolin Paint; Robert Har- 
graves, Starrett Tools; Ike 
Gage and Lee Ross, Sun- 
beam; and a demonstration 


and film by George Hough- 
ton, Shopsmith. 

The show was promoted by 
a newspaper advertisement 
and a letter of invitation sent 
out to the store’s mailing list. 
Customers wrote in for tick- 
ets of admission. 


Oakland, Calif. — Maxwell 
Hardware Co., in business 
for 68 years, is closing its 
doors and running a liquida- 
tion sale. Founded in 1886, 
the firm did around $2 mil- 
lion dollars business last 
vear in three stores. 

(Continued on page 144) 
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Pittsburgh Wholesalers 
Form Smith-Woodwell 


L. H. Smith Co. and Jo- 
seph Woodwell Co., Pitts- 
burgh hardware wholesalers, 
have merged. The firm will 
be known as Smith-Wood- 
well, Inc., with headquarters 
at Canonsburg, Pa. 

Howard Dewalt is presi- 
dent of Smith-Woodwell. 


A Pittsburgh office will be 
maintained by the firm at 
33 First Ave. 

Joseph Woodwell, a 107- 
year-old firm, specialized in 
precision tools, auto equip- 
ment, sporting goods, and 
industrial supplies. L. H. 
Smith, founded in 1872, cen- 
tered its trade in housewares, 
garden supplies and toys. 


Supplee-Biddle-Steltz’ Salesmen Select 
Black & Decker Line for Annual Award 


Selection of the Black & 
Decker line as the Item of 
the Year was announced at 
the annual President’s Birth- 
day celebration of Supplee- 
Biddle-Steltz Co., Philadel- 
phia wholesalers. 

Each year the salesmen of 
Supplee-Biddle-Steltz vote on 
what they consider to be the 
outstanding Item of the Year. 
The line receiving the most 
votes is awarded a silver cup 
and scroll at the annual ban- 
quet that celebrates the 
birthday of the president of 
the wholesale firm, Wm. Geo. 
Steltz. 

This the 


year’s banquet, 


21st annual celebration, was 





attended by 530 employees of 
the firm, including many 
salesmen who came in from 
outlying districts. It was held 
in the ballroom of the Belle- 


vue - Stratford Hotel, Phila- 
delphia. 
The reward for the Item 


of the Year was presented by 
Mr. Steltz to Robert D. 
Black, vice-president of Black 
& Decker. John F. Spauld- 
ing, sales manager of B&D, 
and other members of the 


tool company, were among 
the guests of honor at the 
dinner. 


In presenting the award, 
Mr. Steltz commented that to 
(Continued on page 140) 





Wm. Geo. Steltz, right, president of Supplee-Biddle-Steltz 
Co., cuts the big birthday cake, assisted by Robert D. 
Black, vice-president of Black & Decker. 
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Hardwareman Anderson 
Wins Nebraska Governorship 


Stratton & Terstegge 
Promotes G. W. Jones 
George W. Jones has been 
promoted to city sales man- 
ager by Stratton & Terstegge 





GEORGE W. JONES 


Co., wholesaler at Louisville, 
Ky. 

Mr. Jones has been a city 
salesman for the company 
for nine years. He succeeds 
A. J. Carson recently ap- 
pointed general sales man- 
ager of the wholesale hard- 
ware division. 





United Hardware Issues 
Dealer Advertising Plan 


United Hardware Co., 
wholesalers of Kansas City, 
have announced their 1955 
Dealer Advertising Program. 

The program will consist 
of a full color Midwinter 
Broadside to be run by deal- 
ers in late January or early 
February, a 24-page Color 
Catalog for Spring and Sum- 
mer selling available to deal- 
ers in April and May, a 24- 
page Color Fall Catalog 
available for September and 
October selling, plus ad-mat 
services in which two mats 
will be furnished to a dealer 
each month. One of the mats 
will contain a special feature 
of the month item. 


Victor FE. Anderson, owner 
and manager of Anderson 
Hardware & Plumbing Co. 
61382 Havelock Ave., Lincoln, 
Neb., was elected Governor 
of Nebraska by a large 
plurality on the Republican 
ticket on Nov. 2. He will be 
inaugurated early in Janu 
ary. 

The governor-elect entered 
the hardware business’ in 


’ 





VICTOR E. ANDERSON 


1924 at the age of 22 as a 

‘partner with his father, in 
Havelock, a community later 
made a part of Lincoln. The 
company, now one of the 
largest retail hardware firms 
in the state, occupies stores 
on both sides of Havelock 
Ave., within two blocks of 
the main building. 

Mr. Anderson’s public ser- 
vice began in 1949 when he 
was elected from his legis- 
lative district to the state’s 
unicameral legislature, serv- 
ing as a member of the 
state’s budget committee. In 
1950, when the office of 
Mayor of the City of Lincoln 
became vacant, the City 
Council appointed him to fill 
out the unexpired term. In 
the 1951 city elections he was 
elected mayor by a nine to 
one majority. 

He was the Nebraska Re 


(Continued on page 141) 
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Do-It-Yourself Demonstrations Featured 
At lowa Association Fall Group Meetings 


At the recently concluded 
series of 12 dealer group 
meetings sponsored by the 
lowa Hardware association, 
do-it-yourself demonstrations 
were featured. Participating 
in the demonstrations were 
Philip R. Jacobson, Mason 
City, Iowa, association secre- 
tary, and Jack Pace, Iowa 
district manager for Rey- 
nolds Metals Co. 

The meetings, held through- 
out the state from Oct. 7 to 
22, attracted more than 1,600 
hardware dealers and guests. 
The purpose of the demon- 
strations was to prove to the 
dealers how important the do- 
it-yourself trend can be. In- 
creased sales, through the 
encouragement given to cus- 
tomers to do their own re- 
pairs and improvement, was 
stressed. 

Feature speaker at the 
meetings, Keen Johnson, vice- 
president, Reynolds Metals 
Co., told his audiences that 
lack of courtesy in the aver- 
age store is one of the most 
common reasons for loss of 
sales and customers. Discuss- 
ing a survey on customer 
loss, he cited the following: 

Only 9 pct of customers 
changed stores due to price, 
while 68 pct changed stores 
because of discourteous and 
indifferent owners and clerks. 

Mr. Johnson reported that 
“We are going through a 
milder boom than we are ac- 
customed to.” He said tha 





Left, Keen Johnson, Reyn- 
olds Metals Co., a feature 
speaker at lowa Assn. 
group meetings, shaking 
hands with Phil Jacobson, 


secretary. 
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according to business statis- 
tics, all manufacturers were 
looking forward to 1960 to 
be the biggest and best year 
for business. All sales vol- 
ume and profit records would 
be broken that year. 





Set Builders Hardware 
Conference Date 


The Tenth Pacific Coast 
Regional Builders’ Confer- 
ence will be held April 24-27, 
1955, at the Arizona-Bilt- 
more Hotel, Phoenix. 

The conference is sponsor- 
ed by the Southwest Chapter 
of the American Society of 
Architectural Hardware Con- 
sultants, with assistance 
from the Builders Hardware 
Club of Southern California, 
and Chapter 18 of NBHA. 

Committee chairmen are: 
General chairman, Arthur H. 
Uhler, Stanley Works; pro- 


gram chairman, Dan Hay, 
Dan C. Hay Co.; reserva- 
tions, James C. Carroll, 


Dealer Officers Elected 





At left is Loren D. Ford, 
Stanwood Equipment Co., 
Stanwood Wash., who was 
elected president, and right, 
Fred L. Hecker, East 
Sprague Hardware, Spo- 
kane, Wash., vice-president 
at the annual convention, 
Oct. 31-Nov. 2, of the Pa- 
cific Northwest Hardware 
& Implement Assn. The 
group's board of trustees 
includes Floyd Svinth, Mon- 
tesano Feed and_ Seed, 
Montesano, Wash.; Dale 
Burgh, Farm Tractor Co., 
Gresham, Ore.; William 
Leaton, Kamiah Hardware, 
Kamiah, Idaho, and Lauris 
Hansen, Hansen Equipment 
Co., Sunnyside, Wash. John 
D. Spaan, North Washing- 
ton Implement Co., Lyn- 
den, ash., was elected 
national director. J. Mal- 
colm Smith, Spokane, 
Wash., is secretary. 


- ____—News of the Trade———____— 


Union Hardware & Metal 
Co.; registration & finance, 
George Tupper, manufactur- 
ers representative; publicity, 
E. P. Hallock, Jr., Moss & 
Hallock; entertainment, Vic- 
tor H. Nelson, Victor H. Nel- 
son Builders Hardware Co., 
and ladies committee, Mrs. 
Victor H. Nelson. 





New President 
Of Autoyre Co. 


Stuart A. Loveridge was 
recently named president of 
Autoyre Co., Oakville, Conn., 
subsidiary of Ekco Products 
Co., Chicago. 

He was elevated from vice 
president in charge of sales, 
a post he has held since Feb- 
ruary of this year, when 
Ekco acquired Autoyre, man- 
ufacturer of stamped and 
polished bathroom fittings. 


Mr. Loveridge succeeds 
Philip B. Shailer who re- 
signed. 





Lau Blower Co. Buys 
Fan Manufacturing Firm 


The Lau Blower Company, 
Dayton, O., has purchased 
the E. N. Mimms Co., Louis- 
ville, Ky. 

In making the purchase, 
the Dayton fan manufacturer 
has bought the entire inven- 
tory, tools, dies and other 
equipment of the Mimms 
firm. The purchase price for 
the company was not re- 
vealed. 


Dormeyer Corp. forms 


R. J. Malcomson, Jr., 


The Dormeyer Corp., Chi- 
cago, has formed a new 
division to manufacture and 
market home workshop and 
industrial power tools begin- 
ning early in 1955. 

Sales and merchandising 
operations of the new division 
will be handled separately 
from Dormeyer’s small appli- 
ance lines with R. J. Mal- 
comson, Jr., formerly of 
Malcomson-Egan Co., manu- 
facturers’ representative, as 
sales manager. 

Offices will be at the parent 
company’s headquarters at 
Kingsbury and Huron Sts. 
Both the consumer and in- 
dustrial lines will be handled 
through manufacturers’ rep- 
resentatives. 

The line 


for the home 


Wickliffe Wholesale 
Sets Dealer Show Date 


Wickliffe Wholesale Di- 
vision of the Stambaugh- 
Thompson Co., Youngstown, 
Ohio, will hold its first dealer 
show Feb. 13 through 16. 

Hardware, sporting goods 
and houseware lines will be 
on exhibit at booths set up in 


the company’s new  ware- 
house. Refreshments will be 
served. 


Invitations are being sent 
to some 700 customers. The 
company plans to make the 
show an annual event. 





Hayman Co. Enters 
Garden Supply Field 


B. Hayman Co., Inc., Los 
Angeles, farm implement dis 
tributors, has established a 
Garden, Nursery and Golf 
Course Equipment Division. 

The new division will han- 
dle distribution and service 
on a complete line of nation- 
ally-known garden, nursery 
and golf course supplies in 
the Southern California area. 





Associated Hardware 
Sets Show Date 


The Associated Hardware 
Supply, Div. of F & B Wood- 
enware Co., Pittsburgh, will 
hold its second annual stock- 
holders meeting and spring 
merchandise show January 
26, at the Webster Hall 
Hotel, Pittsburgh. 


Power Tool Div.; 
Named Sales Manager 


craftsmen will include power 
drills and accessories, drill 





R. J. MALCOMSON 


kits and power hand saws, 
and will be sold through the 
various existing channels of 
distribution. 
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SEE 


¥ the new line of 


The Spin Seat* 
(PAT PEND ) 
Spinning action guarantees 
sure closing—a positive seat 
always—because it revolves 
on flushing and seats in a 
different position every time. 
IT’S EXCLUSIVE WITH 
REICHERT. Fits all standard 
tanks. Made of live rubber 
for long, satisfactory service. 














i : 
The Rite Seat* 
: A new, positive-closing, 


live rubber tank ball that 
fits all standard tanks. 


in individual boxes, and in 
dozen-lot counter display 


cartons. Come six dozen to a 
master shipping carton. 


ATTENTION WHOLESALERS! 
Phone, wire or write today 
for details of attractive 
proposition. 


“TRADEMARK 
REGISTERED 






REICHERT SOLDERLESS, HEAVY COPPER FLOATS 


provide strength where needed, makes them the 
world’s strongest and most serviceable. Every 
Reichert Float is thoroughly inspected and tested. 


“ef Guaranteed Leak- Proof! 
THE REICHERT FLOAT & MFG. CO. 


“The Quality Name in the Plumbing Industry” 


2243 SMEAD AVENUE . TOLEDO 6, OHIO 
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MOST POWERFUL YET LOWEST 
PRICED 
'Ularerelarerneresare iin’ (etvreta-tabiciae| 

Powerful 10 Ib. Holding Force ts 
320 times the magnets oz. 
weight Keeps. screen, sliding, 
closet and other heavier doors 
firmly closed even if warped or 
sagging. Also highly recommend- 
ed for every type of wood and 
metal cabinet or locker door in 
home, office, factory, trailer, air- 


plane or boat 


Patented*. Self-Aligning Installa- 
tion—fast, foolproof 

Exclusive Pivot-Cushion Action 
Lasts indefinitely 
to get out of order 


noworking parts 


Packaged ready for tant mount 

ing; shipped in attractive Display 

OF lacey) 

Only 49¢ jist due to exceptionally 

efficient design and compactness 
only 2%" Lx \%’ H. Net weight 

only 1% 0z 


WRITE FOR FURTHER 
INFORMATION TODAY 


HEPPNER 


SALES COMPANY + ROUND LAKE, ILLINOIS 
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QUALITY UNSURPASSED 
BEAUTY THAT LASTS! 





PROFITABLE 


QUICK TURNOVER ° LOW INVENTORY 


FINISHES 





DECORATIVE 
METALLIC 
FINISHES 


Pale gold, rich gold, 
roman gold, copper and 
silver ‘‘stabilized” me- 
tallic finishes in 2 oz. bottles are 
offered in a sales promoting 
counter display. These bigh qual- 
ity metallic finishes are easy to 
sell, easy to use, easy to keep, 
and they ‘‘stay brighter longer.’’ 


MULTI-PURPOSE FINISHES 
IN SPRAY CANS 


Convenient, ready-to-use — no 
mixing, no brushes to clean. 
Available in eleven popular col- 
ors. Ideally suited for many com- 
mercial, industrial and residen- 
tial uses. 


REDWOOD FINISHES 


Chromatone manufactures two types 
of Redwood finishes—Clear and Pig- 
mented. Chromatone Clear Redwood 
Finish is a resin free oil with a high 
penetrating action which produces a 
tough, long lasting, high gloss finish 
The Pigmented Finish is manufac 
tured to the same high specifications, 
and is recommended to provide uni- 
form color for varying shades of 
wood. 


WRITE FOR FREE 
DESCRIPTIVE LITERATURE 





ALUMATONE CORPORATION 





1523A Grande Viste Ave., Los Angeles 23, Callf. 
9270A Olive Street Rd., St. Louis 5, Missouri 
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— News of the Trade 
| Morley Bros. To Build New Warehouse 
And Display Building in Detroit Suburb 


Morley Bros., wholesaler 
of Saginaw, Mich., has sold 
its branch warehouse build- 
ing in Detroit and will build 

| @ new branch, consisting of 
a warehouse, office and dis- 
play building, in Royal Oak, 
Mich., to serve Detroit. 

The move will relocate the 
company’s branch out in a 
northern suburb, with access 
to a major highway and to 
a railroad. 

Plans are being completed 
now. Construction is to begin 
as soon as contracts are let. 
The branch is expected to be 
completed next spring. 

The new branch is to be a 
steel and brick structure of 
some 120,000 sq ft of space. 
This is about 60 pct larger 


} 
| 
| 


area than the company’s 
branch in Detroit in three 
buildings. 


The one-story type of con- 
struction will permit the pal- 
letizing of merchandise, so 
available space in the new 
warehouse will be about 150 
pet greater than in the pres- 
ent branch. 

Morley 
branches at 


has 
Rapids 


also 
Grand 


3ros. 


| and East Lansing, Mich. 





Supplee-Biddle-Steltz 


| Item of the Year 


a 


(Continued from page 137) 


be selected as the Item of the 
Year by the vote of a group 
of working salesmen was a 
very noteworthy achievement 
and reflected the high stand- 
ing of B&D in the trade. 

An award was also made 
to Charles B. Leinback of 
Supplee as the buyer of the 
item line selected as the 
Item of the Year. 

Wm. Geo. Steltz, Jr., assis- 


tant to the president of 
Supplee - Biddle - Steltz, an- 
nounced at the dinner the 


creation of a President’s 
Award to be made for out- 
standing contributions to the 
company, at the suggestion of 
the company’s Junior Board 
of Directors. The first pres- 
entation of this award was 
made at the banquet to six 
employees of the Philadel- 
phia warehouse for their vol- 
untary work during a recent 
hurricane in moving goods 
from an exposed area to a 
protected area. 

The six men who received 
the award are Albert J. An- 


DiMento, 
Jose ph 
Murphy 


Joseph 

James Montell, 
Murphy, Michael 
and Louis Reimers. 


derson, 


The President’s Award 
was also presented to Mr. 
Steltz, Sr., in recognition of 
the progress the firm had 
made in both sales and in 
personnel relations during 
the time he has served as 


president of the firm. 

In an address that closed 
the celebration, Mr. Steltz 
reviewed the growth of the 
firm, including its recent ex- 


pansion in sales force and 
the operation of its Eliza- 
beth, N. J., warehouse. The 


continued success of the com- 
pany, he stressed, depends in 
a major degree on the en- 
thusiasm and work which all 
employees put into their jobs. 
Mr. Steltz also announced 
a liberalization of vacation 
allowances for employees. 


E. A. Twitchell Joins 
Lamson & Goodnow Mfg. 


E. A. Twitchell has been 
appointed direct factory rep- 
resentative in the Middle 
West by Lamson & Goodnow 
Mfg. Co., Shelburne Falls, 
Mass., manufacturers’ of 
household cutlery. 

Mr. Twitchell, formerly 
president of the Murray- 
Black Co., makers of tools 
for the painting and paper 
hanging trades, was with 
that firm for 27 years un- 
til his retirement in Septem- 
ber of this year. 


Research Products 
Names District Manager 


Luther B. Sovde has been 
appointed district sales man- 
ager for New York State, ex- 
cluding the New York City 
area, of Research Products 
Corp., Madison, Wis., manu- 
facturers of air filters for 
forced air furnaces and air 
conditioners. 


Hall-Wessel Moves 


Hall-Wessel Co. has moved 
to larger quarters at 919-951 
North Fifth Street, Philadel- 
phia. It is the second time 
within the past few 
that the firm has moved. 


years 
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News of the Trade 


Motor Wheel President Assures Against 
Radical Changes In Reo Mower Business 


With Reo power lawn 
mower operations shifting to 
the Motor Wheel Corp., from 
Reo Motors, Inc., Lansing, 
Mich., M. F. Cotes, Motor 
Wheel president, has assured 
the Reo lawn mower sales 
organization that “no radical 
change” is planned in any 
phase of the Reo lawn mower 
business. 

No changes at all are plan- 
ned in the distribution sys- 
tem through which Reo mow- 
ers have been merchandised 
since the truck manufactur- 
ing company entered the 
power mower business in 
1946, Mr. Cotes said. Motor 
Wheel Corp. recently ac- 
quired the assets of the Reo 
Lawn Mower Div., including 
the use of the Reo name on 
lawn and garden equipment. 

In a letter to field men, dis- 
tributors and dealers, Mr. 
Cotes said that Reo lawn 
mowers and snow removal 
machines “will be merchan- 
dised only through the estab- 
lished Reo distributors” and 
that the products will be 
priced under the Fair Trade 
laws “for the benefit of inde- 
pendent distributors and 
dealers.” 

“We are in the power lawn 
mower business to stay and 
hope to make a worthwhile 
contribution to the product 
and the industry,” he con- 
cluded. 


Garden Trade Show 
Schedules Revised 


Cancellation of one day 
from the schedules of the 
Eleventh and Twelfth Na- 
tional Garden Supply Trade 
Shows for 1955 has been an- 
nounced. Each will be three- 
day events rather than four 
as originally scheduled. 

The Eleventh exhibition at 
the Hotel Sherman, Chicago, 
will be held January 10-11-12 
with Sunday, January 9, 
cancelled from the original 
program. 

The Twelfth National 
event will take place in New 
York City on February 1-2-3, 
with January 31, eliminated 
from the previously an- 
nounced schedule. George 
Perry, show director for the 
Merchandiser, also announced 
that exhibit space for the 
New York event has been 
doubled by the addition of 


the 69th Infantry Regiment 
Armory, Lexington Ave. and 
26th St., to the 71st In- 
fantry Regiment Armory, 
Lexington Ave. and 34th St., 
where these Shows have been 
held during the past three 
years. 


J. G. Rayburn Appointed 

General Sales Manager 
James G. Rayburn has been 

appointed general sales man- 


ager of Lamson & Sessions 
Co., Cleveland, succeeding 





RAYBURN 


JAMES G. 


Robert G. Patterson, who re- 
mains vice president. 

Mr. Rayburn joined the 
company in 1945. He has 
held several important execu- 
tive positions including those 
of merchandising director and 
assistant general sales man- 
ager. He was named a direc- 
tor in 1958. 


V. E. Anderson Wins 
Nebraska Governorship 

(Continued from page 137) 
tail Hardware Association's 
president in 1936. In 1949 
he was elected President of 
the Havelock National Bank, 
and is a member of the board 
of directors of the Nebraska 
Liquid Petroleum Gas Asso- 
ciation. He is serving his 
second term as president of 
the Cornhusker Council of 
the Boy Scouts of America, 
comprising 54 counties. He 
is an adviser to the Board of 
Trustees of the Havelock 
Methodist Church, a former 
vice-president of the Lincoln 
Chamber of Commerce, pres- 
ident of the Havelock Lions 
Club. Mr. Anderson is an 
Elk, a Mason, and a member 
of the Odd Fellows. 
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HIGHEST QUALITY 
inside and out 


-DICKS-PONTIUS 


INSIDE each 
package —the 
finest quality 
compound 
made today. 


PICK s-PoNTIUS 


GLAZING 











OUTSIDE each 
package — modern 
distinctive label 
which stops the 
eye and starts 
the sale. 





D-P White Wonder 
Sealing Compound 


; = 
. i = _ D-P Caulking Cartridge 


Line up with Dicks-Pontius for dependable products, 
displayable packaging, bigger profits! 

Nationally advertised in Popular Mechanics, Popular 
Science, Family Handyman! Order D-P Compounds 
from your jobber now! 


The Dicks-Pontius Company * Dayton, Ohio 


Alexandria, 


Va. 


®* Decatur, 


Ga. * 


Dallas, Tex. 
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<u> 18" 1172 
Suggested 


Retail Price 


— *, — EXTRA PROFITS 
EXTRA SALES 


ATTACHMENTS 


1. Grass Mower 

2. Rotary Tiller \ 
3. Disston Chain Saw \ 
4. Carborundum Grinder \ 


Make Extra Sales \ 


AND TWO 
Self-Propelled 


WHIZ POWER SAWS 


20” —2'2 h.p. General Purpose. 
26” —5 h.p. Heavy Duty. 


een 





These big power units are sales builders all year around 
with WHIZ matched Attachments — Cordwood Saws, 
Disston Chain Saws, Carborundum Grinding Wheel, Rotary 
Tiller Hoe, Grass and Brush Mower, Post Hole Auger. 


— Built Right to Sell Right — Nationally Advertised 


lor complete information and prices contact your jobber or 
write direct. Distributor franchises available. 


ROOT MANUFACTURING CO., rd 


127 East Eleventh St. Baxter Springs, Kansas 











FROM 





bolts and ring bolts are an integral 
part of every hardware deal- 
er’s stock tn trade. They’re 
all fully described in the 
W-C Hardware Catalog “N” 
— sent free on request. 





Miipee vel 


“A CENTURY OF DEPENDABILITY” — 
77 SOUTH MAIN ST., MIDDLETOWN, CONN. 





= COAST TO COAST | 
g) et -« depend upon the complete Wilcox- 
wo ee Crittenden line of heavy and shelf 
— hardware. Drop _ forged shackles, 
wire rope sockets, connecting links, 
turnbuckles, thimbles, hooks, eye 


HARDWARE DEALERS | 


| 
| 
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News of the Trade _— : 





National Housewares Exhibit Scheduled 


January 13-20, 


More than 650 exhibitors 
will display thousands of 
products at the 22nd Na- 
tional Housewares Exhibit 
which opens in January at 
Chicago’s Navy Pier plus the 
adjacent Drill Hall. 

Opening Thursday, Janu- 
ary 13, the show will con- 
tinue through Thursday, 
January 20, with the excep- 
tion of Sunday, January 16, 


when the exhibit will be 
closed. Hours will be from 
9 a.m. to 5 p.m. daily. On the 
final day the exhibit will 


close 2 p.m. 

The Navy Pier and Drill 
Hall exhibits will occupy 
1030 booths covering an area 
of 191,000 sq ft of space. 

Between 8000 and 10,000 
buyers throughout the United 
States, Canada and abroad 
are expected to attend the 
show. 


DeWalt, Inc., Appoints 
Two Executives 


Samuel Sloan Auchincloss, 
president of DeWalt, Inc. of 
Lancaster, Pa., has _ been 
named president of Cleve- 
land Welding Co., succeeding 


William A. Sipprell, Jr., who 
resigned. Mr. 


has Auchin- 





SAMUEL 8S. AUCHINCLOSS 


closs will continue to serve 
as president of DeWalt. 

Associated with American 
Machine & Foundry Com- 
pany since 1946, Mr. Auchin- 
closs was made executive vice 
president of DeWalt in Au- 
gust, 1952, and President in 
January, 1953. 

Condé Hamlin, vice presi- 
dent in charge of sales and a 
director of DeWalt, Inc., of 
Lancaster, Pa., has _ been 


HARDWARE 


at Chicago’ s Navy Pier 


elected executive vice presi- 
dent. 

Mr. Hamlin was elected a 
member of DeWalt’s board 





Ms 


CONDE HAMLIN 


of directors and vice presi- 
dent in charge of sales in 
August of this year after 
having served as_ general 
sales manager since 1952. 


Stanley Works Buys 
H. L. Judd Company 


On November 1, The Stan- 
ley Works of New Britain, 
Conn., bought the assets of 
the H. L. Judd Co. of Wal- 
lingford, Conn., manufac- 
turers of drapery fixtures, 
house - furnishing hardware 
and bright wire goods. The 
announcement was made by 
Richard E. Pritchard, chair- 
man of the board of The 
Stanley Works. 

Judd company employs 725 
people, 600 of them in the 
principal plant in Walling- 
ford, 50 in the southern plant 
of Chattanooga, Tenn., and 
the remainder in the princi- 
pal sales offices in New York 
City and branch offices in 
Chicago, Los Angeles, and 
Detroit. 

Sale was approved by the 


stockholders of the Judd 
Company on October 6. 
In announcing the _ pur- 


chase of the new business, 
Mr. Pritchard said: “Judd 
Company’s assets, including 
all properties and buildings, 
machinery, patents, its name 
and good will, are to be ac- 
auired by The Stanley Works 
but it will be operated as a 
completely separate division 
in Wallingford and in Chat- 
tanooga.” 
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NEWS OP 


MANUFACTURERS’ AGENTS 








C. Carpentier Opens 
Manufacturers’ Agency 


Clarence R. Carpentier, 
who retired recently from 
Shapleigh Hardware Co., 
wholesaler of St. Louis, has 
started a manufacturers’ 
agency business in the St. 
Louis territory. 

Mr. Carpentier was con- 
nected with Shapleigh Hard- 
ware for 17 years in a buy- 
ing capacity. 

Previous to that he was 
employed by Geller, Ward & 
Hasner Hardware Co., St. 
Louis, for 25 years buying 
builders’ hardware. 


Continental Can Agent 
Appoints Representative 


Continental Can Co., New 
York, has announced that its 
West Coast agent, Hugh 
Kelleher and Associates, has 
appointed Joseph F. Manning 
as sales representative for 
Decoware in the states of 
Oregon and Washington. Mr. 
Manning is located at 205 
S. E. 47th Avenue, Portland, 
Ore. 

He has spent more than 20 
years selling for Marshall 
Wells Co., wholesalers of 
Duluth, Minn., and recently 
has been associated with F. 
B. Connelly of Oregon, in 
their housewares division. 


Seal Rite Caulking 
Adds Two Agents 


Seal Rite Caulking Co., 
Brooklyn, N. Y., producer of 
caulking compound, has ap- 


pointed two new representa- 
tives to handle its complete 
caulking line. 

They are Thomas J. Ross, 
846 High St., Wellsburg, W. 
Va., who will cover West 
Virginia. 

Dave Sterling, 152 Express 
St., Dallas, Tex., who will 
cover Arkansas and Okla- 
homa. 


Skinner to Represent 
Bridgeport Brass Line 


T. Harry Skinner Co., 200 
Fifth Ave., New York, has 
been appointed manufactur- 
er’s representative in the 
hardware and chain and de- 
partment store fields of the 
Greater New York area, New 
York State, and parts of 
Pennsylvania for the com- 
plete line of Aer*a*sol prod- 
ucts marketed by Aer*a*sol 
Div., Bridgeport Brass Co. 


Baldwin Mfg. Corp. 
Appoints J. Pritchard 


J. Pritchard, 15335 Arte- 
sian Ave., Detroit, has been 
appointed representative for 
the Baldwin Manufacturing 
Corp., manufacturers of 
builders’ hardware, Hillside, 
N. J., for Michigan. 


Sales Agent Moves 


Ray Sanders and Co., man- 
ufacturers’ representatives, 
have moved to 133 North 
Santa Anita Ave., Pasadena 
8, Calif. 





Club Aluminum Names 
Two District Managers 


Club Aluminum Products 
Co., Chicago, has announced 
two district manager assign- 
ments in the company’s Re- 
tail Sales Division. 

Robert D. Welsh was ap- 
pointed district manager for 
the territory consisting of 
Alabama, North Carolina and 
parts of Georgia and Ten- 
nessee with headquarters in 
Atlanta, Ga. 

Donald R. Grismore was 
named district manager for 


the Ohio and West Virginia 
territory with headquarters 
in Wooster, O. 


1-XL Furniture Names 
D. Kling Sales Manager 


The I-XL Furniture Co., 
Goshen, Ind., manufacturer 
of custom kitchens and kitch- 
en cabinets, has appointed 
David Kling sales manager. 
Mr. Kling was formerly 
sales manager of the Gerber 
Plumbing Fixture Co., Chi- 
cago. 
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Stock the line that’s built to 
sell...and stay sold 











INCREASE YOUR 
PROFIT MARGINS ! 










REDUCE 
STOP PROFIT DRAINS \ INVENTORY ! 
FROM EXCESS 


SERVICING ! 









General Motors 


DELCO WATER SYSTEMS 


Delco sales are lasting sales because 


Delco Pumps have honest gph rat- 








ings —use famous Delco Motors 
—are backed by the selling magic 
of the General Motors name. For 
franchise information write: Delco 
Appliance Division, General Motors 


Corp., Dept. HA, Rochester 1, MB 


Delco Jet Convertible 
Pumps for shallow and 
deep wells from 380 to 
1620 gph from depths 
of 5to 120 ft. 


For a good deal... DEAL WITH DELCO 


Manufacturers of famous Delco -Heat oil and 


gas fired burners, Conditionairs and boilers. 




















(Continued from page 136) 

The Berkely unit closed 
down several months ago. 
Maxwell’s Hayward will also 
be closed. 


Mike 
pur- 
Mrs. 
will 
busi- 


Mc- 


Maysville, Ky.—The 
Brown Co. has been 
chased by Mr. and 
C. H. McEuen, who 
manage the store. The 
ness will be renamed 
Euen & Son Hardware. 

Mr. and Mrs. McEuen also 
operate a furniture store in 
Maysville. 


Bloomington, Ind. — Ste- 
phenson Hardware Co. at 
106 S. Walnut was sold re- 
cently to E. Mayor Maloney. 
Mr. Maloney was manager 
of the Bloomington A and P 
store. 


Badger S. D.—Christensen 
Hardware and Appliance 
Store has discontinued busi- 


ness after more than 46 
years of operation. Arthur 
Christensen, owner of the 


store, said he had not made 
any plans for the future. 


Hurlock, Md.—Oliver 
Harding and his son, James 
Harding, have purchased the 


O 


E. H. Johnson 


E. H. Johnson, 62, founder 
and head of the Glynn-John- 
son Corp., Chicago, died No- 
vember 10. 

In his 33 years as a manu- 
facturer of builders’ hard- 





E. H. JOHNSON 


ware specialties, he had 
many friends among hard- 
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mee News of the Trade 


farm supplies and hardware 
firm of the late D’Arcy Pitts 
from his widow, Mrs. Cath- 
erine Pitts. 


Seattle, Wash.—The new 
Ernst Hardware Co. store at 
1740 Market St. has been 
opened. It replaces the com- 
pany’s present store at 322 
Market St. 

The new location will de- 
vote 9000 sq ft of floor space 
to self-service displays. 

Part of the Ballard chain, 
the store will be managed by 
Howard Hanson. 

Future plans call for con- 
struction of a 1200 sq ft 
garden store and warehouse 
in the immediate area. 


Mt. Vernon, Ind. — Lloyd 
Quinn has purchased the 
hardware and paint store on 
Church St., New Harmony, 
from Mr. and Mrs. William 
Strickland. Mr. Strickland is 
retiring after 19 years in the 
hardware and paint business, 
including eight years at his 
present location. 

Ernest Darr will 
the store which 
operated as Quinn 
ware. 


manage 
will be 
Hard- 


BITUARIES 


ware people, builders, and 
architects. 

He started in 1921 design- 
ing and manufacturing spe- 
cial devices of door-holding 
and door-stopping hardware. 
He pioneered the first con- 


cealed over-head door holder. 


John B. Howat 


John B. Howat, 81, presi- 
dent of the Sharon Hard- 
ware and Mfg. Co., Sharon, 
Pa., died October 24. Mr. 
Howat formed the firm in 
1910. 

He was once associated 
with the Sharon Tin Plate 
Co. 


Alfred A. West 


Alfred A. West, proprietor 
of West’s Hardware Store, 
Troy, N. Y., died October 11. 





BRIEF 


South Whitley, Ind.—Mrs. 
Coral Maston has sold Mas- 
ton Hardware to Royce 
Deaton and Joe Huffman. The 
store will be called Deaton 
and Huffman Hardware. 

Mrs. Maston and her late 
husband owned and operated 
the business for a number of 
years until his recent death. 


Mount Sterling, Ky. — 
Howell-Bryant Hardware 
held a formal opening re- 
cently of its new Houseware 
department. 

The department has green 
walls with white ceilings 
and flamingo fixtures. The 
new four-tiered display tables 
are painted green with lined 
oak edges and the room has 
fluorescent lights. 

Mrs. Elizabeth Vice is in 
charge of the department. 


Philadelphia, Pa.—Magen 
Hardware Co. at 5228-5232 
Market Street is liquidating. 
The firm was founded 49 
years ago by Harry Magen, 
father of the store’s current 
head, Bernard Magen. 

Mr. Magen said that no 
time has been set for the 
liquidation sale but that he 
expected to close by Christ- 
mas. 


Edward L. Moynahan 


Edward L. Moynahan, a 
salesman with the Savage 
Arms Corp., Chicopee Falls, 
died recently in an automo- 
bile accident. 

Mr. Moynahan was adver- 
tising manager of the Fire- 
arms Div. of Savage, prior 
to being transferred to a 
sales position about a year 
ago. 


Joseph Wanless 


Joseph Wanless, 90, an 
officer of the former Robinson 
Brothers Hardware Store, 
Louisville, Ky., died October 
12, 

Mr. Wanless had been with 
the firm for 51 years. He 
was vice president when the 
store went out of business 10 
years ago. 
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Ranney To Head New 
Faultless Caster Office 


Faultless Caster Corp., 
Evansville, Ind., has an- 
nounced the establishment of 
a new district sales office in 
Buffalo, N. Y. Glen B. Ran- 


ney, sales representatve, will 





GLEN B. RANNEY 


be in charge of this new 
branch office. 

He has had six years in- 
dustrial experience before 
joining Faultless. Mr. Ran- 
ney completed an extensive 
training program at the 
Faultless Caster Corp. in the 
construction, use, and manu- 
facture of all types of cast- 
ers for furniture, other mov- 
able equipment, as well as 
for materials handling pur- 
poses. 


Westinghouse Consumer 
Products Appointment 


Robert W. Stewart has 
been appointed manager of 
distribution for consumer 
products of Westinghouse 
Electric Corp., Pittsburgh. 
He joined Westinghouse 
Electric Supply Co., Cincin- 
nati, in 1953 as district man- 
ager for consumer products. 
He was later named South- 
western regional manager of 
consumer products for Wesco 
with headquarters first in 
Cincinnati and later in St. 
Louis, Mo. 


Mathias Klein & Sons 
Move to New Plant 


Mathias Klein & Sons have 
moved to a new plant and 
offices in Skokie, Ill. The 
mailing address of the com- 
pany is 7200 McCormick 
Road, Chicago 45. The plant 
contains 110,000 sq ft and 
is of single-story design to 
permit maximum efficiency in 
straight line production. 
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Damar Products Names 
Asst. Sales Manager 


William Whitehorn has 
been appointed assistant 
sales manager of Damar 





WILLIAM WHITEHORN 


Products, Ine., Mfg. Div. 
Mr. Whitehorn was formerly 
general sales manager of 
Cadie Chemical Products, 
Inc. 


Negotiations to Buy 
Lonergan Concluded 

McGraw Electric Co., Elgin, 
Ill., has concluded negotia- 
tions to acquire the assets 
and business of the Lonergan 
Manufacturing Co., Albion, 
Mich. 

The acquisition will be sub- 
mitted for approval to Loner- 
gan shareholders at a meet- 


ing in December. The terms 
of the transaction were not 
announced. 

McGraw Electric would ac- 
quire a 220,000 square foot 
manufacturing plant in Al- 
bion, with a sales organiza- 
tion throughout the country. 
The business will be operated 
as an autonomous Division at 
Albion, Mich., under the same 
management which built it. 
The position of Lonergan’s 
president, S. J. Lonergan, as 
well as those of other execu- 
tives and employees, would 
remain unchanged. 


RB&W Appoints 
Two Sales Executives 


Theodore I. Dunn, Jr., has 
been appointed assistant 
vice-president of sales for 
Russell, Burdsall & Ward 
Bolt and Nut Co., Port Ches- 
ter, N. Y. Mr. Dunn’s chief 
responsibility will be super- 
vision of Eastern sales. 

Formerly Pacific Coast 
sales manager for the com- 
pany, Mr. Dunn _ joined 
RB&W in 1936. 

James M. Bell is the new 
Pacific Coast sales manager. 

He was formerly vice-pres- 
ident in charge of sales for 
Southern California and Ari- 
zona for E. J. Bradley Co. 
Mr. Bell became a member of 
RB&W’s Coast sales staff in 
1952. 


— News of the Trade —— 


Dayton Pump Appoints 
District Representatives 
Three new district sales 
representatives have been ap- 
pointed by the Dayton Pump 






f, 


HARRY S. EKLOF, JR. 


and Manufacturing Co., Day- 
ton, QO. 

They are Harry S. Eklof, 
Jr., who will be located in 


—W he 


WILLIAM H. BUETTIN 


Drexel Hill, Pa., and _ will 
cover Eastern Pennsylvania, 


Southern New Jersey, and 
Central New York. 
William H. Buettin, who 


Batavia, 
Illinois, 


located at 
will cover 


will be 
Ill., and 


Iowa, and Southern Wiscon- 
sin. 
Wallace M. Hyde, whose 


headquarters will be in Flint, 
Mich., and who will cover the 
lower peninsula of Michigan, 





WALLACE M. HYDE 


Northern Indiana, and 


Southern Ohio. 


All will handle the full 
Rapidayton line, including 
the electric water systems. 


Johnson Gets Post 


Skaggs - Stone, Oakland, 
Calif., has announced the ap- 
pointment of Robert R. John- 
son promotional manager, 


E. T. Rugg Co. Previews New Lawn Mower Line At Meeting 
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E. T. Rugg Co., Newark, O., recently held its annual sales 


meeting. Highlight of the two-day session were demonstra- 


tions of the 


1955 Rugg mower line. 


Participating in the 


meeting were, left to right, front row: S. V. Rugg, secretary 


and P.A.; Tom Rugg, 


vice president 


and G.M.; Harry 


Schenck and Bud Bierne, William A. Young Grommet Co., 
N. Y.; Tom Ankeny, A. T. Ankeny Agency, Calif.; Dick 
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Taylor, George Taylor Sales Co., N. C. 


Eve rs, 


BTING 
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Back row: Jack 
Lytle, plant superintendent; Glen Morton, Evers & Pils, 
Minn.; Wes Jahnke, Schermerhorn Bros., Inc., Ore.; C. J. 
Evers & Pils; Gerald Neary, William A. Young; 
Morris Vanderslice Bros. Sales Co., Texas; Paul Gunn, Gunn- 
Alkon, Mass.; Sam Rugg, sales; Bob Duncan, Rugg sales 
manager, and Ben Grobowski, engineer. 
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(Continued from page 14) 
Mr. Campbell, citing as evidence 
the improved steel rate, the ma- 
chine tool order index, the activity 
in stamping plants, and the pick- 
up in foundry business. 

The fact that farmers are now 
spending more is another encour- 
aging sign. The pent-up demand 
for farm machinery which couldn’t 
be put off any longer and a slight 
improvement in total farm income 
are noted. 

These hopeful factors are bols- 
tered by political developments, in 
the view of Mr. Campbell. 

“The professional _ politicians 
among the Republicans will find it 
necessary—or expedient — to take 
the wraps off projects involving 
things for the people.” 

Among these he mentions: 

(A) A speed-up on the 10-year 
$100-billion road building program; 

(B) Defense items which were 
an absolute necessity will be pushed 
ahead; 

(C) The rash of Democratic gov- 
ernors indicates a pick-up in spend- 
ing for state roads, hospitals, 
schools and other state obligations. 

Reviewing the steel inventory 
situation Mr. Campbell points out 
that steel production was off nearly 
25 pet, early this year, as consum- 








ers literally lived off the sheives. 
In the past three months, however, 
production has spurted 26 pct. 

“The same inventory factor 
which pinched the industry in 1954 
will help it gain more than the 
economy as a whole in 1955,” he 
predicted. 

With this year’s steel production 
estimated at 87 million net tons of 
ingots, the editor thinks another 
7 million tons will have been drawn 
from inventories of consumers and 
producers. 

Production in 1955, he predicted 
will nearly reach 100 million tons. 

“Inventories are now at rock bot- 
tom, as low as if there had been 
a steel strike.” 


New House Starts 
Well Above Last Year 


New non-farm housing starts 
reached a record total of 106,000 
units in October, says the Bureau 
of Labor Statistics. 

This record figure ran 18 pet 
ahead of the year-ago rate. It fell 
below September’s 114,000 starts, 
but this is in keeping with sea- 
sonal factors. 

The October figure brings pri- 
vate housing starts for 1954 to just 
under the 1 million mark. 


Consumers Are Seen Holding the Reins 
In Controlling the Country's Economy 


The American consumer is back 
in the driver’s seat in determining 
the future of the nation’s business, 
according to the Federal Reserve 
Bank of Chicago. 

Since the middle of 1953, the 
bank notes in its monthly review, 
declines in business inventories 
and defense spending were the 
main factors affecting the economy. 
These key factors combined to pro- 
duce a mild business setback. 

But this situation now has 
stopped, the bank says, and “con- 
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sumer behavior” 
way again. 

Consumers are able to spend more 
if they wish, because liquid savings 
are larger than ever and income 
after taxes is close to a record 
high, the bank points out. 

“These developments, however, 
do not necessarily assure a busi- 
ness pick-up in the near future,” it 
observed. A determining factor, 
it adds, will be the success which 
retailers and manufacturers have 
in getting consumers to spend. 


is showing the 
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Home Building Awards 
Set Record in October 


Residential contract awards rose 
to a record high during October to 
pace the nation’s building boom, re- 
ports F. W. Dodge Corp. 

The residential awards for Oc- 
tober climbed to a peak level of 
$851.8 million in the 37 states east 
of the Rocky Mountains, marking 
the highest monthly volume in 
Dodge’s 63-year history. This fig- 
ure represents a 10 pct gain over 
September and stands 34 pct above 
the year-earlier total. 


Meanwhile, total contract awards 
for October exceeded $1.965 bil- 
lion—up 8 pct over the previous 
month and 4 pet higher than the 
same month last year. 


Mass Housing Keeps 
Record-Breaking Pace 


Heavy construction contracts 
awarded for private mass housing 
in the week ended Nov. 18 kept up 
their “record-smashing pace,” re- 
ports Engineering News-Record. 
Awards for the week came to 
$112.1 million. 

“For the year to date,” it says, 
“housing contracts top $3.8 billion 
for a new high—21 pct above the 
previous record in 1953.” 

Housing contracts in these totals 
include only projects with a cost of 
$300,000 or more. 


Slight Decline In 
Dept. Store Sales 


Department store sales in the 
week ended Nov. 13 ran 2 pet under 
the volume for the same week last 
year, reports the Federal Reserve 
Board. 

The report showed 8 of the 12 
districts had declines from the 
1953 rate. 


A breakdown of store sales fol- 
lows: 


4 Wks _ 1 
1 Wk. Ending Ending 


District. Nov. 18. Nov. 6. Nov.13. Nov 13 


BME ccccccccccccce -1 + 5 + 6 + 2 
Mow TE cccccccces — 3 + 9 +4 0 
Philadelphia .. —4 +18 + 6 —2 
Cleveland ............. —10 -—2 -3 —5 
Richmond ...... . —-4 +15 +9 -1 
BIE. o:0<d000ese0 + 6 + 9 +10 +2 
Chicago ......... > — 3 - 1 = 2 
St. Louis ... . oo — 5 +1 +2 1 
Minneapolis ee by) + 1 —1 1 
Kansas City ..... ‘ 0 +5 +5 +1 
Dallas ......... —1 +8 + 6 — 2 
San Francisco ..... 5 0 + 3 2 

U. & Wetel .......—-3 + 5 + 4 -2 
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Construction Boom Expected to Continue 
Into 1955, Breaking This Year's Record 


America’s booming construction 
industry will set a new record in 
1955, predicts the Government. 

It estimates new building activ- 
ity next year at $39.5 billion, or 7 
pet ahead of the record $37 billion 
expected for 1954, 

The Depts. of Labor and Com- 
merce base their forecast on the 
assumption that the general level 
of business activity will remain 
stable in 1955 and that consumer 
income after taxes will continue at 
a peak rate. 

These factors, the government 
says, should provide enough capital 
funds to finance new construction 
at relatively favorable rates. 

Both private and public construc- 
tion are expected to shatter pre- 


Cites Consumer Credit 

As Prop to Economy 
Consumer credit is now estab- 

lished as a “‘prop” to the American 

economy, according to a top bank- 

ing authority. 

William A. Lyon, superintendent 
of Banks for New York State, says 
that “All experience points toward 
its being sound credit, if proper 
safeguards are established.” 

In a talk before the Iowa Bank- 
ers Assn., he noted that for many 
years personal debt was frowned 
upon as unsound. 

“Only in our times,” he said, did 
it really begin to dawn on both the 
borrower and the lender that con- 
sumer loans, instead of pointing to 
moral decay, could rise out of a 
perfectly legitimate and safe desire 
of an individual to anticipate a 
moderate portion of his income for 
several months ahead.” 


Large Color TV Tube 
At Small Tube Cost 


Radio Corp. of America § an- 
nounces its new 21-inch color tele- 
vision tube is now in commercial 
production. It is being offered to 
set manufacturers at $175—the 
same price charged for RCA’s 15- 
inch color tube. 

RCA calls its 21-inch tube “a 
major step toward large-screen 
home color receivers at mass mar- 
ket prices.” 
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vious marks in 1955. New resi- 
dential building, according to the 
forecast, should rise 13 pct next 
year to reach $15 billion. 

The government predicts private 
expenditures will climb to $27.4 
billion, up 7 pet over the $25.5 bil- 
lion estimated for this year. Pub- 
lic outlays are expected to increase 
to $12.1 billion for a 5 pet gain 
over the 1954 figure of $11.8 bil- 
lion. 

Changing family housing needs 
and the fact that millions of World 
War II veterans will remain elig- 
ible for G. I. home loan privileges 
until 1957 will rank high among in- 
fluences supporting the demand for 
new homes, say the government 
departments. 


Sees Appliance Volume 
Rising, Profits Dipping 

The appliance industry’s yearly 
volume within a decade may double 
to $6 billion, but profits will con- 
tinue to dip if manufacturers keep 
on over-producing, says a top in- 
dustry figure. 

Parker H. Ericksen, vice presi- 
dent of Avco Manufacturing Corp., 
says that cut-throat competition at 
retail could be traced to “a complete 
lack of realism and misjudgment 
as to their proper potential of the 
market” on the part of some manu- 
facturers. 

“While bigger 
more and more,” 


factories build 
he adds, ‘‘manu- 
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"Same faces we saw in ‘48 ...A 
few years older tho!" 


facturer, distributor and dealer 
profits grow smaller.” 

The executive vice president of 
Crosley and Bendix Home Appli- 
ances says a survey of appliance 
profits of a group of manufacturers 
shows they have been reduced by 


more than 50 pct since 1950. 





Suggested Prices On 
G.E. Majors Abandoned 

Factory suggested retail 
prices on its major appliances 
will be discontinued, the General 
Electric Co. announced on Nov. 
22. 

Announcing the policy change, 
Roy W. Johnson, G. E. executive 
vice president said, “Those ma- 
jor appliances which have been 
subject to wide price variations 
will no longer be tagged by the 
company with unrealistic list 
prices. Rather the individual 
distributor, guided by circum- 
stances in his own trading area, 
will recommend list prices on 
these products.” 

Mr. Johnson emphasized that 
this will not affect the fair trade 
price structure on G. E. electric 
housewares. 














October Retail Sales 
Lower Than Last Year 


The October sales total for all of 
the nation’s retailers ran at about 
$14.6 billion. This represents a 
gain of $484 million above dollar 
volume for September, but is $329 
million below sales for the previous 
October, on an unadjusted basis. 

Retail sales in the hardware, 
lumber and building materials cate- 
gory for October came to $1.176 
billion, showing a decline both from 
September and year-earlier volume, 
according to preliminary estimates 
by the Commerce Dept. 

Sales for September reached 
$1.193 billion, while volume for Oc- 
tober, 1953, was $1.213 billion. 


Prices Unchanged 

The government’s wholesale 
price index for the week ended 
Nov. 16 stood unchanged, reports 
the Bureau of Labor Statistics. It 
remained at 109.7 on the 1947-49 
base of 100. 
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: CARLON 
. . 
ned Plastic Pipe 
retail What makes a selling winner? In 
lances the case of CARLON plastic pipe, it’s 
dependability. There is infinitely , 
oneral more to plastic pipe than promises 
Nov. and claims . . . there's the matter 
of know-how. 
Today, CARLON pipe is first choice 
ange, across the nation. Because CARLON 
-utive is leader in research . . . leader in 
development . . . leader in quality 
> Mma- ... it is only natural that CARLON 
been is leader in SALES 
. 7 Only CARLON is identified with a 
tions stripe, and so when you specify 
y the plastic pipe. . . 
list aii , 
idual anes i 
‘cum- . 
area, mL 
3 on Write today for literature - ” 
CARLON PRODUCTS CORPORATION his ecintalintiy. teil. cuts 
that 10300 Meech Avenue ¢ Cleveland 5, Ohio fl 
without walking 
rade Monofacturing plants in Ohio, Colorado, N. Carolina, Cregon, Texas and Ontario 
ctric ee 
: It stopped folks at the National Hardware Show — it 
Vb , VW. . , will stop them on your floor. MOW-CYCLE 24 has 
Sales thee Propite everything that makes customers buy. Only riding lawn 
WITH A STYLE 12 tractor with dual rear wheel traction and 4-wheel sta- 
bility. Stylized modern streamlining; extra power; re 
Woodford Freezeless Wall Faucet verse gear; twin-blade mowing attachment that cuts full 
24” swath; complete shielding of all moving parts. Typi- 
all of cal solid MOW-CYCLE construction, with price derived 
about Made By Specialists in Freezeless Valves Since 1929 : from real volume production ' 
its a a / These features make MOW- 
dollar ASSURE CUSTOMER SATISFACTION (i.2 CYCLE 24 truly fit to head the 
$329 WITH THIS MODERN CONVENIENCE only full, line of tested and proven i: 
vious STYLE 12 riding lawn tractors on the mar- 
sis as , . an ket. Attachments available for 
e (soma every lawn operation. i 
ware, 
cate- 4 
. CHOICE OF INLETS ; - —_— | 
1.176 . | 
from * REGULARLY FURNISHED WITH* LEVER i ; | 
HANDLE which provides more finger clear- Trade information on ; 
ume, ance but can be furnished with wheel Tv request. Write today. 
nates handle when specified. The lever and whee! hay 
handles are interchangeable and either can i He Special 3 hp Clinton 
hed be used as a loose key. Wy | motor. Recoil start- | 
nares * CAN BE USED IN FREEZING TEMPERA- er. Separate clutches | 
r Oc- TURE—Wall pipe drains out after each for transmission and | 
closing. cutting blades. Most i 
* SHUT-OFF THREADS ARE INSIDE BUILDING—Will not stick comfortable seat on | 
with frost or chatter as is possible in frost proof faucets with any lawn tractor. 
shut-off threads in the outside head. 
* QUICK OPENING AND CLOSING—Designed for long trouble. 
ale free service. | 
See your wholesaler or write for informatio bout 
“isin our complete line ~ iroumetees on y Ronny eaaneaingad 
a $269.50 
; be iV Tole}o} 10) 20mm Rael et, bacon Tractor plus Mowing Attachment 
es DES MOINES 17, IOWA MUSGRAVE MANUFACTURING COMPANY 
Est'd 1927 © 2901 Columbus Avenue © Springfield, Ohio 
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ADJUSTABLE 
CUTTER - RIPPER 


for use in 

@ HOME e OFFICE 
@ CAR @ STORE 
@ WAREHOUSE 







USES DOUBLE 
EDGE BLADE 


d 
McGill Metal Products Co. 


MARENGO e ILLINOIS 








ae 
ARES? 





with 


Stainless 
DOOR EASE’ 


Nationally advertised 15c sell- 
er, comes 12 in display box. 
Hundreds of uses in home and 
shop. Also large 39c seller in 
metal container, packed 6 in 


display box. 
Ago 





American Crease Stick Co. 


Muskegon, Michigan 
PRODUCTS 











$0 LOCK-EASE Graphited Lock Fluid 
in 4-oz. ‘Drop or Stream” can, 39c; 
AMERICAN Dripless Oil in 4-0z. oiler, 29c. 
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Sees Market for 90 Million More Appliances 
Than Were Sold During Past Five Years 


A Westinghouse Electric Corp. 
executive predicts the production 
and sale of 428 million electric 
home appliances by the industry 
during the next 5 years. 

This would represent a gain of 
90 million appliances over the 
1949-1954 period, says J. M. Mc- 
Kibbin, vice president of the com- 
pany’s consumer products division. 

By the close of last year, he adds, 
there were 54 different electrical 
appliances on the market, noting 
that “the end isn’t in sight.” 

Mr. McKibbin pointed to inade- 
quate home wiring as a crucial 


Sees Country Entering 
Period of Expansion 

Dr. Arthur F. Burns, chief eco- 
nomic adviser to President Eisen- 
hower, says that business indica- 
tions suggest the United States is 
entering a new period of economic 
expansion. 

The recent decline in employ- 
ment and business, he says, “has 
been halted.” 

Among other signs of an eco- 
nomic upswing, he told the Eco- 
nomic Club of Detroit, is the recov- 
ery in investment and financial 
markets which has been underway 
for some time. 

Dr. Burns says the first premise 
of the Administration’s policy is 
“the government cannot stand 
aloof from the private economy, 
but must be ready to take vigorous 
steps to help maintain a stable 
prosperity.” 

He predicts that “the expansive 
stimulus of our newly enacted legis- 
lation has not as yet been fully 
felt,” in a reference to the new tax 
law, wider social security and other 
bills passed by Congress. 


17 Sears Stores 
Opened This Year 


Sears Roebuck & Co. reports it 
has opened 17 new retail stores so 
far this year. 

This brings the total number of 
retail outlets, including those of 
the firm’s affiliate, Simpson-Sears, 
Ltd., to 733. 

In 1946 Sears 
stores. 


had only 610 


problem to be solved if the 428 mil- 
lion figure is to be attained. 

“Forgetting the replacement 
market entirely,” he told the an- 
nual convention of the National 
Electrical Manufacturers Assn., 
“there will be an average of eight 
additional new appliances sold to 
every home in the country during 
the next five years. 

“The fact is, there wil! be more 
than 1 million new homes built 
each year—more than 10.6 million 
new opportunities to sell appliances 
and television sets in the next 10 
years.” 


Present Home Wiring 
Inadequate for Future 


Practically none of today’s 
homes have adequate wiring for 
the predicted loads for residences 
in 1964, according to an official of a 
major electrical manufacturer. 

Currently, some 42.5 million resi- 
dential customers average 2500 
kilowatt hours of electricity usage 
each year, says O. B. Falls. Jr.. 
manager of electric utility sales of 
General Electric Co.’s Apparatus 
Sales Division. 

But 10 years from now, 54 mil- 
lion home customers will use more 
than 5000 kilowatt hours on the 
average—or more than double the 
present usage. 





Fairless Looks For 
Moderate Gains in ‘55 


Benjamin F. Fairless, beard 
chairman of United States Steel 
Corp., predicts for the nation’s 
economy that “the year 1955 
should be one of moderate gains 
all along the line.” 

“Business as a whole,” he 
adds, “will gather its strength 
and regroup its forces for a 
still more rapid expansion in 
the latter part of the 1950's.” 

As for the steel industry, Mr. 
Fairless forecasts that produc- 
tion next year will run between 
5 and 10 million ingot tons 
ahead of 1954 output, estimated 
at 86 million tons. 
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“Sagless” Lavatory 


Spring Pivot-Hinges 






Ball Bearing 
Single or Double Acting 


~(CHICAGO 
SPRING HINGES 


@ Top of Door 
and Stile Flush 
in any position 








TYPE AD7227 


Attachments for Application 
to Marble or Glass 


There is a growing tendency among architects to 
specify that the top edge of toilet stall doors shall 
be flush with the top of the hanging stile. Hinges of 
this type were used in the New Statler Center in Los 
Angeles . . . equipped with Chicago Spring Hinges. 


“Spring Hinges of Quality" 


Chicago Sprina Hinge Co. 


1500 CARROLL AVE., CHICAGO 7 ILL. 

















ANY 


PPDADADLRSPLPLPLS 


Packed with Quality 


from 
TOP to BOTTOM 


From a choice variety of head styles to clean sharp 
threads which spell out long, dependable holding ability 
. from factory-insured uniformity to a wide, versatile 
size range*—every So-HARD wood screw means ever- 
increasing sales and good will. 
* RANGE from 3/16 x #0 to 6"* x #30 DIAM. 


FREE TO DEALERS 
Handy, distinctive 3-color heavy board wall 
chart showing comparative sizes of wood 
screws and Stove Bolts. Write Dept. A for 
one today. 


Contact your jobber or write direct 









tHe SOUTHINGTON: HOWE. 
MANUFACTURING COMPANY 
Southington, Connecficut * U.S.A 








EXPORT OFFICE: Joseph A. Gross Company 
25 Beaver Street, New York 4, New York 
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ALUMINUM PAINT 


y Axterior Heat-Resisting © Interior 


N 
THE SHEFFIELD BRONZE PAINT CORPORATIO 
CLEVELAND OHIO 


— TT 





Season’s - 
Greetings 


Shetticld Zronrze 
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OnE OF THE WORLD'S LARGEST \ 





MANUFACTURERS OF ALUMINUM PAINTS _ 


























SELL THE KNIFE THAT DOES 


tHesos R | G H T 
R. MURPHY 
“Stay-Sharp” 


TRADEMARK 


KNIVES 





Each R. Murphy 
"Stay-Sharp" 
Knife is specially 
designed to 
make a particu- 
lar cutting job 
easier. Keen, 
hand-honed 
tempered steel 
blades, preci- 
sion-riveted to 
“proper grip’ 
handles stand 
tough usage 
without wobble 
or play. 


There's an 

R. Murphy 
"Stay-Sharp'’ 
Knife for every 
cutting purpose, 
so order a 
complete stock 
today. 





AND MANY, 
MANY OTHERS 
FREE: Catalog on request. 


° 


AYER, MASSACHUSETTS 











% 


BENNETT- IRELAND IN¢ 
/ ee 


Get the facts on Flexscreen—the 
curtain firescreen that most cus- 
tomers want most. It pays to 
promote the leader! 


MAIL THIS COUPON for -------- 


catalog and full profit details... 
Bennett-Ireland Inc. 
Norwich, N. Y. Dept. 1254 North Street 


send me catalog and information ou 
Flexscreen. 
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Americans Saved 23% More in First-Half; 
Have $2'/2-Billion More Disposable Income 


Personal savings in the first half 
of 1954 amounted to $8.223 billion, 
a gain of 23 pct over the $6.708 
billion saved by Americans in the 
opening six months of 1953, esti- 
mates the U. S. Savings and Loan 
League. 

The public also withdrew less 
money from savings accounts so 
far this year, a survey by the 
League shows. It comments that 


Business Failures 
Show Quick Rise 


3usiness failures in the week 
ended Oct. 21 rose to 229 after 
reaching a low point for the year 
of 152 casualties the previous week, 
reports Dun & Bradstreet. Business 
failures compared with 185 one 
year ago. 

Failures involving liabilities of 
$5000 or more totaled 182, com- 
pared to 130 the preceding week 
and 158 last year. 

A marked increase also took 
place among small casualties— 
those with liabilities of under $5,- 
000—lifting this toll to 47 from 
22 a week ago and 27 in the like 
week of 1953. 


Consumer Prices Down 
Consumer prices dipped two- 
tenths of 1 pet during October, 
reports the National Industrial 
Conference Board after surveying 
the price situation for moderate- 
income families in 10 major cities 


— 


HARDWARE HUMOR 
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. thought I'd come in early my 
first day and clean out these bins...” 


this reflects ‘‘the somewhat more 
cautious attitude toward purchases 
on the part of consumers.” 

The lower withdrawal rate, it 
was noted, paralleled the slowdown 
in consumer buying. 

Disposable personal income, 
meanwhile, reached an annual rate 
of $252.9 billion during the first 
half of 1954, against $250.4 billion 
a year earlier. 


Home Building Plans 
Keep Architects Busy 

There is 21 pet more work on the 
drafting boards of architects now 
than a year ago, according to a 
national survey by Kentile, Inc., 
manufacturers of resilient tile 
flooring. 

“Most of this work is residential 
construction,” notes President Da- 
vid Kennedy. 

“The survey also found that new 
work continues to come in at a rate 
which should maintain this healthy 
lead and therefore a substantial 
increase in home building volume 
can be expected next year.” 

Mr. Kennedy lists four economic 
and social factors as the basis for 
this increased home building: 

1. Pressure of a growing popu- 
lation. 

2. Increasing prosperity of the 
average American family. 

3. Demand for more comfortable 
and spacious living. 

4, Easy availabiity of new home 
financing. 


Bankers Satisfied 
On Most Major Issues 

A majority of bankers think that 
the major economic issues of the 
nation have been tackled “reason- 
ably and properly,” according to a 
survey by Bankers Monthly. 

With 574 top banking officers 
taking part in the nation-wide poll, 
a narrow majority stated they did 
not believe that “there is a need 
for the Small Business Adminis- 
tration at this time.” 

On the subject of lower down- 
payments and lengthening of the 
repayment period under the Hous- 
ing Act of 1954, only 110 bankers 
favored these easier terms while 
423 did not. 
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ots now 
g toa WITH SPIKES for AMERICAN FLYER TRACK d 
e, Inc., we / 
it tile | \ery 
es 
eae NEW! UNIQUE! ONLY A BUCK! 
. THERE'S NOTHING LIKE IT IN THE FIELD! 
nt Da- ‘ 
Sets spikes—pulls up tacks—allows layout 
changes—eliminates track distortion. 
at new SPIKE REFILLS IN DISPLAY BOX. 
a rate GET THE FACTS! ASK YOUR JOBBER OR 
realthy WRITE US. 8 
tantial Pp -in- 
BN BE Senor Goll and Soret Co. Momutood, Mass. SPREADER 
-CART 
nomic t_—_oo ; 
sis for 
; , Here’s a way to get more than just those ordinary profits. 
popu- HOPES | Handle the new lawn and garden sensation—the Jackson 
aa a 2-in-1 Spreader-Cart! Only with Jackson can you get the 
of the pina Piast. | 2-in-1 “‘convertible” feature! Use it as a large-capacity 
spreader for all types of fertilizers or seeds. Features a 
‘tabl corrosion-resistant oscillator assembly which minimizes 
rable bridging of lime and fine fertilizers. Then, with a flick of 
the wrist, change to a well-built, all-purpose cart. 
home With the 2-in-1, you get all this ... PLUS the presold 
customer acceptance of the Jackson line. Don’t wait! 








PLUS your profits by stocking the Jackson 2-in-1 
Spreader-Cart. 





LAWN 
ROLLERS, 


JAX 


DELUXE 





pe Up Front—Now 


f the 
Remember that winter is hard on guns and 








l 
ason- \ | 
to a that ever-changing temperatures—and the | 
¢ . “3. . 
possibility of gun rust—make gun cleaning | 
a and gun protection “musts”. Bear in mind | 
swig also that Hoppe’s No. 9, Hoppe’s Patches Theknocked-downsalesknock- | Various types. Drums of high 
poll, Hoppe’s Lubricating Oil and Hoppe’s Gun out... complete in one pack- | quality steel with edges 
y did Grease are the world’s best for the cleaning, age. Easy to stock, easy to | rounded to prevent cutting of 
od 2 : ‘ assemble. Saves you time and sod. Adjustable scrapers of 
nee care and protection of all firearms. Remem- | 
a . space, channel steel. Sturdy handles. 
Minis- ber also that Hoppe Gun Cleaning Rods 
2-in-1 Spreader-Cart and Jax Deluxe are shipped one or three to a carton. 


make all gun cleaning more effective be- 


own- cause they are long enough and strong 

al enough to clean every type of gun—even iin 

ame. the longest of match rifles. Your jobber can [4 SOR 

vonadl supply you—ask him. MANUFACTURING COMPANY 
HARRISBURG, PENNSYLVANIA 


vhile FRANK A. HOPPE, INC. 
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* BLUE 
+ GREEN 
* GRAY 

* RED 
—— ° WHITE 


STOCK AND DISPLAY NEW 


DAISY RUBBER MATS 


Write at once for Display Rack Deal. Pro- | 
vides complete line of DAISY Rubber Mats | 
in Vivid-X colors. Fast turnover — better | 


than 45% profit. Tops in Quality. 


SCHACHT RUBBER MFG. CO. 
Dept. A 


Huntington, Ind. 





NEW! 


IMPULSE ITEM 
FOR WOMEN 
SHOPPERS 


No. 89 

Mrs. Hyde’s Sand- 

wich Spreader — 

flexible stainless 

steel blade, tough 
lastic handle — 

5 colors, red — 

yellow — green. fs 

Displayed on in- ae 

dividual cords MERCHANDISED TO SELL 


— doz. list $8.28. WRITE FOR DETAILS | 


MANUFACTURING CO. 


SOUTHBRIDGE 
MASS. U. S. A. 
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Predicts Big Changes 
In Heating, Cooling 


Sales of forced hot-water and 
steam-heating systems are running 
well ahead of last year, according 
to Robert S. Waters, chairman of 
the Institute of Boiler and Radi- 
ator Manufacturers. 

Mr. Waters also forecast a strik- 
ing change in the design of heat- 
reflecting an in- 
creasingly competitive market. 

“These new products, undergo- 


| ing test and development, are not 


pipe dreams but the realities of to- 
he told the Institute’s 
semi-annual meeting. 

“They may revolutionize year- 
round air-conditioning systems as 
we know them today.” 


Personal Income To 
Climb 30% in Decade 


President Eisenhower predicts a 
jump of nearly 30 pct in real per 
capita income—after taxes—in the 
next decade. 

Citing the estimates of some of 
the nation’s top economists, the 
President also envisions a popula- 
tion increase of some 30 million by 
the year 1965. 

Continued scientific and techno- 
progress, he adds, should 
boost productivity per worker by 
40 pet in agriculture and 35 pct in 
private industry in the coming 


| decade. 


Inventories Too Low 
For Anticipated Sales 


Inventory increases will provide 


| a boost for business next year, ac- 


cording to a financing expert. 
“The induced investment that 
comes from inventory replacement 


will provide another net addition 


| 


to business growth in 1955,” says 


| Herbert R. Silverman, vice presi- 





dent of James Talcott, Inc. The 
firm engages in the general factor- 
ing and accounts receivable busi- 
ness. 

“The level of sales in prospect, 


| which may set a new record by the 


end of the year, cannot be supplied 
from inventories now at or below 
$78 billion.” 

Corporate earnings should im- 
prove at a “moderate” rate next 
year, predicts Mr. Silverman, not- 


ing that a little further ahead lies 
“a new state of economic growth.” 

As for the economy in general, 
he predicts that “the big push is 
more likely to come in 1956 than in 
1955.” 

The key to the forthcoming ex- 
pansion by the United States exists 
in a peaceful world, the executive 
points out. 


“If international tensions _in- 
crease, the timetable will be 
stretched out,” he says. “American 
business thrives on peace. . . not 
war.” 


3rd Quarter Output Of 
Goods, Services Lower 


Gross national product—Amer- 
ica’s output of goods and services- 
dipped a bit during the third quar- 
ter but in general kept a steady 
course. 

GNP ran at an annual rate of 
$355.5 billion during the July- 
September period, reports the Com- 
merce Dept. This rate was about 
$500 million below that for the sec- 
ond quarter. 

The third-quarter rate was 3 pct 
below the comparable 1953 pace. 


TV Manufacturers Move 
Million Sets in Month 


Television set sales totaled al- 
most 1 million during September, 
swelling the 9-month figure ts a 
record 4,645,063 units, reports the 
Radio-Electronics-Television Man 
ufacturers Assn. 

TV receiver sales of 986,136 dur- 
ing September compared with 484,- 
533 in August and 753,953 for the 
same month last year. 

For the first 9 months of last 
year, TV sales amounted to 4,300,- 
360 sets. 


Promotional Events 
Listed in Booklet 


The Chamber of Commerce of 
the U. S. has released a 48-page 
publication entitled “Special Days, 
Weeks and Months for 1955,” 
which lists more than 400 business 
promotion events, legal holidays 
and religious observances. 

Prepared primarily to help busi- 
nessmen, the booklet makes it pos- 
sible for retailers to tie in their 
promotion plans with national cele- 
brations. 
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ASSORTMENTS — PF swivets © snaps 


CONNECTING LINKS 
Put them on your counter. . SALT WATER 
they sell themselves. Instead of SSORTMENT 
buying one or two swivels, one A , 
or two connectors, your custom- 09 Posse Assorted Stess 
ers go out with a full assortment FRESH WATER 
of the terminal tackle they need ASSORTMENT 
for good fishing. Packaged in 29 Pieces Assorted Sizes 
transparent, vest pocket size box TEXAS SPECIAL 

. . in three assortments: ASSORTMENT 


Order From Your Supplier 
Member of Sport Fishing Institute 


29 Pieces Assorted Sizes 








ART WIRE ano STAMPING co. 


2-D Boyden Place Newark 2, N. J. 
Export: Berg, Hedstrom & Co., inc., 79 Wall St., N. Y. 5, N. Y. 
“A Complete Line of Terminal Tackle From One Source” 








Get the details on the 
MOST SENSATIONAL 
FREE DEMONSTRATION 
PROGRAM 


in power mower history... from 


EVERSHARP 


It’s the one program that’s 
ec Ui lelenaar-(elcm com eicelelele:) 
profitable sales for you! 
Ask your jobber or write 


direct to... 


Acomplete line of power and hand 
mowers. Reel models, rotary 
models including self-propelled. 


| IHustrated is the Deluxe Model 1 
| 95, 21” cut Trimmer Type with $ 50 | 
| QH.P. 4 cycle Briggs & Stratton ! 
! engine and Recoil Starter. Ball 
| 

| | 
4 | 


‘ : ZONE 1 
bearing wheels, steel housing, 
mulching type tool steel! blade. (incl. F.E.T.) 
List price, complete with mulcher. 


MIDWEST MOWER CORPORATION 
HANNIBAL, MO. 








WHEN YOU ARE LOOKING 
FOR A CERTAIN PRODUCT 


and only the trade-name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number of 
HARDWARE AGE for that particular 
trade-name. You will find it listed 
alphabetically under the product 
heading of the item in question. 


There alongside the trade-name you 
will find the name of the manufacturer 
who makes it. The address of the 
maker will also appear with the firm 
name arranged alphabetically in the 
same list. 


Keep this Merchandise Directory Num- 
ber where you can reach it quickly 
whenever you need help in buying 
hardware products. 


HARDWARE AGE 


100 E. 42nd Street, New York 17, N. Y. 











BETTER STORE 


FIXTURES 
FOR LESS 









































INTERCHANGEABLE—ADJUSTABLE 
PEG BOARD BACKS 
Write for catalog No. DH TODAY 
W. C. HELLER & CO. 
MONTPELIER, OHIO 
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PLASTIKHOLDS 


EXPANSION SCREW ANCHORS 


7 BP oh Ul 





PLASTIKHOLDS are packed 10 to 
a cellophane envelope with instruc- 
tion sheet, one dozen packages to 
counter display box. Retail for 25¢ 
per package. 
* Tough Tenite plastic—will not 
rust or stain 
¢ Easy to install—hold firmly 
¢ Fit any screw—size 6, 7, 8, or 10 
* Grip in any wall surface or thick- 
ness 
¢ May be used indoors or out 
See your jobber or write 


GIBSON GOOD TOOLS, INC. 


SIDNEY 1, NEW YORK 











ARMSTRONG BROS. 







Better PIPE_TOOLS 


PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters thorughout . . . built to give 
years of good service. 


“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 
l-piece drop forged steel heat treated body 
and a replaceable hardened steel nut to 
take up the wear and thrust to handle screw. 
Used either as l-wheel (with 2-rollers) or 
3-wheel (for close quarters). 


“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy tool 
steel properly heat treated. Th 
eut rapidly and easily, hold their 
keen edge. 


TRONG BROS. TOOL CO. 


The Teel Holder People” 


6214 W. ARMSTRONG AVENUE - CHICAGO 30, ILL. 
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Consamer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


Lucky 7 Promotion 
Offered by Shapleigh 

Material to “Lucky 
Seven Sale” is now being made 
available to hardware retailers by 
Shapleigh Hardware Co., St. Louis, 
Mo. distributors. 

The Lucky Seven theme was in- 
spired by the fact that the price 
of every item in the sale ends in 
seven. 

The main piece of promotion ma- 
terial is a full-color four-page news- 
size circular which shows 
each of the 80 items of merchan- 


promote a 


paper 


dise offered in the sale. 

Other Lucky promotion 
material includes a 120-piece kit 
of point-of-sale material such as 
window valances, side 


Seven 


streamers, 


| double pennants and price cards. 


The items shown in the new mid- 
winter promotion range from a 17 





cent paring knife assortment to an 
$11.77 dinnerware set. The 
merchandise is for the home, kit- 
chen and workshop. 


sale 





Promotions 





Manufacturers’ New Merchandising Plans 


150 Million Match Books 
Ordered by Molly Corp. 
The Molly Corp., Reading, Pa., 
has signed a contract for distribu- 
tion of 150 million matches 
as part of the national advertising 


book 


| program for Molly Screw Anchors. 


The order for '75 box cars of 


| matches is by far the largest ever 


placed by a hardware manufac- 


turer. 


Local Advertising On 

Rubbermaid Products 
Increased emphasis on individual 

Rubbermaid products and product 


| groups will be made in the coming 


years advertising program of The 
Wooster Rubber Co. 

For the first time in its 20-year 
history, the company will enter the 
local advertising field. 

“Our product line has reached a 
point where it is no longer prac- 
tical to advertise the more than 60 
items in a single effort,” announced 


Guilford G. Johnson, advertising 
manager. “As a result the decision 
was made to single out individual 
products and groups.” 

Major portion of the budget will 
be used in women’s 
magazines. Local newspaper adver- 
tising will be in selected market 


areas. 


and shelter 


Hardware store sales personnel 
will soon begin to receive a quar- 
terly sales magazine, “The Rubber- 


maid Retale,” which will include 
general interest news to women 
and specific sales information 
about product colors, new items, 


combination selling and future ad- 
vertising. 


. 7 

Display Materials 
. . 

On Fiberglas Filters 

Dealers are offered Jiminy Fil- 
ter Dust-Stop window displays in 
an offer that includes a window 
banner and decal and a cut-out of 
Jiminy Filter, a new cartoon char- 
acter appearing in Owens-Corning 
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Dealers Everywhere Are Turning To 


TOPPER 


FOR GREATER PROFITS! 


TOPPER is the non-penetrating one-coat 
flat oil paint. Ideal for most interior 
porous wall and ceiling surfaces, it has 
exceptional hiding qualities. 















How Topper Can Make Money For You: = 
@ Big volume! @ Eliminates cus- @ Ready consumer FOR THE JOBBING TRADE 
@ Rapid turnover! tomer complaints acceptance of 
@ Small investment! - . » returns! Bull Dog . . . oy ” . 
@ Full 40%-plus @ Consumer litera- One of Americo's STANHO” Keys, Pins and other 
gross profit! ture available! oldest paint products are precision made to close 
@® Prompt shipments! manufacturers. 
tolerances from selected stock . . . the 








Quality since 1824 
BULL DOG CORPORATION 
HOWELL ST., JERSEY CITY 6, N. J. 
Tee 
| Z 


finest obtainable. All types and sizes. 









OF MACHINE KEYS - COTTER PINS 
STRAIGHT PINS - SPECIAL PARTS 


and other Stanho products 
Bulk or Packaged 


HORSE SHOE NAILS 


WRITE for DESCRIPTION 
and PRICES 


(omrvenana NT 










CASTERS 
and GLIDES 


on Pages 353, 354, 355, 356 
of July 22 issue 
. : HARDWARE AGE DIRECTORY 
and Order From Your Jobber Today HORSE NAIL CORP 
FAULTLESS CASTER CORPORATION, Evansville, ind. = JEW BRIG? ‘ 































fee fpunelly foot, 3 


BOW RAKES-SOUTHERN MEADOW HOES-WEED CUTTERS 














DISTRIBUTION THROUGH JOBBERS ee eee 


SELL WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


ARISTO-MATS pamiiesste 
Greater Volume! Bigger Profits! 


See Your Jobber or Write For Your Nearest Distributor, 


We RILGA FALCONS: tT ” 
iN CToous have those — a) Sell Features 


Nicholls TROWELS, FLOATS, CEMENT TOOLS, DARBIES and/ & 











ARISTO-MAT CO., 1718 E. 75th Street, Chicago 49 








HAWKS have been engineered and designed to perfectly “fit” the \‘ 
* job. Many years of research give “much wanted features” that \ 
make Nicholls tools sell faster. 


nd Stock and Display Nicholls Tools 





yea 
SQUARE 
proms CARPENTER SQV Jor more sales» easier sales - bigger profils | 


has been & 


leading sales 





NICHOLLS MANUFACTURING COMPANY 
OTTUMWA, IOWA 
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YOU'LL FIND IT 
PROFITABLE 


to send us your Fence and 
Metal Specialties orders 














To cash in on this easy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 
share? Write for catalogs today. 











RM MMP 
“M ‘All i “yn 
Stewart Iron Railing lron Picket Fence 


OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 


Stewart Chain Link Settees 
Wire Fence Window Guards 







THE STEWART IRON WORKS CO., INC. 
2137 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 








METAL FLOATS 


Engineered To Your Specifications 


a-272 
Fiat Cylinarical Type 





@ Made of copper, plain steel, copper 
plated steel, stainless steel, KA-2SMO, 
aluminum, brass, monel, pure nickel, 


Admiralty and Everdur or any suitable 
metal for open tank and all pressures. 
@ Seamless copper ball floats carried 
in stock in diameters of 3”, 4”, 5”, 
6”, 7”, 8, 10° and 12” for open 
one Sreat tanks and pressures of 25, 50, 100 
and 150 tb. Floats in special sizes 


and pressures— 


@ Seamless copper ball floats carried 
and 150 th. Floats in special sizes 
@ MADE TO ORDER. Stainless steel 
ball floats larger than 12” diameter 
can be made up specially. Write for 


METAL FLOAT catalog. 


4-204 






spun Toge/ser Ie =“ Float Manafacturers Engineers 
Metal Fabricators  Coppersmiths 
* Bronze Founders 
ARTHUR ‘ DEPT. HA. 


ARRIS & CO. 


210-218 North Aberdeen St., Chicago 7, III 


138 








Fiberglas Corporation’s national 
magazine and television adver- 
tising. The material may be ob- 
tained by writing the manufacturer 
at Toledo 1, Ohio. 


Storm Window Sales 
By Mail Order Decried 





In an effort to combat the heavy | 
consumer advertising in the plastic | 
storm window field by mail order | 


businesses, Warp Bros., Chicago 
manufacturers of window mate- 
rials, had made extensive mailing 


to wholesalers and hardware stores. | 


At the same time the company 
used commercial announcements on 
45 radio stations around the coun- 
try in an effort “to help keep the 
plastic window materia] business at 
home with the local dealer where 
it belongs.” 

The radio commercial said, in 
part, “Here’s a word of neigh- 
borly advice about plastic window 
materials. .. . Some are being of- 
fered by mail at prices so low as to 
arouse your suspicion. And you 
have good reason to be suspicious. 
Some of these mail order ads are 
very misleading. All you get for 
your money is erough material to 
cover half the average size storm 
window. People also report that 
these so-called “bargain” materials 
are mighty thin and flimsy. . 
Don’t send dollars away .. . invest 
pennies at home with your own de- 
pendable hometown hardware or 
lumber dealer. See what you’re 
getting. ...” 


Article Proposes 
Tools As Gifts 


In an article, “How to Make a 
Hit With Your Favorite Handy- 
man,” appearing in the December 
issue of American Magazine, Walt 
Durbahn explains all the needs of 
of a do-it-yourselfer. 

The article, which suggests the 
giving of tools as Christmas gifts, 
lists four major categories: the 
basic tool kit, the advanced tool kit, 
portable power tools and stationary 
power tools. 

He expains the advantages and 
use of each tool and recommends 
consultation and help of “your local 
hardware store or tool dealer.” 

(Resume reading on page 15) 








FLEXIBLE 
SUPPLY 
PIPES 

for 


Lavatory, Sink and Closet 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, Pa. 
SH 











Do You Want To— 


- Sell or buy a store 


* Represent new accounts 


- Hire experienced 


hardware personnel 


* Dispose of surplus 
stock—distress 
inventory—job lot 


merchandise 


* Get sales representa- 


tion for your line 


* Get a job in the 
Hardware field 


THEN— 


Tell It To The Trade 
In The Classified 
Advertising Pages 
Of HARDWARE AGE 


Classified Ad. Dept. 


HARDWARE AGE 
100 E. 42nd Street 
New York 17, N. Y. 
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NINGOTON 


ROLLER SKATES +. 


a 
ct INTHE (com 
FUE, POPULAR PRICE §(@ 
MARKET x 


MODELS FOR ALL AGES 
KINGSTON PRODUCTS CORP., 






FOR COMPLETE 
INFORMATION 


HDW. DIV. A-12. Kokomo, Ind. 











SAFGARD 


PRES-VAC MILK AND CREAM PASTEURIZER 





Pasteurizes Up to 2 
Galions in 24 Minutes 
Pressurized heating de- 
stroys all milk-borne 
disease germs faster and 
acunm cooling seals 
yee, in all vitamins and 
i U * delicious flavor. 1 
L + year guarantee. 
‘aw veriget® — Write for FREF snec. sheets 


and circulars. Dep i2-MA 
6 SAF GARD 

























fob factory $37.50 
GRAND SHEET METAL | 
PRODUCTS COMPANY. 
Melrose Pork, iliawis 
’ 
WHAT'S. NEW ? 
Turn to pages | 15-116 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 
new products that interest 
you. 


T'S QUICK—IT'S FREE 











Waren World’s Best Selling 


DADO SAWING WASHERS 





i 

H 40 DIFFERENT CUTS WITH REGULAR CIRCLE SAW 
OVER 250,000 SETS SOLD 

a. in Demand—Notionally advertised * Demonstrations * Guvuoranteed 

Ti Quality. Warren—the Sales Leader! 

’ 


Make Money—Popularly priced $4.95—dealer discount 334%, off— 
Steady profit producer 


i Self-Selling —Free action display ¢ Folders * Gauge boord. Warren 








Washers—a pick-up self-seller. 


Trial Order — Of six sets (Shipped POST PAID) brings sales aids free. Start 
making money with Warren today! 


WARREN DADO SAWING WASHERS CO. 
Dept.112'Box 98, North End Station, Detroit, Mich. 








Fam MARSHALLTOWN 


VCS eT) 
J 





MARSHALLTOWN TROWEL COMPANY « 


MARSHALLTOWN, IOWA 














%& Indicates when filter needs 
changing 

| Easily installed in 5 minutes 

% Unconditionally guaranteed 
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EVERY FILTER USER IS A HOT PROSPECT FOR THIS |. 


BACHARACH AIR FILTER GAUGE 


Packed individually in colorful, self-seiiing carton, with drilling tem 
plate and installation instructions. Store-tested selling aids free 





= a oe am ee ew ere am as ae aw a — coe 

| BACHARACH INDUSTRIAL INSTRUMENT CO. | 

| 7301 PENN AVE. * PITTSBURGH 8, PA, | 

| Rush complete information on FILTER GAUGE | 

& Adjustable for any kind of heat | | 

ing or cooling unit and any kind | ] 
of filter NAM 

% Advertised retail price, $6.35 

I stor i 

| | 

I | 

163] 

159 

















Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 





Allow Seven Words for Keyed Address 


or Your Address 





Set solid, maximum 50 words.... - oe 
Each additional word....... ; 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
IS ae tek a ada aesieeanes 2.00 
Each additional word. . .05 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


NOTE: Somples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted | Representatives Wanted 








STERLING HARDWARE 
REPRESENTATIVES WANTED 
Leading manufacturer of residential sliding 
door hardware has some territories open and 
may make changes in others. Write and tell 
what lines you represent and territory you 

cover. 
STERLING HARDWARE MFG. CO. 
2339 Nelson Street, Chicago 18, Illinois 











REPRESENTATIVES WANTED. Manufac- 
turer of complete line of Plumbers Brass Goods 
and Plumbing Accessories, desires representation 
through Commission Agents. Must have active 
following among Plumbing and Heating Con 
tractors. Our products are popular and prices com 


petitive, State full information age territory ac 
tually covered. Address: Box 237, care of | 
Harpware AGz, 100 East 42nd Siow ‘New York } 
ie os A 





SIDELINE SALESMEN WANTED 


Prominent manufacturer of paint brushes expanding 
distribution, lias open territories for aggressive 
Paint, hardware or specialty salesmen now calling 
on retail trade (paint, hardware, dept, stores, lumber 


dealers, etc.). Complete quality line in both bristle 
and nylon, competitively priced. Strong home office 
backing. Top commissions Write full details in 


contidence 
Address Box C-207, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











SEVERAL OPEN, 
TORIES AVAILABLE 
having established clientele among retail hardware 
stores. Established manufacturer of household and 
mechanics tools. Reply should state territory now 
being actively solicited. Address: Box C-236, care 
of HARDWARE Acr, 100 Fast 42nd St., 

N 


EXCLUSIVE TERRI 





SALESMEN WANTED — All Territories 


Exceptional line of Home and School playground 
equipment for aggressive men who contact depart- 
ment stores and other retailers of Gym Sets and 
Slides. Also men who contact schools and others 
interested in heavy duty equipment. Send complete 
details concerning territories desired, experience, etc 
Address: Box C-238, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. | 











MANUFACTURER OF 
PULLEYS, handling hooks and other items re 
quires jobber and distributor coverage in New 
England, near Southwest, and Middle Atlantic 
States except New York City. Existing accounts 
turned over. Territories granted are exclusive. 
Answer must include details of territories and 
present lines handled, Address: Box C-217, care 
of Harpware Ace, 10 East 42nd Street, New 
York 17, N. Y 


SMALL TOOLS, 





Nationally advertised manufacturer of a qual- 
ity line of ballcocks, plumbing and heating 
materials and garden accessories. Seeking 
representatives to sell to the hardware and mill 
supply jobbers on a commission basis. Many 
choice territories open. Write giving full de- 
taills of experience and lines now handling. 


Address Box C-205, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











160 


for commission salesman | 


| 


New York | 


REPRESENTATIVES 


wanted for unusual line of light bulbs 
lasting twice as long as average bulb. 25% 
more profit for dealers. High paying com- 





missions See Mfrs. ad on page 129 for 
| detatis State territory desired, present 
lines; include references 


MARVEL LAMP CO. 





| REPRESENTATIVES WANTED 


ILLINOIS & MIDWEST TERRITORY OPEN, — selling 
direct to retail dealers complete line of garden 
supplies from Chicago Shipping Point 


Address Box C-231, care HARDWARE AGE 

















307 Newark Street, Hoboken, N. J | 100 East 42nd Street, New York 17, N. Y 
SALESMEN FOR LONG ISLAND, WEST 
LARGE WESTERN MANUFACTURER OF | CHESTER, NEW JERSEY and Connecticut 
ALUMINUM ladders has opening for aggressive | areas. Now covering Hardware, Garden Centers, 
representatives selling to wholesale hardware, | Nurseries, Feed and Grain, Lumber Yards, De- 
houseware, industrial and painters’ supply firms in | partment Stores. Complete line of Trellises, Ar 
Illinois, Indiana, Michigan, Ohio, Pennsylvania, | bors, Fences, Lawn Signs, Post Lanterns, et 
Metropolitan New York, New Jersey, Delaware, | Excellent commissions, Season now starting. Phone 
Maryland, Washington, D. C. Fully protected | Lo 6-8255 or write: Amalga Mfg. Co., Island 
territories, liberal commissions. Established ac- | Park, L.I., N. Y¥. 


counts in most areas. Send complete information 
to Address: Box C-239, care of Harpware AGE, 
100 Fast 42nd St., New York 17, N. Y. 





Direct Factory Salesman 
Wanted 





REPRESENTATIVES WANTED 


Complete line outdoor charcoal braziers. Top 
quality, proven design, exclusive features, 
competitively priced. Available to agents 
with active, established distributor contacts 
on exclusive basis. 





Well established Tool Manufacturer desires salesman 
located in Kansas City to cail on wholesale hard- 
ware, automotive and Industrial supply houses in 
Missouri, Kansas, Iowa and part of South Dakota 
Salary and traveling expenses and car furnished. Re 
plies confidential. Give experience, references, et¢ 
Address Box C-210, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





























Address: Box C-230, care of HAROWARE AGE WANTED: A live, wide iwake man with car 
100 East 42nd Street, New York 17, N. Y. calling on hardware. Al territory op except 
New York. Our merchandise carried as side line. 
Excellent reputation, Established 1912. Wor oe 
| oppo ty slomo wabs c., Lon Islanc 
SALES REPRESENTATIVE WANTED TO | SpPortunity. Slomons Labs., ‘I 
SELL tto retail lumber yards throughout the seit pes 
country. Top quality imported hardware such as | ~  _ , gee 7 : 
butts, shelf brackets, etc. These are volume items | CUTLERY MANUFACTUURER HAS TWO 
and pay a generous commission. List lines carried | EXCELLENT openings in established territories 
and years in business. Address: Box C-204, care | for experienced traveling saleaeien with cars. 
of Haroware Acre, 100 East 42nd Street, New | Write giving full background to Queen Cutlery 
York 17, N. Y. Company, 10 Commerce Court, Newark 2, New 
, | Tersey 
| MANUFACTURERS AGENT WANTED), ex 
WELL KNOWN FIREPLACE FIXTURE MANUFAC- clusive territories available for men calling on 
TURER SEEKS REPESENTATION FOR ALL TER- Hardware, Paint, and wallpaper stores to repre 
RITORIES EXCEPT NORTHERN CALIFORNIA, sent manufacturer of complete line of Paints, 
SOUTHERN PART OF OHIO, VIRGINIA, NORTH Shellacs, and all paint specialty items, Excellent 
AND SOUTH CAROLINA. MUST HAVE FOLLOW. | | Opp fae capable men. Give full details in confi- 
ING WITH HARDWARE AND DEPARTMENT | dence Write Raygee Paint & Varnish Co., 1672 
STORES. COMMISSION BASIS ONLY. SHEFFIELD 86 Kinsey St.. Phitadelphia 24, P . 
MANUFACTURING CO., 119 WEST 25th STREET =e : : 
NEW YORK 1, N. Y. | 
| WANTED TWO (2) GOOD TRAVELLING 
| SALESMEN that can sell well known line of 
LEADING MANUFACTURER OF BUILD. | quality cutlery. 4 pong? B -223, care of 
ERS’ HARDWARE desires active representation | HARDWARE AGe, 100 Fas id Street, New York 
in Eastern Canada (‘Ontario excluded). Liberal 17 ‘=. 
commission on well balanced, competitively priced | — a a 
line. Address: Box C-232, care of Harpoware AGE, SALESMEN WANTED, covering lumber and 
100 East 42nd Street, New York 17, N. Y. building supply dealers. Exclusive territories on 





— - — CHEVRONS wood faste: beautifully packaged 

i i — point-of-sale displa Also bulk sales. Lib 

— ‘inne ; saiberee wens semrewres 1 commission. E. B. Packard Co., In manu- 

MANUFACTURER'S REPRESENTATIVE | ¢ x : : Peet ? ° o> we 

WANTED—Salesman now calling on hardware | '*°turers, 139 ¢ edar Street, New York 6, N. Y. 
and variety stores with two or three non-conflicting epirican — 


lines. We offer a good staple line of 19c, 39c and 
7% paints, low-priced gallon paints and a na 
tionally advertised line of popular priced paints 


on a commission basis. This merchandise has 
mass market appeal. Every store selling paints 
is a good prospect. Write advising age, territory 
covered, how often you cover it and lines now 
carried. Address: Box C-233, care of HARDWARE 
Ace, 100 E. 42nd St., New York 17, N. Y 





| WANTED MANUFACTURERS AGENTS to 
| represent established line of ash agricultural im 
plement repair handles and snaths in South Cen- 
| tral, Central and North Central States. Prefer 
man now contacting wholesale and large dealer 
| buyers of farm supplic When replying give ex 
act territory covered ant lines carried. Address 
Box C- 199 Ft 42nd 


226, care of HarnpwaAre ‘Ace, 
| Street, New York 17, N. \ 
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Classified Opportunities Section 





Representatives Wanted | 


Accounts Wanted 


| 


Help Wanted 








REPRESENTATIVES WANTED 


Hand Trucks — Industrial Stools 
Steel Shelving — Shop Equipment 


Exclusive territories open for aggressive 
men on commission basis calling an hard- 
ware and mill supply accounts to handle 
established line of all steel hand trucks, 
steel shelving and shop equipment. Write 
immediately stating lines handled, area 
covered and men troveling. 





eare of HARDWARE AGE 
New York 17, N. Y. 


Address Box C-24l, 
100 East 42nd St., 











INDIVIDUALS to call on retail outlets with 
nationally advertised housewares line. Exceptionally 


high commissions, Address: Box C-229, care of 
Harpware Ace, 100 East 42nd Street, New York 
tw B= | 





Accounts Wanted 








French firm would like to manufacture 
under license for France and colonies, all 
new patents concerning kitchen and Laun- 
dry Equipment. ESSWEIN & Cie, LA 


ROCHE SUR YON—Vendee—France. 











JANUARY FIRST, OR SOON THERE 
AFTER, We will be interested in representing 
one additional manufacturer in Missouri and the 


surrounding states. Our business is with the 
wholesale trade. William E, Peterson Company, | 
17 Hillard Road, St. Louis 22, Missouri | 





REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louisville. 
We carry the account or you can bill direct. 
Inquiries invited. Write ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 











SALES REPRESENTATIVE TOP RATING 
16 YEARS experience selling sheet metal products | 
to Hardware, housewares dept. & furniture stores 
Wants additional line to present one. Metropolitan 
New York, North Jersey, Connecticut, lower New 
York State. Address: Box C-235, care of Harp- 

are Ace, 100 East 42nd Street, New York 17, 
N. ¥ 


ARE YOU GETTING YOUR SHARE from 
Texas and the great Southwest? Well established 
igent can hanr ile additional hardware item or line 
ffering solid potential. Have excellent entree with | 
hardwat e and allied trade wholesalers. Will con 
sider only merchandise of substantial nature. Ad 
dress: Box C-203, care of Harpwarre AGE, 100 
FE. 42nd St. New ¢ we i7, x. W. 


OHI NORTHERN KEN- 

ESTABLISHED middle-aged 
offering conscientious thor- 
ough coverage, wishing additional reasonable vol- 
ime line to be sold to jobbers, mill supply, chains 
and other outlets, (NO IMPORTS). Now repre- 
enting nationally known manufacturer. Trade and | 
character reference on request. Address: Box | 
C-202, care of HarpwaGe Ace, 100 E. 42nd Street, | 
New York 17, N. Y 


INDIANA — 
TUCKY WELL 


factory representative 
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MANUFACTURERS’ REPRESENTATIVES. 
Established 1934 covering Pennsylvania, New Jer- 
sey, Delaware, Maryland, D. C., and Virginia, de 
sire one additienal good line of hardware. Excel 
lent coverage guaranteed. References. Address 
Box C-227, care of Harpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 


ADDITIONAL LINES WANTED BY AG 
GRESSIVE Manutacturers Representative Organ 
ization in hardware and housewares. Active fol 
lowing among wholesalers, chains, jobbers, depart 
ment stores. Complete coverage of Indiana, Michi 
gan, Ohio, Kentucky. Address: Box C-219, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y 








Positions Wanted 








ATTENTI ae Fixture Salesman desires 
be employed by one of the 
following: te thed Manufacturer, Hardware Whole 
saler, Hardware Fixture Co. Capable of duties which 
can consist of either Sales Manager, Sales Promotion, 
Merchandising, Store Engineer. Presently employed 
but wish a position with a future. Will relocate 
Young, married and veteran. All replies 
confidential. 
Address Box C-208, care naa — 
100 East 42nd Street, New York 17, N. 


must be 

















ASSISTANT 
SALES MANAGER 


A fine future open with leading 
manufacturer of industrial fasteners 


A real opportunity for a man 35 to 40 who: 
(1) is experienced in sales operations through 
industrial supply outlets; (2) is an able sales 
correspondent; (3) is free to travel out of New 
York headquarters; (4) has working knowledge 
of implementing market surveys. Technical 
background in metalworking industry desirable 
Salary open. Write fully about your back 
ground; enclose photo. Replies confidential 
Interview in New York, expenses paid. 


Address Box C-228 care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











store fixtures for hardware 
housewares, and toy stores. To cover New York 
area for outstanding Philadelphia wholesale hard- 
ware distributor, Over 40 salesmen in New York 
area will provide leads for sale of store fixtures 
Liberal commissions, Submit complete details con 
cerning entire background and experience. W-90, 
P. O. Box 3475, Phila 


SALESMEN —of 





Business Opportunities 





YEARS EXPERIENCE IN DE 
TAILS OF Wholesale Hardware Business. Was 
Vice-President and General Manager in complete 
charge of entire business operated under absentee 
ownership. Successful record of accomplishments, 
thorough acquaintanceship with suppliers. Excel 
lent business and personal references. Salary 
open. Address: Box C-221, care of Harpwart 
Acr, 100 East 42nd Street, New York 17, N. ¥ 


THIRTY 


I AM SEEKING SALES POSITION WITH 
well-known manufacturer for Ohio and surround 
ing territories. Am family man 36 years old with 
five (5) years road selling experience and am 
familiar with all types of wholesalers, jobbers, 
chains and department stores. Address: Box 
C-218, care of Harnoware AGe, 100 East 42nd 
Street, New York 17, N. Y. 


CAPABI E FAMILY “MAN AGE 34, With 9 
years’ experience of buying, selling, warehousing 
in wholesale housewares and hardware field. De 
sires change for better opportunities with a pro 
gressive firm or factory. Willing to relocate. Ad 


dress: Box C-240, care of Harpware Ace, 100 

East 42nd St., New York 17, N. Y 
HARDWARE SALESMAN twenty-five years, 

forty-one years old, married, two children. Last 


five years being jobber salesman in Chicago and 
suburban area. Selling to hardware, lumber, mill 
supply, builders hardware trade. Will 
representing manufacturer with some established 


accounts, Address: Box C-228, care of Harpware 
Acr, 100 E. 42nd Street, New York 17, N. Y. 
WOULD YOU PAY $75.00 A WEEK FOR a 


mature, experienced, reliable, wholesale hardware 
man who can handle entire office or any portion? 
I can relieve you of any important duties or de 
tails. Have learned plenty in over twenty years in 
the hardware line. Willing to discuss any proposi 
tion—What have you? Address: Box C-225, care 
of Harpware Acr, 100 East 42nd Street, New 


York 17, N. ¥ 





Help Wanted 








Experienced buyer-merchandiser, 
housewares and hardware, by es- 
tablished Southern California de- 
partment store. 


Address: Box C-234, 
100 East 42nd Street, 


care HARDWARE AGE 
New York 17, N. Y. 











consider | 


| 3 


| Will net 





FOR SALE 


Retail Hardware Store, North- 
western Pennsylvania. In business 
50 years; annual gross exceeds 
$175,000. Real estate may be pur- 
chased or leased. Merchandise to 
be sold at market or cost, which- 
ever is lower, or buyer may select 
portion of stock he desires. Ex- 
traordinary opportunity to obtain 
an established business without 
buying good will. Contact P. C. 
Cunningham, 1303 Peach St., Erie, 
Pa. Telephone Erie 23-159. 


SALE: $15 
will reduce stock to 
poosa, Ga. Good location 
street. Only $650.00 for 
50.00 per 
Business 











Stock or 


Talla 


Hardware 
Located in 
theatre, on 
fixtures. Building 
Good opening for Hardware 
Newton, Buchanan, 0 


PRINTING 

1,000 $5.75 2m $9.95 5m $17.50 
Letterheads, 8'/,x11 1,000 6.25 2m 11.75 5m 24.95 
63/, Envelopes 1,000 5.95 2m 10.95 5m 23.95 
63/, Window Envelopes 1,000 6.75 2m 12.50 5m 27.50 
Shipped Prepaid, Terms 10 Days. Send your order to 


MAYFIELD PRINTING CO. 


.000.00 
suit buyer. 
néar 


FOR 


month 
Chas. B. 





Statements, 8'/,x5'/, 











BOX 469 MAYFIELD, KY 

HARDWARE—TOOL STORE (NO HOUSE- 
WARES OR APPLIANCES). Present owner 
manager outstanding hardware and tool store 
catering to contractors and maintenance men 
city of 100,000 in middle west wishes to retire 
Sell at book value Jan. 1, 1955. Approximately 


receivables not included 


and $15,000 for 1954, 
etc, and a young aggressive man could have 
netted $20,000. Wonderful opportunity for two 
partners—one an industrial supply and tool man, 
und the other a contract hdwe. consultant. Ad 
dress: Box C-113, care of Harpware Ace, 100 
Fast 42nd Street, New York 17, N 


$70,000 required. <Accts 
between $12,000 


161 

















A TIP to Goulds Dealers 










Here's a Christmas present 
that means years of comfort 
and convenience to a whole 
family! 

Feature the Balanced-Flow 
—and the other dependable 
Goulds pumps — now! For 
you, it means— extra Christ- 
mas profits this year. 





Goulds Pumps inc. 
Seneca Falls, N.Y. 


GOULDS Balanced-Flow JET 
for Shallow Wells 


GOULDS Water Systems 


Ms + as 


Now demanded by a for houseplants, flowers, vegetables, lawns, 
— Produces vigorous, beautiful growth in all plants quickly. Pays 
jealer 33'4% profit ap poy ig em for display. Does not deter- 
lorate, is dy odorless and SAFE. Dissolves instantly in water for use 

l-oz. makes 6 gallons liquid plant food. 

















Retails Your Cost 
l-oz. pkt. 10¢..... 72 to case wt. 7 Ibs...... $4.80 case 
3-08. COR 256..... 36 to case wt. 12 Ibs..... . $6.00 case 
7-02. COR BOB... .0. 24 to case wt. 14 Ibs... .. . $8.00 case 
1-lb. can $1.00..... 12 to case wt. 16 Ibs . . $8.00 case 


Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Copley, Ohio, U.S.A. 








Inc., 








pressure mo) ¢ w eS 12 3 


ye EE” M12 







TO LAST” 
S 


Hardware Noe 








Special Ad 
pecialties —_—- DON'T HOLD 
R oS 2) SALES DOWN 

J (eA ) F I So 
a THRU LACK OF 
7 [Ree [. | ~~) SUFFICIENT 
i J , INVENTORY 
gen vores HALL-WESSEL CO. CHECK YOUR 

AU 7 : 

eum ‘et Your Service 919-931 North 5th Street STOCKS NOW! 


Philadelphia 23, Pa. 





THE BEST WAY TO STOCK and SELL SPRINGS 


Gardner's 


Two-Drawer 


Cabinet 


Also in 





are so easy to in coded compartments. 


Good Springs 


one and four drawer assortments. 
Boxed refills 
from stock, These are quality, pre- 
cision-made, plated Springs. Ask 
your jobber or write us today! 


stock and sell this better way! 
Order the 2-drawer sturdy all- 
steel Gardner dealer cabinet. 
Holds 218 Extension and Com- 
pression Springs . . 79 sizes . . 


Gardner Wire Co. 


162 


shipped quickly 


1329 So. CICERO AVE. 
CHICAGO 50, ILL. 
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For every grinding operation 
.. the ONLY 
SINGLE SOURCE 
for the RIGHT ABRASIVE 

for EVERY JOB 


CARBORUNDUM 


REGISTERED TRADE MARK 
Niagara Falls, New York 



















B& C “C” CLAMPS 
MOVE FAST! 


. priced low for quick profits. 
Put this B & C Metal “C" Clamp Display 
on your counter—watch the interest— 
watch the sales. 





Your Jobber has the Details 
SEE HIM TODAY! 














THE BRINK & COTTOR MFG. CO 


eret @ ge 




















28 of the 30 


dealers who took the 
blindfold test 
found L-0-F easiest to cut 


the easy-to-cut WINDOW GLASS 


LIBBEY-OWENS-FORD GLASS COMPANY,” TOLEDO, OHIO 








ROYAL ELECTRIC COMPANY, Inc. * PAWTUCKET * R* 1° 


PLUG and CARTRIDGE FUSES 
CHRISTMAS LIGHTING 


Manufacturers of WIRE 
CORD SETS WIRING DEVICES 





163 





Seer" 














Tops for SERVICE . . for VALUE 
MORE SALES for 


YOU 





Styron 475 DISH DRAINER 


L-126 Sanitary, one piece design with 
no-splash flanged top, closed end silverware 
compartment. Resilient to protect dishes, 
can't peel, rust or get sticky. Popular kitchen | 
colors match other Lustro-Ware accessories. 
yet light for easy handling. Colors stay like Practtoet femily size. Displey labeled ond 
trays nest to save counter space. 
new... never peels or gets gummy. . . 


cleans in o breeze. Elevated for quick drain- Sy 
age . . . Individually packaged. , 
Check your supplier at once for these and Lustro Ware 


125 other nationally advertised staples wom a PLASTIC HOUSEWARES 
[ $ 
7 


en want to brighten their kitchen life. 


Polyethylene DRAIN TRAY 


L-125 Big, oll purpose size (15% x 20), 





UP Sales and Profits 
in Tinware with 
nationally advertised 


MOULI LINE 


Smashing all sales records! 


famous 


World 


MOULI 
GRATER 


Watch your stock 


Order from your jobber 
today! $400 


Me. I 


MANUFACTURING CORPORATION 


1 BROADWAY JERSEY CITY 6. N. J 








Columbus, Ohio 
2-Way Merchandiser 
SELL MORE 


NITE 
LAMPS 


The popular, best selling Eagle Nite 
Lamp, famous for its attractive 
sturdy design and utility, is now avail- 
able on this beautiful 3 color display 
card. Display, 13 5/16" x 934", can 
be stood up, or hung up. 10 lamps in 
assorted colors (3 Brown, 3 Ivory, 
2 Blue, 2 Rose). 
ASK FOR EAGLE Cat. No. D841 

Available Through Your Wholesaler 


EAGLE ELECTRIC MFG. CO., Inc. 


Long Island City 1, New York 


FOR QUICK POINT-OF-SALE ACTION 
ag 1) HELP YOU 














4 STICKS -1 SCRAPER 


25‘ 


; Fast Col 
Filling « Coloring ‘ nage ov 


DENTS NICKS Sree No Heat Required 


(_QBCTO PRODUCTS. _COrr SALEM. MASS. Colors Easily Blended 
An ingeniously compounded stick 
that fills and colors Nicks, Dents 
and Gouges in natural-finished or 
stained woodwork, furniture, 
leather or plastics. Easily applied. 
Will not bleed or shrink. Takes 
any finish. 
Cellophane bag contains 4 sticks 
(dark mahogany, light mahogany, walnut and 
maple), scraper and instructions. 12 kits on 
display card. 


A “DO IT YOURSELF”? REPEAT ITEM 
SOLD THROUGH JOBBERS 
DECTO PRODUCTS COMPANY, SALEM 54, MASS. 


DECTO-STICK 
FURNITURE 
REPAIR KIT 








NATIONALLY ADVERTISED 


RUBBER CUSHIONED 
One set on a card. 
12 cards in a box. 
Sizes—1¥2”, 1%”, 
1-1/16”, 1”, 3%”, 
5”. 


REGULAR 


One set in a box. 
12 boxes in a 
carton. Sizes — 
1%”, 1%”, %”, 
3%”, 5%”, 

3%", 


— ho. 99 a 











DOMES oF SILENCE (Furniture cuives 


Ask your jobber. If he is not supplied, write 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


FURNITURE LEVELER 


Adjustable Com- 
bination Leveler 
and Glider for 
Uneven and Un- 
steady Furniture 


i | 
ANN 


i\ 


a\\(\ 


SIZES—1” base, 
4 on card; 1%”, 
2 on card; 112”, = 
2 on card. 
Drive into uni- 
versal socket or 
5/16” hole. 


tills 
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